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. Estimated loss in wages to coal 


iners during the week’s shutdown 


as $25 million. 

* * . 

A 14-months low was set by 
steel output last week—=slightly 
over 84 percent of capacity. 

* + * 

Fewer sessions (cracker-barrel 

type) on the recession and more 


constuctive moves would help. | ~ 


Dollar Adrenalin 


The $2,800,000,000 dividends on 

eterans’ life insurance, payable 
ng late this year, should be 

noticeable shot in the arm for 
ness, 


Deo Replaces Kneebone 


As NADA Manager 


WASHINGTON, — President 
George Ziesmer announced late 
Thursday the resignation of 
Robert Kneebone as managing 
director of NADA. He was 
named to the post in September, 
1948. 

M. Robert Deo, NADA’s gen- 
eral counsel for many years, was 
pd to succeed Kneebone. 


Sales Booster 
- Dealers might lay aside some of 
e firecrackers for use after the 
ourth. 

Say, for instance, to put under 
alesmen who have forgotten the 
value of calls in selling. 

. - * 


ool and Hot 


' Congress is cool to the idea of 

aying any longer than it has to 
because of the Washington heat. 
Truman, on the other hand, 
ants the politicians to sweat it 
t while acting further on pet 
dministration measures. 

* + * 


o Atomic 8 


Nuclear energy probably never 
be utilized to run automobiles 
locomotives, but it can be used 
9 propel large ships, submarines 
nd airplanes, according to Glenn 
Seaborg, atomic scientist and 
pacher. 


Slowdown 


The pace of business activity 
tontinued to ease in May, the Office 
Business Economics reports, al- 
hough durable goods sales _ in- 
creased. 
April statistics include: More 
than seasonal advance in construc- 
tion; decline of 2 percent under 
year ago of industrial prices; 


* * * 


Personal income down $1 billion to 


annual rate of $213.7 billion, 
d manufacturers’ sales off 5 per- 
eent from March. 


Epriror’s Note: This is the sec- 
ond in a series of articles on the 
fundamentals of dealer business 
management: . 

By J. B. Van Tassel 


Dealer Business Consultant 


| F ROM THE dealer on down 


‘percentage has dropped from 


through the entire organization, 


‘the most popular business-manage- 
ment guide figure today 


is the 
This 
in 
kcess of 125 percent during the 
war years to less than 70 percent 


percentage of absorption.” 


today. 


Why? Lack of service volume? 


No. Subnormal percentage of 





UAW Defi Dims 
Hope to Sustain 


Peace at Ford 


Wage Freeze Proposal 
Spurned by Reuther; 
Steel Also Deadlocked 


By Mac Gordon 
Associate Editor 

GUMMER peace hopes along the 

labor front waned last week as 
auto and steel makers locked eco- 
nomic horns with CIO unions. 

Ford, flatly snubbing the UAW- 
CIO’s pension and health fund de- 
mands and receiving a rejection in 
turn on a counter-proposal, faced 
the distinct threat of its second 
strike of the year. The Ford-UAW 
contract is slated to expire July 15 
but may be extended because of 
the union convention in Milwaukee 
July 7-16. 

U. S. Steel’s contract with the 
United Steelworkers of America 
also has a July 15 deadline date. 
The steel company and union 
hadn’t even agreed last week 
over whether pension issues can 
be discussed in 1949 negotiations. 

An additional menace, in the 
form of a coal strike, presented 
itself as contract talks continued 
between John .L. Lewis’ union and 
the mine managements. 

* > + 


EGOTIATIONS between Ford 

and the UAW were scheduled 
on a daily basis last week after 
the union denounced the company’s 
proposal for an 18-month stabiliza- 
tion of wage rates. UAW Presi- 
dent Walter P. Reuther insisted 
anew that the company set up a 
pension system and a social se- 
curity fund. 

The company’s proposal was set 
forth in a letter sent to Reuther 
by John S. Bugas, Ford industrial 
relations vice-president. 

Declaring that “the postwar 
buggy-ride of ever-higher wages, 
costs and prices is over,” Bugas 
called on the union to withdraw 
all wage demands for 18 months 
while the company maintains 
present pay rates. 

The proposal stipulated that 
wage scales could be renegotiated 
on Jan. 15 and July 15, 1950, if the 

(Continued on Page 6, Col, 4) 
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Car Sales Surge Higher 


As 144,981 Production 
Breaks Postwar Record 


Peak °49 Month: 


June or July? 


No End Yet in Sight 
For Upswing in 
Registration Curve 


' stage is set, and new-car 
dealers are ready to begin their 
July “play” for the nation’s busi- 
ness. There is every indication that 
the month will prove to be one 
of the best in car-selling history. 

Certainly, conditions are ripe 
for a record-shattering perform- 
ance. The market for new cars 
has increased steadily since 
March, More cars are being pro- 
duced and more effort is being 
expended to sell them. 

Nobody knows if the peak of the 
market has been reached, Ordi- 
narily it might have been expected 
in May, but the Ford strike de- 
layed it. 

* * - 
Wa it reach a peak in June or 
will July be the top month? 
Opinion seems to be about evenly 
divided, providing a fertile ground 
for discussion or, if you prefer, 
betting, on the final outcome. 

The latest report from Cleveland 
shows a rising curve for June sales,, 
In the week ended June 17, new- 
car sales totaled 1,261 units, which 
was 59 percent above the weekly 
average for June; 1948. 

The total was also an increase 
over the previous week, when 
1,178 new cars were sold. New- 
truck sales dipped slightly. with 
82 sold in the week ended June 
17, against 100 in the previous 
week. 

In the first five months of this 
year, 23,871 new cars have been sold 
in Cleveland. This is 23 percent 

(See SALES, Page 42, Col. 3) 


Autos in the News 


Various auto makers made news last week as follows: 


Hudson revealed that its Super 6 and 8 engines are high-com- 
pression engines capable of providing compression ratios of 12.5 to 


1 with 100-octane gas. 


(See photo on page 2; story on page 6). 


Lincoln announced that Hydra-Matic drives are now optional on 
all Lincolns and Cosmopolitans at $200. (See story on page 2). 
Buick disclosed start of production on its Roadmaster Riviera 


model, a “hardtop” convertible. 
page 44). 


DeSoto’s new Carry-All model, 
transformed into a utility car, is being shipped to dealers. 


(See photo on page 2; story on 


a four-door sedan that can be 
(See 


photo on page 2; story on page 42). 


service gross profit? No. Lack 
of stockroom sales and a sub- 
normal percentage of gross prof- 
it? No. Increased expenses? Yes. 

Expenses have increased approx- 
imately 200 percent since the end 
of the war as taken from state- 
ments I have analyzed. Service and 
parts volume have not made any 
sizeable increases lately. In fact, 
this class of volume and income 


In This Issue 


Registrations 
Current Car Prices............ 
Used-Car Auctions......... 


_ Expense Reduction Big Dealer Headache 


is just bound to decrease, or at 
best, remain where it is right now 
as more and more new cars are 
placed into operation, replacing 
those old clunkers that have been 
responsible for the swell service 
and parts volume dealers have en- 
joyed during the past five years. 

So what to do about increasing 
percentage of overhead absorption 
is not so much a problem of in- 
creasing service and _ stockroom 
volume and income as it is a -prob- 
lem of expense reduction. 

o* +: + 

ON THE factory business-man- 


agement side of the fence, this 
(Continued on Page 41, Col, 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


144,981 140,008 


s X & 


1948 
Week Week Week 
For complete production totals 


by makes, see table, page 46. 


Toledo Dealers 
Unite in Own 


Finance Firm 


By Simon Alpert 

Staff Correspondent 
LLEDO.—A move revealed here 
last week of new-car dealers to 
pool their strength to meet the 
financing problem.on used cars was 
seen as one having nationwide pos- 

sibilities. 

In view of broad dealer dis- 
satisfaction over credit offered 
by ‘established financing institu- 
tions on used cars, some observ- 
ers believe the idea may spread 
to other cities, 

Thirteen dealers, including half 
a dozen General Motors franchise 
holders, have incorporated’ the 
Dealer Discount Co. here to con- 
centrate on the financing of used 
cars sold by the dealers. Later the 
firm may take on theif new-car 
accounts. 

of 7 ~*~ 

HE DEALERS have subscribed 

to $125,000 in stock. The com- 
pany is authorized to issue $250,000 
in common and preferred shares 
at $100 par value. 

Moving spirit behind the un- 
ique venture is Harry Dever,- 
general manager, who resigned 
in March from General Motors 
Acceptance Corp. here after 21 
years with the firm, the-last six 
years as Toledo manager. 

Dever said the advantages of a 
dealer-owned discount company 
were immediately obvious to most 
of the automotive men he ap- 
proached with the idea. 


“In hard times, a dealer’s profit 
or loss may depend on the success 
of his used-car financing,” he ex- 
plained. 


“Dealers have practiced their 
own financing of car sales, but the 
amount of capital needed can be 
burdensome. Under this sort of ar- 
rangement, the dealer need put up 
only a few thousand dollars, and 
then share in whatever profits are 
made. At the worst, he can suffer 
only the loss of his capital. At the 
best, he may be showing a profit 
when other dealers are losing.” 

* ” a 


For THE present, Dealer Dis- 
count will take the paper of its 
owner-dealers only, but may take 
other business in the future when 
the occasion arises. 
It will offer the best discount 
(See FINANCE, Page 44, Col, 5) 





3 Million Total 
Due for Half 


Week’s Assemblies Up 
4,973 Despite Wave 
Of Heat Strikes 


EAT strikes couldn’t cool ’em 

off last week. 

U. S. motor vehicle makers shat- 
tered another postwar production 
record and made it certain that 
first-half output would exceed 3,- 
000,000 cars and trucks. 


Last week’s estimated 144,981 
units, including 121,321 cars, com- 
pared with actual production of 
140,008 vehicles the previous week, 
itself a postwar high until last 
week. 

The boost in car output en- 
abled the production total to 
creep closer to the all-time high 
levels of April and May, 1929. In 
those two months U. 8S. produc- 
tion averaged more than 150,000 
cars and trucks a week. 


Total output for June was cer- 
tain to smash postwar monthly 
records, with the final accounting 
expected to range uround the 600,- 
000 mark. This would make June 
the third highest production month 
in history, trailing only the 621,000 
total of April, 1929, and the 604,000 
of May that same year, U. S. only. 

* * + 


MORE than offsetting last week’s 
hot-weather shutdowns at 
some Detroit area plants was the 


,resumption of sustained operations 


at Plymouth and Packard. The 
strike of Briggs Body truck driv- 
ers the previous week had adverse- 
ly affected these two plants. 
Afternoon heat walkouts cur- 
tailed production early in the 
week at Chrysler division, De- 
Soto, Kaiser-Frazer, Hudson and 
\)’ Dodge Truck. Dodge car assem- 
bly in Hamtramck was also halt- 
(Continued on Page 46, Col. 1) 


Top Cars 


New car registrations for three 
months, plus 47 states for April 
and 13 "for May: 

1949 Pos. Make 

1—255,486 Ford 

2—240,476 Chev. 
3—145,955 Plym., 
4—117,345 Buick 
5— 84,550 Pontiac 
6— 76,525 Olds, 
i— 67,3865 Dodge 
8— 53,662 Stude. 
9— 52,870 Mercury 
10— 50,276 Hudson 
1l— 42,380 Nash 
12— 38,657 Chrysler 
18— 31,005 Packard 
14—. 31,076 DeSoto 
15— 27,148 Cadillac 
16— 17,584 Kaiser 
17— 14,0938 Lincoln 
18— 8,451 Willys 
19— Frazer 24,062—15 
20— Crosley 8,256—19 
21— Anglia-Pref. I—22 
22— 916 Austin 2,721—21 
Total All Makes 
1,873,620 1,219,126 

For further details see page 

22, today’s issue. 


1948 Pos. 
154,849— 2 
257,175— 1 
121,042— 3 
91,83838— 4 

86,046— 5 
65,719— 7 
80,697— 6 
49,472— 8 


36,776—12 
5,871—20 
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HUDSON REVEALS ITS MOTORS ARE HIGH COMPRESSION—The company's latest de- 


velopments in the field of yee engines are explained to A. E. 
ratt (right), sales vice-president, by Stuart G. Baits, general 


Hudson president, and G. H. 


Barit (left), 


manager. Hudson said last week that the Super Six and Super Eight engines are in reality 
eres engines capable of providing the compression ratios required to burn 100 
oc 


‘ane gasoline and up to 12.5 to | when super high octane fuels become available. 


story on page 4). 


(See 


Elliott Is Optimistic 
On Future Sales 


By Pete Wemhoff 


Editor, Automotive News 


GouTH BEND.—Boasting five 
record months in a row, Stude- 
baker is confident of heavy sales 
the rest of 1949, Sales Vice-Presi- 
dent Ken Elliott told this writer 
last week. 

However, Elliott believes next 
winter will see the resumption of 
prewar’s — definite 
seasonal pattern 
for the auto in- 
dustry. 

As a precau- 
tion against any 
sales slump, El- 
liott has been 
telling his field 
men for some 
time: “Keep 
working and 
planning as if a 

oe aes buyer’s market 
were just around the corner. If 
it’s delayed in coming, so much 
the better.” ro 


TUDEBAKER dealers as a whvle 
have no used-car problem as 
yet, Ej,uliott declared, although a 
dealer here and there may be in 
some difficulty once in a while. 
Present ratio of used-car sales 
to new-car sales is about one to 
one, according to Elliott. (In pre- 
war the industry ratio was usu- 
ally 2 and 2% to one, and re- 
cently some makes of cars have 
been averaging above one used 
car sale to every new-car sale). 
Elliott declared that Studebaker 
dealers are making very steady 


progress on hiring of salesmen. 
* . * 


pe taaorr is proud of his com- 
pany’s sales and production 
marks in postwar. As an example 
of the steady progress made since 





1946, here are presented Stude- 


baker’s production figures for each 
month in postwar: 

1946—January 7,506 (5,519 cars 
and 1,987 trucks); February 9,048 
(7,322 cars and 1,726 trucks; March 
7,852 (5,783 and 2,069); April 3,035 
(9 and 3,026; May 4,568 (1,030 and 
3,538); June 9,687 (4,963 and 4,724); 
July 12,536 (8,018 and 4,518); Au- 
gust 13,440 (8,706 and 4,734); Sep- 
tember 11,929 (8,212 and 3,717); 
October 13,947 (10,358 and 3,589); 
November 12,220 (7,971 and 4,249); 
December 14,995 (9,676 and 5,319). 
Total for 1946—120,763 cars and 
trucks, 

1947— January 16,263 (10,430 
cars and 5,832 trucks); February 
14,959 (9,848 and 5,111); March 
16,425 (10,728 and 5,702); April 
15,382 (9,846 and 5,536); May 15,- 
995 (10,328 and 5,667); June 15,362 
(10,106 and 5,256); July 16,674 
(10,763 and 5,911); August 8,301 
(3,557 and 4,743); September 16,- 
981 (11,282 and 5,699); October 
19,175 (12,922 and 6,256); Novem- 
ber 16,778 (11,068 and 5,709); De- 
cember 19,156 (12,769 and 6,387). 
Total for 1947—191,451 cars and 
trucks. 
1948—January 18,079 (12,659 cars 
and 6,320 trucks); February 18,985 
(12,624 and 6,361); March 21,237 
(14,602 and 6,635); April 15,694 
(14,029 and 1,665); May 17,119 (14,- 
277 and 2,842); June 23,197 (16,449 
and 6,748); July 17,439 (12,352 and 
5,087); August 20,342 (14,200 and 
6,142); September 18,196 (12,355 and 
5,841); October 21,329 (14,512 and 
6,817); November 20,061 (13,719 and 
6,342); December 22,159 (14,977 and 
7,182). Total for 1948—-234,738 cars 
and trucks. 

1949—January 20,962 (14,374 and 
6,588); February 21,363 (14,542 and 
6,821); March 26,987 (20,094 and 
6,893); April 25,749 (19,572 and 6,- 
207); May 27,434 (21,212 and 6,222). 





ve. 


DEALERS RECEIVE DeSOTO CARRY-ALL MODELS—It is a four-door sedan that can be 


transformed in a moment into a spacious utility car, the company states. The rear seat can 
be quickly and easily folded down to the floor, providing nearly eight feet of cargo space 
stretching all the way from the back of the front seat to the rear deck lid. (See story on 


page 42) 


CHICAGO.—Seven of the eight 
defendants in the federal grand 
jury indictments of Tucker Corp. 
officials and other identified with 
the company were arraigned Thurs- 
day before Federal District Judge 
Philip L. Sullivan, who ruled that 
the trial judge and time of trial 
will be decided by the executive 


_| committee of federal district judges. 


Through their attorneys or per- 
sonally, each of the seven de- 
clared himself “not guilty” of the 
charges, which include use of the 
mails to defraud, Securities & Ex- 
change Commission violations 
and conspiracy. 

In behalf of Preston Tucker, his 
attorney, Frank J. McAdams, asked 
for an early trial, declaring that 
his client “had not been free” since 
the SEC investigation got under 
way. Judge Sullivan instructed 
McAdams to present his statement 


or the executive committee. 

Appearing with Tucker or repre- 
sented in court by attorneys were 
Floyd D. Cerf, investment securities 
firm head in charge of the Tucker 
stock flotation, who announced that 
he had not yet selected an attor- 
ney; Robert Pierce, Fred Rockel- 
man, Mitchell W. Dulian, Otis 
Radford and Cliff Knoble, who are 
former Tucker officials. 


With no objection from Otto 
Kerner jr., U. S. attorney, Harold 
A. Karsten, promoter, who resides 
in North Hollywood, Calif., was 
excused from a personal appear- 
ance at the arraignment. He had 
sought this dispensation in a 
letter 
Meantime, three stockholders— 

Rolland-Carlson Tucker Minneap- 
olis, Inc., Joseph A. Godbout and 
Stanley Walstad—filed a suit in 
federal district court last week, 
charging that the _ registration 
statement and prospectus relating 
to Tucker Class A common stock 
contained “false and untrue state- 
ments,” and “omitted material 
facts.” 


Tucker, Cerf, Rockelman and 19 
other persons, mostly former offi- 
cers, directors and employes of 
Tucker Corp., were made defen- 
dants. 

In their suit, the plaintiffs ask 
recovery of $3,100 for themselves 
and request that the court deter- 
mine the damage to thousands 


to Senior Judge John P. Barnes | 








m|3 Stockholders File New Suit... 


Tucker Defendants Deny Guilt 


of other stockholders in entering 
judgments. 


federal district court at Chicag», 
All eight of the defendants -e. 


It was said that the names of| ceived the same information ab: ut 


dozens of other plaintiffs 
suit would be added. 


Among charges in the suit were 
that in one instance the “defen- 
dants knew that the pilot model 
was, in fact, defective; that the 
hydraulic torque converter would 
not prcperly function and would 
not reverse; that the 24-volt elec- 
trical system would not properly 
operate and could not be manufac- 
tured profitably, and that the 
sealed-in type cooling system would 
not properly operate and there 
was no manner in which overheat- 
ing of the engine could be pre- 
vented.” 

Challenged in the complaint 
was a registration statement re- 
garding Tucker’s qualifications 
as an automotive engineer. On 
this point it asserted that “in 
fact, Preston Tucker was not an 
engineer, had no _ engineering 
ability or experience, and had 
not in fact developed an auto- 
mobile.” 

Despite a registration statement 
to the contrary, the suit charges 
hat Ypsilanti Machine and Tool 
Co. was “favored with contracts at 
exorbitant profit to said company, 
although said company did no sub- 
stantial work for Tucker Corp.” 

Thursday at 10 a.m. had been 
set as the time for arraignment, 
announced U. S. Attorney Kerner. 

Two days earlier, Karsten sur- 
rendered to a United States mar- 
shal in Los Angeles. He posted 
his $4,000 bond and was notified 
to appear in Judge Sullivan’s 





Dealers Cold to Pleas 


In Tucker Accessories 


Would-be owners of Tucker 
cars are unsuccessfully trying a 
conversion deal with the acces- 
sories they bought in an effort 
to gain preference on Tucker 
dealer order lists, Automotive 
News learned last week. 

Dealers in low-priced lines re- 
port receiving requests from 
purchasers who wish to use 
their Tucker accessories in other 
cars. The Tucker items “will not 
fit,” the prospects are told. 





New Hydra-Matic Lincolns 
Go On Display This Week 


DETROIT. — New Lincoln and 
Lincoln Cosmopolitan cars equipped 
with Hydra-Matic transmission, 
which eliminates clutch pedal oper- 
ation and conventional gear-shift- 
ing, will go on display this week 
in L-M salesrooms throughout the 
country. 


The new cars also feature en- 
gineering changes, new exterior 
colors and two-tone color combi- 
nations and new “salon-styling” 
upholstery fabrics and trim treat- 
ments. 


“To the proven quality of the 
1949 Lincoln and Lincoln Cosmo- 
politan cars we have added a 
proven automatic transmission— 
the Hydra-Matic—which is backed 
by millions of miles of operation,” 
Benson Ford, Ford vice-president 
and general manager of the Lin- 
coln-Mercury division, said. 

Ford said the Hydra-Matic is 
offered as factory-installed optional 
equipment at extra cost of $200 on 
all Lincoln and Lincoln Cosmo- 
politan models, Service personnel 
in all sections of the country have 
been given intensive shop instruc- 
tion at the Detroit Lincoln plant 
during recent months and all Lin- 
coln-Mercury dealers are prepared 
to service Hydra-Matic equipped 
cars. 


Engineering changes on both 
models include new narrow wedge 
belts on the fan and generator for 
quieter engine operation. Fan speed 
has been reduced and a five-bladed 
fan has been substituted for the 
former four-blader, the announce- 
ment said. 


Other engine changes include 
substitution of a steel plate fly- 
wheel for the former cast iron fly- 





wheel, changes in the crankshaft, 
adapting the carburetor idler cam 
to the new transmission and the 
use of new rubber engine mounts. 

A new comfort feature on both 
lines is the use of foam rubber 
cushioning in the seat backs, Pre- 
viously, foam rubber had been 
used for cushioning only in the 
seat itself. 

New broadcloth upholsteries of- 
fered in the Lincolns feature wide 
shadow stripes, while narrow sha- 
dow stripes are featured in the 
Cosmopolitan models. 

The 11 new exterior lacquer body 
colors offered include: admiral blue, 
cosmopolitan maroon, Newport 
gray, Nassau beige, mallard green, 


arrowhead gray, Danube blue, Palo- | 


mar green, Carlsbad tan and black. 
Most of the new colors came in 
metallic paints. For convertibles 
only, a new color 
—is offered. 





in the| appearances in court. 


A Tucker stockholders’ prote - 
tive committee and its attorn y 
failed in their efforts to inter- 
vene in the current reorganiza- 
tion proceedings under trustee- 
ship control. They also drew a 
rebuke from the court after Nor- 
man H. Nachman, attorney for 
the trustees, posed objections to 
their petition. 

As spokesman for the committee, 
Raymond Hayes, their attorney, 
said his clients, numbering 3°00 
stockholders, own 12,400 shares of 
Tucker stock. 


Jones Heads Up 
Sales at Olds; 
Ralston Advanced 


ANSING.—S. E. Skinner, gen- 
4eral manager, last week an- 
nounced that G. Ray Jones, who 
has been serving Oldsmobile in im- 
yortant sales posts on the Pacific 
Coast since 1933, has been made 
CN 





G. Ray Jones 


D. E. Ralston 


general sales manager of th di- 
vision. 

He succeeds D. E. Ralston, who 
has been named executive assis- 
tant to the general manager. Ap- 
pointments are effective July 1, 
Skinner stated. 

Ralston has been associated with 
General Motors since March 31, 
1919. He was assistant general sales 
manager for Chevrolet prior to his 
promotion as general sales man- 
ager for Oldsmobile on Nov. 1, 1933. 

a . s 

ONES, a veteran in the automo- 

bile business, is a native of 
Texas. He joined General Motors 
Aug. 1, 1926, as a field representa- 
tive for the Oakland Motor Car 
Co. in San Francisco. He subse- 
quently was named supervisor of 
merchandising for Oakland and 
was promoted to zone manager for 
the same division in September, 
1929. 

Jones held this position until 
April, 1982, when he was named 
zone manager for the then newly- 
formed B.O.P. sales division of 
General Motors. He served in 
this capacity in Los Angeles and 
later in St. Louis. He was pro- 
moted to Pacific Coust regional 
manager for B.O.P. in October, 
1933. 

On Nov. 1, 1933, Jones was named 
Pacific regional manager for Olds- 
mobile and he has operated on 
the Pacific Coast continuously 
since transferring to Oldsmobile. 


Porcelainize Producers 


Open New Building 


DENVER.— Freeman & Free- 
man, Inc., 600 Grant St., producer 
of Porcelainize, held a _ grand 


Chantilly green | opening in its new building here 
‘June 23. 


BUICK'S RIVIERA IN PRODUCTION—Newest car in the Buick line, the Riviera is now 
being produced at Flint. The new car incorporates the sleek appearance and visibility of 
a convertible but has a permanent all-steel top. Windows and seat hydraulic mechanism 
are push-button controlled. The Riviera, which is available in the Roadmaster series only 
is being offered in single and two-tone color combinations. Much greater use of glass give 
maximum visibility to driver and passengers in all directions, the company states. Dynaflow 
Buick's torque converter transmission, is standard equipment. (See story on page 44). 
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HE USED car business has al- 

ways appealed to many dealers. 
I am indebted to E. Murray Bill- 
ings, General Motors dealer in 
Brockville, Ont., for some observa- 
tions as to why he has remained 
active in the field. Billings Motors 
is a complete automobile establish- 
ment. It enjoys outstanding public 
acceptance in the community, as 
well as a reputation throughout 
the trade channels in Canada. Bill- 
ings himself is one of the “city 
fathers” and devotes much time to 
civic activity. 

He says it is evident that many 
dealers during the last five years 
felt that the alloting of cars the 
factories released to them was 
their only duty to their factory and 
to their community. In so doing 
such dealers have cut themselves 
out of a profitable business and 
have neglected a market that is 
normally three times larger than 
new-car demand. 

He questions how could any 
dealer be a topnotch operator to- 
morrow, if he were not even in 
the business today. In normal 
times a dealer must handle the 
old car or lose the deal. To han- 
dle the deal a dealer must have 
a market. No dealer can afford 
to turn the market over to the 
opposition if he expects to sur- 
vive. No matter how aggressive 
one may propose to become in 
normal times, if another dealer 
is busy today capturing the mar- 
ket it will be costly to catch up 
with him. 

Suggesting a good used car is 
always helpful in reducing the de- 
mands for immediate delivery of 
a new one, and prevents the loss 
of a customer to competition. Han- 
dling used cars brings a substan- 
tial finance reserve and insurance 
claim business which in normal and 
slack times every dealer will need. 

* * 


Specialize in Cars 
Tas conductor quotes Billings: 

“I have felt that my dealership 
actually existed for only one pur- 
pose—to sell new cars and make 
a profit. Securing future car buy- 
ers alone has demanded that I do 
my utmost now to penetrate the 
local automobile market, in every 
phase, with every effort, to prepare 
for the greatest security in the 
future. 

“We specialize 


Kentucky Books 


Four Speakers 


LOUISVILLE. —“Onie” Hands, 
convention chairman of the Ken- 
tucky Automobile Dealers Assn., 
Inc., has announced the engaging 
of two more speakers for the an- 
nual convention at French Lick, 
Ind., Aug. 29-30. Two speakers pre- 
viously had been announced. 

They are George G. Ziesmer, 
president of the National Automo- 
bile Dealers Assn., and Horace 
Hull, president of Hull-Dobbs. 

Hands previously named Paul M. 
Millians, vice-president, Commer- 
cial Credit Co., and John W. 
Stokes as speakers. 
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Dealers tell me | Philade 


By John O. Munn 













thing—automobiles, new and 
used. We have but one concern— 


to sell new cars and to keep 
people coming to us for new cars. 
People are buying from us the 
used cars that are not for sale 
elsewhere, because we stayed in 
the used-car business. We have 
no misgivings for the future for 
we know we can meet our cus- 
tomers as friends. 

“Now people in Brockville and 
district know, as they look around, 
that this is one place that has 
stayed on the job, that has given 
them what we all say we supply— 
transportation. We have prepared 
today for the time when new-car 
sales inevitably will back up. We 
have done our best to interpret our 
business in the terms of benefits 
to our customers. 

“I have stayed in the used car 
business because, for all its prob- 
lems, I still felt I could give my 
customers a better deal than any- 
one else. 


Service Is Aided 


_—— important, too, I would 
be securing future customers 
for new cars. Back in 1945 a lot 
of people were waiting for the 
much talked of postwar car, but 
in the meantime they wanted 
‘something to drive.’ That’s where 
our used cars came in. Now these 
customers are feeding our service 
and parts departments, and we 
have a loyal customer following to 
support us when the time comes 
again that we need to sell new 
cars. 

“This has helped, too, in main- 
taining public confidence. As for 
the slander thrown at the used-car 
dealers, insinuating fantastic prof- 
its, our answer is simply our pub- 
lished sales records. The touchy 
subject of what we allowed and 
what we sold for was answered by 
advertising our prices. 

“Invariably the most active car 
dealer in every district sets the 
pace himself—the pace not only 
for quality but also for price. 
We have had the courage to sell 
the tradein, for less, to a cus- 
tomer who needed transportation, 
rather than wholesale it to a 
used-car dealer or pass it up 
altogether. 

“Used car buyers _ inevitably 
would have come into our district 
offering high prices had we ig- 
nored this used-car problem. This 
would have automatically shot the 
price up and eventually made it 
necessary for us to allow more for 
our own tradeins. It was far less 
costly, therefore, to stay in the 
used-car business than to take the 
easy way out. 

. 


” 


+ 
Salesmen Get Training 


“Now our new salesmen appre- 


ciate what a car buyer really 
is. Exposing them to the buyer, 
getting them in touch with this 
tremendous field of car selling, was 
the sure way to train and test 
them in this waiting period. It was 
also the time for them to sell 
themselves, their integrity, and 
their usefulness to our factory and 
to ourselves. 

“A lot of these chaps, you know, 
were not in the struggle of selling 
in the ’30s. They could have as- 
sumed easily that the fat profits 
and order writing of the postwar 
period could continue. An experi- 
enced dealer knows that this is 
not the way things always were. 
It was a case of survival of the 
fittest. It will be again—for sure. 

“Then, as before, the only real 
difference between dealers, all 
things being equal, will be what 
people think of us, and how well 
we are known. 

“Today we are known not only 
as a new-car dealer but as the 
people who have been supplying, 
buying and selling all classes of 
cars for many years. True, we may 
all not need the profits today, but 
all of us will need the customers 
tomorrow. Our deals today make 
new-car customers tomorrow.” 





25,000 Attendance To 





Prewar’s 19,000... 





PHILADELPHIA. —Final returns 
indicate success for the Philadel- 
phia Auto Show, which has been 
watched closely for indications of 
how the public will accept revival 
of this prewar auto custom. 

While there were some who 
thought the show might have 
done better if it had been around 
new-model time, so that some- 
thing new could be shown, paid 
attendance totaled 25,000, com- 
pared with 19,000 for the last pre- 

war show in 1939. 

Total attendance was 31,000, com- 


$20,000 Fire in N. Y. 


TONAWANDA, N. Y.—Fire last 
week caused damage estimated at 
$20,000 to stock and equipment of 
Young St. Motors, 279 Young St. 
The blaze originated in a garage 
which is separated from the auto 
showroom by a fire wall. All ex- 
cept three cars were removed from 
the building undamaged. 





pared with about the same total 
in 1939. 

Show sponsors pointed out that 
children accounted for only about 
6 percent of attendance this year, 
while prewar the children’s atten- 
dance was much higher. 


The net take on admissions, not 
counting taxes, was $18.000, com- 
pared with $13,000 in 1939. 

In addition, it was estimated 
that dealers sold or took orders 
for nearly 300 cars, even though 
dealers in many makes did not 
seek orders. 

The names of some 4,000 pros- 
pects were taken, it was estimated. 

M. J. Duryea, who managed the 
show for the Philadelphia Auto- 
mobile Trade Assn., said that deal- 
ers who participated would get “a 
nice rebate.” 

Some dealers thought that more 
drama and showmanship might 
have swelled attendance, as would 
the showing of new models. Main 


THEY PLANNED COLUMBUS DEALER FROLIC—Officers and members of the entertain- 
ment committee of the Columbus Automobile Dealers Assn. who were responsible for all 


arrangements made for the lith annual sprin 


Davis (Pontiac); C. W. Medick 


Ford), president; Perry S. Fay ( 
(Chevrolet); A. E. (Bob) White (Oldsmobile), 
B. Barton, executive secretary; Neil Rush (Nash) and Harold Wood ( 
was attended by 200 dealers, their department heads, state and cit 
guests. Over 150 prizes were awarded to those 
trophies were Jim Saeger (Buick), low net, an 


round-up. seecen Et to right): A. E. 

hite); R. R. Rodenfels 

vice-president. Front row an to right): John 

hrysler). The affair 

officials and other 

resent. The winners of the association golf 
Neil Rush, low gross. 





Greiner Sees Need to Sell 
Careers in Auto Sales 


FRENCH LICK, Ind. — Packard 
dealers have 3,000 jobs open for 
young men who “could make $4,000 
their first year, and by hard work 
increase this amount to $10,000 or 
$12,000 in subsequent years,” ac- 
cording to Karl M. Greiner, vice- 
president and general sales man- 
ager. 

He told the Automobile Dealers 
Assn. of Indiana here Saturday 
that “hundreds of thousands of 
young men are graduating from 
universities this month; yet com- 
paratively few will join the ranks 
of automobile salesmen. Why? 
Because they haven’t been sold 
on the advantages of careers in 
cars.” 

Discussing the national economy 
in relation to sales, Greiner de- 

clared: “Actually, we have more 
reasons to be optimistic than pes- 
simistic.” 

The industry, he said, built 23 
percent more cars in the first four 
months of this year than in the 
same period of 1948; 37 percent 
more than in 1947, and 77 percent 
more than in the first four months 
of 1939. 


“The industry right now,” he 





Jim Circle Injured 


In $115,000 Fire 

SAN SABA, Tex.—Causing a loss 
estimated at between $115,000 and 
$125,000, fire gutted the Jim Circle 
Motor Co, here. Jim Circle, owner 
of the company, was_ severely 
burned about the face and hands. 

Besides the loss to cars and parts 
and damage to the building set at 
$100,000 with an added $10,000 loss 
in furnishings five modern fur- 
nished apartments on the upper 
floor were also destroyed. The 
building was completeed in 1947. 








added, “is producing at a rate of 
about 6,000,000 cars a year.” 

Greiner disclosed that Packard 
had increased production to 80 cars 
an hour last week, as a result of 
“demand and future prospects.” 

He referred to a Federal Re- 
serve Board survey, which showed 
people are just as willing and 

able to buy cars as ever, but 
they want to be sure the price 
is right, 

Citing U.S. Bureau of Labor sta- 
tistics, Greiner said prices of cars 
had risen less in the past 10 years 
than farm products, weekly wages, 
food, building materials and com- 
modities. 


CHICAGO.—The past 12 months 
brought membership in the Chicago 
Automobile Trade Assn. to a new 
high of 488, representing 94 percent 
of the new-car establishments in 
Cook county, the CATA announces. 

This period also found dealers 
adjusting themselves to a competi- 
tive era and recognizing it as “only 
one more challenge to our inge- 
nuity, which we are already be- 
ginning to take in our stride,” 
according to William D, Reagan 
(Chrysler), president of the CATA, 
who said in his annual message 
to members: 

“The automobile industry 
thrived on keen competition be- 
for the war, and is now prepar- 
ing itself for that effort again. 
Long unused sales abilities and 
managerial skills are being read- 


Ready for Competition 


CATA Membership Hits New High of 488 
As Members Gird for Selling Days 


lphia Show a Success 


attraction was the antique auto 
show. 

Other dealers pointed out that 
the show had value as a good- 
will builder. These dealers said 
there is a need for dealers, joint- 
ly and individually, to show the 
public that they are seeking 
goodwill, 

Here is a list of special awards 
made by the show committee: 


Kaiser-Frazer Sentinels, as the 
best special feature; Pontiac, for 
the best special exhibit; Nash, for 
the best factory display of antique 
automobiles; Atlantic Refining Co., 
for the best educational exhibit; 
Joseph Van Sciver, for the largest 
number of antique cars on display. 


D. Cameron Peck, for the oldest 
antique car—the DeDion et Bouton 
Steamer; H. A. Clark jr., for the 
most historic car—the Thomas 
Flyer “Round-the-World” car; 
Ford, for the most beautifully dec- 
orated booth; Melbourne Brindle, 
for the most interesting antique 
coach work; George C. Green, for 
the 1904 Oldsmobile Runabout—the 
antique car that has traveled the 
most; Kirkland H. Gibson and 
George H. Waterman jr., for the 
1896 Duryea—the first commercial 
built automobile; DeSoto, for pro- 
viding the most comfort for show 
guests; Buick, for the outstanding 
chassis exhibit. 


Willys Dealers 
To Get Refunds 
On Future Cuts 


TOLEDO. — Willys-Overland, in 
the event of any future price re- 
duction, has agreed to refund to 
the dealer the price difference for 
any new vehicles the dealer has 
on hand, according to a letter sent 
to dealers by Howard O. Lund, 
general sales manager, it was 
learned last week. 


The letter, dated May 27, stated 
that while Willys is not considering 
a further reduction, the firm will 
abide by Article 13 of the franchise, 
if any price cut comes about. 


The public relations department 
of Willys declined comment on the 
letter, but a copy was checked 
through a dealer. 

Article 13 of the franchise states 
in part: 

“Manufacturer has agreed with 
seller that in event of reduction 
in list prices of current model of 
Willys-Overland, the manufacturer 
will refund the difference on new, 
current models purchased within 
30 days.” 

Waivers were obtained from deal- 
ers previous to the last Willys price 
reduction. 


Sioux Falls Dealers Elect 


Cumming as President 


SIOUX FALLS, S. D.--Warren 
E. Cumming, Cumming Motor Co., 
has been chosen to head the Sioux 
Falls Motor Trades Assn. for 1949- 
50. Elected vice-president was 
Clarence Wold, Wold-Nash, and 
treasurer is Duke Tufty. Dewalt T. 
Kieffer, Argus-Leader, was re- 
elected secretary. 









ied for the competitive days we 
know are ahead.” 

With no opposition tickets in the 
field, Jerry Cizek (Chrysler), George 
Miller (Packard) and E, A. Horsch 
(Lincoln-Mercury) were elected di- 
rectors. 

George J. May (Oldsmobile), sec- 
retary of the association, was re- 
elected to the board, and Paul 
Wixom (Chevrolet), who had served 
the unexpired term of Jack Levin 
(Chevrolet), was elected to a full 
three-year term. 

Copies of the comprehensive an- 
nual report were distributed to 
members at the meeting, which 
filled the grand ballroom of the 
Drake hotel, attendance being 
around 6500. 

The report covered such CATA 
(Continued on Page 43, Col. 4) 
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AUTomoTiVe OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
. me and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
t the dealer on ® ! used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every doliar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. 4 4. The 
& e ¢limination of governmental and bureaucratic controls over this industry. 
& R 4 5. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Goodwill Now a Factor 
In Finance Charge 


IHE Federal Trade Commission’s call for a conference in 

September on the finance pack is likely to bring to a 
head a problem that has dogged the retailing end of the 
auto industry for many years. 


While the problem is old, there are some new angles to 
consider. One of the most important of these is the light of 
publicity that has been brought to bear on the “pack.” 


The Better Business Bureaus of the country have been 
making it one of their important goals to dig up facts 
about the finance pack and expose them whenever possible. 


As a result, the finance pack has become a goodwill or 
an illwill factor in the operations of dealers which cannot 
be ignored. 

There are a number of viewpoints in this matter. The 
outright finance gouge—adding in of an unwarranted 
amount to be kicked back to the dealer by the finance com- 
pany—is generally condemned by all reputable dealers and 
finance companies alike. 


Then cnere is the legitimate reserve. This is warranted 
only on recourse paper, where the finance company can 
come back on the dealer if the credit is bad. No one can 
quarrel with this. 


A more moot question is that of dealer participation, 
which has been defended—and the defense seems reason- 
able—on the basis of the dealer performing a selling serv- 
ice for the finance company, as well as a service for the 
customer in preparing and handling the credit and in- 
surance papers. 


While this, too, seems a legitimate charge, if it is kept to 
a reasonable figure, the gouging by a few unthinking deal- 
ers has put it in jeopardy. 

The fact that it is hidden seems to have caused much 
furor. But most markups are hidden. Does the jeweler tell 
you that the markup on some watches is 100 percent, and 
on others 15 percent, depending on turnover and saleability 
brought about by advertising? 


There are, of course, many dealers who would perform 
the finance and insurance service free in order to encour- 
age business. Many do. Others point out that there is a 
competitive angle during pressure for sales when the dealer 
participation means the difference between profit and loss. 


Whatever the arguments may be, it seems to us that, in 
considering the matter, auto dealers must remember that 
rightly or wrongly the matter has become one of which the 
public is very conscious. The dealer must guard his repu- 
tation. It appears likely that either a fair service charge or 
selling commission will be brought into the open, or dealers 
will forgo it, or the amount of the participation will be 
regulated by government. 
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ACCORDING to the U. 8. News, 
we might just as well face the 
fact that in addition to the 4,000,- 
000 workers which government 
statistics now show are unem- 
ployed, there is an additional 4,- 
000,000 who are now on part-time 

and the trend, 
NEWS IS NEWS, unfortunately, 
GOOD OR BAD is upward. The 

situation is very 
spotty and unless you lived, for 
instance, in Rhode Island, where 
one out of four workers is out of 
a job, or in New England, where 
unemployment ranges from 8 to 14 
percent, you are quite apt not to 
be conscious of what is going on. 
* + * 


FORTUNATELY, it is unemploy- 
ment insurance which is cushion- 
ing the immediate effects of such 
a change in the national economic 
picture. At the present time, there 
is a fund of more than $7,000,000,- 
000 which has been built up over 
the recent years of prosperity to 
meet just this threat. At the pres- 
ent time, according to government 
figures, this fund is being drawn 
upon at the rate of $1,800,000,000 a 
year, so there is no real reason for 
alarm that necessary funds will 
not be available to maintain this 
system of unemployment insur- 
ance. These figures do not include 
the direct relief from state or local 
governments, which Congress is 
being called upon to support if 
local funds available are not suffi- 
cient to cover the outgo. 

« + * 

OPTIMISTICALLY, it is pointed 
out that before the war, there were 
8,000,000 unemployed out of a total 
of 56,000,000 available. Now, with 
a labor force of 64,000,000, a total 
of 4,000,000 fully unemployed, or 
even if you accept the 8,000,000 
figure including those on part time, 
percentage-wise “the only thing we 
have to fear is fear itself!” Led 
by congressmen from the already 
distressed districts, Washington is 
already alerted to the dangers of 
a continuing increase in unem- 
ployment. Various plans are pro- 
posed to relieve this situation, 
mostly in the form of expanded 
building of hospitals, schools, etc., 
or in the increased demands for 
military equipment. From _ our 
viewpoint, new and improved roads 
and super highways offer the 
greatest opportunity for giving 
employment now and benefiting 
all of our citizens. 

* + © 

SPEAKING of highways, we al- 
ways like to report good news from 
our pet project, the Pennsylvania 
Turnpike. Already, the 100-mile ex- 
tension from Harrisburg to Phila- 
delphia is half under contract and 
the remaining 50 miles will be be- 
fore the middle of July. The road, 
as you know, is scheduled for com- 
pletion by January, 1951. Now Gov. 
Duff of Pennsylvania is promising 
the start of actual construction on|_w. w. SHarrer, Burlington Mills, 
the western link which will g0| petroit. P 
from Pittsburgh to the Ohio line, oe 2 
probably south of Youngstown, Useful 


early this fall. This is an exten- ; 
sion of only approximately 66 You certainly are to be congrat- 
miles and might quite possibly be | ulated on this useful work.—L&oNn- 
opened at the same time as the 
eastern extension, making Penn- 
sylvania the first state to boast a 
super highway development, sec- 
ond to none in the world, across 
its complete breadth. Let other 
states please copy! 
* * 

























It’s Great 

May I take the pleasure of com- 
plimenting you on your 13th an- 
nual edition of the Automotive Al- 
manac for 1949. It is a great and 
valuable publication and our or- 
ganization is badly in need of an- 
other copy of this issue.—Ben E. 
Bain, The Bain Mfg. Co., Cleveland. 

7 + + 


Fine Edition 

I want to congratulate you on 
publishing such a fine issue. Best 
wishes for your continued success. 





New York City. 
k 


+* * 


Adds to Reputation 


I want to add my note of con- 
gratulations to the many you must 
be receiving on your 13th edition 
of the Automotive Almanac. It is 
splendid and adds further to the 
wonderful reputation your paper 
has established as “The Newspaper 
of the Industry.” 

In reading your Almanac article 
about “Lucky Number 13,” I al- 
most felt that you were writing 
about me. For many, many years, 
I’ve always tried to pick it and 


IN THE FISCAL year closed} 
May 31, 1949, the Pennsylvania 
Turnpike commission reports a to- 
tal revenue of $6,350,148 in contrast 
to the first full year of operation 
(1941-42) which reported only $2,- 
874,929. We have always believed 
this was the way to get super 
highways built so the present gen- 
eration can enjoy them. The an- 7 
swer is toll roads, but to even by strange circumstances any 
mention them is waving 2 red flag things of importance in my life 
in the face of some of our friends eee ae —— aoe eee eee = 
wh GET ameter eesenigntes, “| Giak. th Wd. 5 Coumer; 2. 2. 


* 
GOOD NEWS FROM DETROIT! Conroy, Inc. (Ford), Doylestown, 
*| Pa. 


Claims for unemployment compen- es ae thie 
sation in Michigan dropped 19,337 
. 7 Most Valuable 


last week, down to 126,497, the low- 
est point in nearly five months. Congratulations on the comple- 
Recent settlement of the Ford| tion of the 13th edition of Autromo- 
strike and consequent effect on| tive News Almanac for 1949. Over 

a period of many years it has al- 


Ford suppliers is the answer. Let’s 
keep it dropping, boys!—G.M.S. ways been a great satisfaction to 





‘Praise Almanac ..... 


aRD MarsHaui, J. M. Mathes, Inc., | 





DOWN OFF OUR 
HiGH-HORSE ONTO 
NORMAL, HEALTHFUL 
BACK-TO- EARTH 
BUSINESS CONDITIONS, 
SOME OF US CAN 
SCARE OURSELVES 
INTO SOMETHING 








This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name 
used, if you so request. 


No attention is given to unsigned 
with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 





|me personally, as well as our or- 
ganization, to receive this Almanac. 

The material it contains is cer- 
tainly most valuable to the entire 
industry. Here’s hoping that we 
may enjoy a continuation of this 
great service from AvuTOMOTIiVE 
News for many years to come.— 


Pat O’Dza, president, James M. 
(Pat) O’Dea, Inc. (Studebaker), 
Detroit. 

* * * 


It’s Marvelous 


I was very happy to receive the 
Almanac for 1949 and have al- 
ready made use of it. Again, I must 
say that it is a marvelous report 
on the history and status of the 
automotive industry.—WarreN H. 
Farr, The Budd Co., Philadelphia. 


Coming Events 


JUNE 
June 28-29— — Groton, Conn, (Hotel Gris- 
wold), Summer convention of Connecti- 
cut Automotive Trades Assn. 


JULY 
duly 17-19—Mackinac Island, Mich, (Grand 
hotel). Midsummer meeting, Automotive 
Trade Assn. Managers. 


AUGUST 
Aug. 15-17—Portland, Ore. (Multnomah ho- 
tel). SAE West Coast meeting. 
Aug. 28-30—French Lick, Ind, Annual con- 
vention of Kentucky Automobile Dealers 
Assn. 





SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple), Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 11-12—Myrtle Beach, 8, ©. (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn. convention. 

Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc. 

Sept. 19-20—Milwaukee (Schroeder hotel). 
2lst annual session of Wisconsin Auto- 
motive Trades Assn. 

Sept. 28—Burlington, Vt. 
Dealers Assn. convention. 

29-30 — Atlantic City. New Jersey 
Automotive Trade Assn. parley. 
OCTOBER 

Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 


Vermont Auto 
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~ Mechanize 
Your Accounting 


with 
UNDERWOOD 
SUNDSTRAND 











Specify Underwood Sundstrand for maximum speed . . . 


simplicity ... economy . . . ease of operation. 


Only 10 numeral keys. Operators enter the figures in this 
simple keyboard by TOUCH OPERATION and then touch 
a motor bar .. . that’s all. Automatically the machine com- 
putes, prints and shows you proof of accuracy. 

With this newly developed Underwood Sundstrand Auto- 
mobile Dealers Accounting Machine, all necessary records 
will be posted and balanced DAILY! 

No end-of-the-month confusion. Just fill in the Financial 


Statement from the previously posted and balanced records. 


Underwood Corporation 


Adding Machines 
. Ribbons 


Accounting Machines 
Carbon Paper .. 


Typewriters 


One Park Avenue New York 16, N. Y. 
Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 





4 A 
UNDERWOOD 
AiR 


© 1949 
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Simplify with UNDERWOOD SUNDSTRAND 
and You will... 






Complete Financial Statements the first day of every month. 






Post and balance all General Ledger Accounts daily. 







Post and balance all Journals daily. 


Post and balance Customers’ Accounts daily. 






Post and balance all Accounts Payable records daily. 





Remember, this Underwood Sundstrand system was espe- 
cially designed to aid your business. For full details and illus- 


trated literature, fill in and mail the coupon today! 


Underwood Corporation 

One Park Avenue, New York 16, N. Y. 

Please send me new folder illustrating complete Underwood Sundstrand 
Automobile Dealers Accounting Machine System. 

CO tid a6 6b a Cid RAREMEAD 1 UVES > sans ves CUNO YEN 
Pee te 56 sate Sire x 0 EI heh Oa Coe Bate a Sk ak a 
NE I oe cc. a way cults wan hewn we ee be Weue eka ok sean 
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L. A. CHEVROLET DEALERS, BRING SALES STORY TO _INDEPENDENTS—Nearly 6,800 independent garagemen, fleet users and service 
station ee of Los-Angeles were the guests of the 27 Chevrolet dealers in the metropolitan area. Entertainment included a stage 
0 


show of 
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top headliner acts and was climaxed by an address by Bill Power, who came out from Detroit for the occasion. Power's mes- 
sage was entitied, "Who Wants Money?" His talk was a dynamic inspiration to the audience which heard him, reports state. In addition 


to the entertainment, many door prizes, topped off with a 1949 Chevrolet sedan, were given away. 


Hudson Reveals Its Engines 
Set for High Compression 





DETROIT.—Hudson revealed 


7.12 to 1 with an aluminum head 


last week that the Super-Six and/and the Super-Eight, 7 to 1. 


Super-Eight engines are in reality 
high-compression engines capable 
of providing the compression ratios 
required to burn 100 octane gaso- 
line and up to 12.5 to 1 when super 
high-octane fuels become available. 
President A. E. Barit made the an- 
nouncement. 

The characteristics of the new 
engine are uncovered at this 
time, Barit stated, at the request 
of dealers, who, spurred by per- 
formance reports from owners, 
asked the company to describe 
the high-compression potentiali- 
ties. 

“The full possibilities inherent in 
the engines await only the proper 
distribution of these fuels,” he ex- 
plained. 

“Using today’s standard gasoline 
of low octane rating, the Super-Six 
engine has a compression ratio of 


MEWA Applauds 
Decision Against 


Exclusive Pacts 


CHICAGO.—The decision of the 
U. S. Supreme Court upholding a 
Los Angeles U. S. district court rul- 
ing that Standard’s “exclusive deal- 
ing” contracts with gasoline service 
stations were illegal and in viola- 
tion of anti-trust laws was hailed 
last week by the Motor & Equip- 
ment Wholesalers Assn. 

In a statement released by its 
national headquarters, MEWA said 
the decision will also affect similar 
contracts made by other oil com- 
panies, and “will assure to automo- 
tive wholesalers as well as to other 
sellers to the service station market 
their right to do business with per- 
sons who want to do business with 
them.” 

In a special report to members, 
the MEWA emphasized the import- 
ance of wholesalers making sure 
that their salesmen understand 





fully the significance of the deci- 
sion in order that they in turn can 
drive home its importance to their 
service station customers and pros- 


pects. 


“Adapted for higher compres- 
sions and using 100 octane fuel— 
the highest which the petroleum 
industry has indicated that it 
might produce—both engines will 
be supplied with a compression 
ratio of approximately 9.3 to 1. 
If fuels of higher octane rating 
than 100 become available, the 
requisite compression will be pro- 
vided.” 

At a press meeting Thursday, 
Hudson demonstrated a car with a 
9.3 to 1 head on a Super Six engine 
using 100 octane fuel. Everything 
but the head was standard. The 
head gave a 9 percent increase in 
power and much greater perform- 
ance. Improved performance was 
particularly noted in acceleration 
from medium speeds. For instance, 
on accelerating while going 50 miles 
an hour, the car “leaped” ahead. 

In commenting on the develop- 
mental work done on high com- 
pression, Barit said that the com- 
pany has been pioneering in the 
field of higher compressions for 
over 30 years. 

“Hudson engineering laborator- 
ies,” he said, “have produced a long 
line of engines of successively 
higher compression ratios, begin- 
ning with the initial Super-Six in 
1915, the first great forward high 
compression step in the industry. 

“Hudson’s latest contribution to- 
ward ever higher compressions is 
the new Super-Six engine intro- 
duced on the new Hudson last year 
and at 121 horsepower the most 
powerful mass-produced six on the 
market.” 

Barit declared that this engine 
was conceived during the war, 
when high octane fuels were in 
greater supply than ever before 
and when predictions were that 
soon such fuels would be in com- 
mon use. 

Hudson’s Super-Eight engine, 
which has proved to be one of the 
most efficient engines ever pro- 
duced, develops the highest horse- 
power per cubic inch displacement 


|of any motor used in any full-sized 
|car on the market, Barit said. 





L. A. DEALER GIBBONS PRAISED FOR SAFETY EFFORT—Boyd Gibbons jr. (second from 
left), Los Angeles Ford dealer, receives a handshake and congratulations from Traffic Judge 


Roger Pfaff on the "Check Your Car 
dealers. Looking on are Lonnie Hull, 


Check Accidents'’ campaign of Southern California 
eft, president of the Los Angeles Motor Car Dealers 


Assn., and John F. O'Connor, chairman of the Inter-Industry Highway Safety Committee. 











Load Agreement? 
Ohio Hopes for Compact 
With Other States 


COLUMBUS, O.— Agreement 
with highway officials of other 
midwestern states on highway 
truck load limits will be sought 
by Ohio state highway director 
T. J. Kauer. 

The Ohio official has an- 
nounced that he would call a 
conference of highway directors 
from New York to Illinois to 
discuss the feasibility of uni- 
form regulations. 

He said he has discussed such 
a conference with truck and 
trailer manufacturers, and that 
they are in favor of it. No date 
had been set for the meeting, 
he added. 

Presumably Ohio would be 
the host and highway officials 
would be invited from New 
York, New Jersey, Pennsylvania, 
West Virginia, Kentucky, Indi- 
ana, Michigan and Illinois. 

Meanwhile, Kauer expressed 
opposition to a bill pending in 
the Ohio legislature which would 
boost the truck load limit on 
Ohio roads. The bill has passed 
the state senate and was await- 
ing action in the house. 





Dearborn Motors 
To Erect Lab, 
Office Building 


DETROIT. — Construction of a 
$2,500,000 general office building, 
laboratory and parts warehouse, 
and establishment of a multi - mil- 
lion-dollar research program in 
farm equipment were announced 
last week by Frank R. Pierce, pres- 
ident of Dearborn Motors Corp. 


The new buildings will be located 
on a 45-acre site at 15-Mile road 
near Coolidge highway, east of 
Birmingham, north of Detroit. 
Construction will get under way 
shortly. 

Main unit will be a three-story 
office building with approximately 
85,000 square feet of office space. 
Laboratory and warehouse will be 
in a separate building of 165,000 
square feet. 

The laboratory will house the 
expanded product research, devel- 
opment and testing activities of 
Dearborn Motors under the direc- 
tion of Ralph E. Hunt, manager 
of Dearborn’s engineering and 
manufacturing division. 

Simultaneously with the an- 
nouncement of Dearborn’s building 
program, it was revealed that Ford 
tractor and Dearborn implement 
distributors and dealers are now 
completing a new building and 
modernization program costing 
about $23,000,000. 


White Ups Gillan 
To Chief Engineer 


CLEVELAND.—Forest S. Baster, 
vice-president in charge of engi- 
neering, White Motor Co., an- 
nounces appointment of Paul L. 
Gillan as chief engineer. 

Gillan joined White in 1943, serv- 
ing as engine design engineer prior 
to his appointment as chief en- 
gineer. 





Pa 


Freeze Plan Spurned .. . 





UAW’s Defi Darkens 
Ford Peace Hope 


(Continued from Page 1) 


latest published government cost- 
of-living indices showed changes | 
of four or more points in the in-| 
terim. In the event of such a fluc-| 
tuation, either side could ask for | 
new wage discussions on these | 
dates, under the Bugas plan. 
* « a” 
“"MHERE are times when, in the 
interests of employes and the 
economy, wage increases can and 
should be made,” he stated. “But 
in today’s circumstances, it would 
be utter folly to take any action 
which would increase the prices of 
our products. 

“We will, therefore, reject any 
change in our contract which 
would mean higher labor costs— 
whether in the form of wage in- 
creases and pensions, and other 
welfare funds. We must oppose any 
program which means higher 
wages but fewer jobs.” 

What part the UAW convention 
would play in the Ford negotia- 
tions was still a question mark 
last week, except for the fact 
that union executives must be in 
Milwaukee July 7-9 for an exec- 
utive board meeting preceding 
the convention proper. 

In other developments last week, 
a new effort to terminate the Ben- 
dix Products strike came a crop- 
per. A mediation plan proposed by 
Gov. Schricker of Indiana was 
turned down by the Bendix strik- 
ers, who have been off their jobs 
more than two months. 

« o * 


PeNAL briefs were submitted by 

company and union to the three- 
man arbitration panel sitting on 
the production policy dispute 
which caused the recent strike at 
the Ford Rouge and Lincoln-De- 
troit plants. There was no indica- 
tion of when the panel would hand 
down its decision. 


Replying to Ford’s wage freeze 
proposal, Reuther contended that 
“failure to increase worker pur- 
chasing power will only intensify, 
not relieve, the unemployment 
situation.” 


The UAW chief called on the 
company to “get on with the nego- 
tiations and address ourselves to 
the economic realities of the world 
in which we live.” 


Bugas’ letter to Reuther cited 
the following factors as affecting 
the current economic situation 
confronting Ford: 

1. Unemployment may reach 
5,000,000 this summer, as against 
1,900,000 in April, 1949. 

2. Industrial production as a 
whole is off 10 percent from No- 
vember, 1948. 

3. General Motors’ average wage 
rates “will in all likelihood be re- 
duced,” thus widening the com- 
petitive gap between Ford labor 
costs and those of its major com- 
petitor. 

4. The motor vehicle market is | 
expected to drop to 4,700,000 cars| 
and trucks next year, compared to| 
an annual production rate of 6,900,- | 
600 units as of June, 1949. 

5. Higher labor costs today would 
reduce the number of jobs, “which | 
is the important problem .. . for 
Yord workers in a narrowing mar- | 
ket.” | 

6. The recent (speedup) strike 


. . + resulted in a loss of produc- 
tion of 116,587 Ford-made _ ve- 
hicles. “These are sales lost to 
competition at a time when the 
future security of our company 
and our employes makes it im- 
perative that we better our com- 
petitive position.” 

Bugas said the company’s pro- 
pesal for freezing wages at present 
levels “gives the best promise of 
providing the largest number of 
steady jobs to Ford employes.” 


Nash Appoints 
Business Manager, 


2 Zone Chiefs 


DETROIT.—The appointment of 
a national business management 
manager and two new zone man- 
agers of Nash 
Motors has been 
announced by H. 
C. Doss, sales 
vice-president. 

H. S. Baker be- 
comes the new 
zone manager at 
Dallas; R. J. San- 
ford, the new 
zone manager at 
Cincinnati, and 
G. G. Smith, na- 

G. G. Smith tional business 
management manager with head- 
quarters in Detroit. 


Baker, formerly zone manager at 
Cincinnati, succeeds R. L. Alexan- 
der, who has resigned to become a 
Nash dealer in Beaumont, Tex. 
Baker entered the automobile busi- 
ness in 1928 with General Motors 








R. J. Sanford 


H. 8S. Baker 


as a territorial manager. He joined 
Nash in 1944 as a district manager. 

Sanford, who had been national 
business management manager 
since February, 1947, joined White 
Motor Co. as district accountant in 
1928. He connected with Nash as 
zone business management man- 
ager in August, 1944. 

Smith, who has been assistant 
zone manager in Buffalo since No- 
vember, joined Nash in January, 
1945, as Pittsburgh business man- 
agement manager, 


Wilson Gives Up 


|'Deal in Miami 


MIAMI.— Thomas P. Caldwell, 
former Eastern Air Lines official, 
announces he has purchased Don 
Wilson Motors (Studebaker), here. 

Wilson, former general service 
manager for Studebaker, is return- 


ing to an unannounced position 
with the corporation. He estab- 
lished the dealership in Decem- 


ber, 1948. 








FOR DEARBORN'S FARM RESEARCH—This is an architect's drawing of the new general 
office building, laboratory and parts warehouse to be erected by Dearborn Motors Corp. 
Detroit, on a 45-acre site at 15 Mile Rd. near Coolidge Rd., east of Birmingham, Mich. 
Cost of the buildings is estimated at $2,500,000. The laboratory will be the focal point of 
a multi-million dollar research program in farm equipment, according to Frank R. Pierce. 
Dearborn president. Dearborn is the national marketing organization for Ford tractors ard 


Dearborn farm equipment. 
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ear after year, men want to poke their heads under the hood—but take 
a peek at their wives! No nuts and bolts for them—the ladies study 
the design, look over the instrument panel, knowingly finger the upholstery! 
With women influencing more and more sales, industrial designers predict 
that automobile interiors will soon be custom-made. Catch a woman’s 
critical eye, tailor your advertising, now—for her point of view— 


in the magazine many more women buy and believe in... 


ladies hone JOURNAL OF 





ATLANTA Journal 
BALTIMORE Sun 
BOSTON Globe 

and/or Herald 
BUFFALO Cowrier-Express 
CHICAGO Tribune 
CINCINNATI Enquirer 
CLEVELAND Plain Dealer 
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PAY DIRT 


merchandisers... 


4 Ben. 
; oa a hia. 
bon a ‘ me 
™ Hes, we ey te 


DES MOINES Register 
DETROIT News 

and/or Free Press 
INDIANAPOLIS Sitar 
LOS ANGELES Times 
MILWAUKEE Journal 
MINNEAPOLIS Tribune 
NEW YORK News 
PHILADELPHIA Inquirer 


a 





PITTSBURGH Press 
PROVIDENCE Journal 
ST. LOUIS Post-Dispatch 
ST. PAUL Pioneer Press 
SEATTLE Times 
SPRINGFIELD Republican 
SYRACUSE Post-Standard 
WASHINGTON Star 
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NEW YORK 
220 East 42nd Street 
Murray Hill 7-5200 
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Bras knuckles, plenty of money 
and the urge for a ‘quick killing,” 
may force a product on either 
automobile buyers or dealers... 


BUT YOU KNOW it’s smarter to sell your product—make 
it wanted by automobile buyers and dealers, alike. 


And no so-called ‘national’? medium enables you to sell 
simultaneously so many buyers and dealers as the Metro- 
politan Group of Sunday Picture Magazines. 


Here’s why. 


Unlike “national” media with home-office editing for far- 
away audiences, Metropolitan Group is a coast-to-coast 
network of locally edited Sunday newspapers. 


WARP AND WOOF of the areas they serve, each paper 
is local in viewpoint, local in content, local in selling im- 
pact. Each, in its own way, provides the toughest journal- 
istic fibre for the economic-social-&-political fabric of its 
audience. And they’re tops with automobile dealers. 


Proud of their /ocal potency and eager to push back their 
respective horizons, these publishers long ago knitted to- 
gether for national advertisers their prize achievements of 
the week—their Sunday Picture Magazines. Thus, Metro 


was founded in 1932. 


TODAY, after 17 years of bust and boom, these colorful 
Metro Sunday Magazines faithfully reflect the dissimilarity 
of their own particular audiences. No two magazines are 
alike—no more alike than any two sections of our multi- 
section nation. 


And with their total dissimilarity goes one pay-off sought 
by every advertiser—more readers per $ invested. Yes, these 
locally-slanted Metro Sunday Magazines are producing for 
advertisers more thorough readers per dollar than any lead- 
ing nationally edited magazine. 


You know, too, that it takes more than top readership to 
spark or sustain major marketing maneuvers. 


For the Number One need of every automobile advertiser 
today is a better method of reaching more automobile buy- 


ers in more places where more cars can be sold—at lower 
net selling cost. And Metro provides a better method. 


TIME WAS WHEN “20%” was accepted as a “‘merchan- 
disable” coverage—enough to make dealers sit up and beg. 
And even today, when the inadequacy of such coverage is 
widely recognized, national magazines provide less than 
20% coverage in all but a handful of the nation’s 138 met- 
ropolitan trading areas where two-thirds of the nation’s 
retail business is done. 


Metro advertisers get much more for their money. 


They get 20% or better coverage in 64 of those areas. Vastly 
more important, they get 50% or better coverage in 32 of 
those areas! 


FAMILY COVERAGE CURRENTLY 
AVAILABLE IN THE 138 U. S. METROPOLITAN 
TRADING AREAS 

50% or better 20% or better 


No. of % of 1947 No. of % of 1947 
Areas Pass.CarReg. Areas Pass.CarReg. 








Metro Magazines...... 32 30.93 64 38.19 
Supplement “A”........ 15 14.25 60 38.83 
Supplement “B”........ 20 17.43 42 28.62 
WO EE ode ceed eaves None 17 6.51 
WE WE dc ccccvenste None 1 61 
Weekly “C”...ccsccvces None 1 17 
EN UR ave cescies None 4 61 
| i re None None 

WeS Ss iv ecaicves None None 


City-wise, Metro advertisers reach 70% of the families in 
the nation’s 18 largest cities; 50% or better in 491 princi- 
pal cities—plus nearly 4,000,000 circulation in other pros- 
perous cities and small-town America. 


And, to meet the marketing conditions which surely lie 
ahead, isn’t it a fact that there’s wo dealer influence like 
consumer influence? Of course realistic automobile dealers 
cooperate with Metro advertisers. They do so for the most 
compelling reason—their own profit! 


WHAT ABOUT COST? Metro Colorgravure costs $2.80 
per thousand. Color in the leading weeklies and leading 
women’s magazines ranges from $3.21 to $5.30 per thou- 
sand. And Metro monotone rates are even more attractive! 


Ask the nearest Metro office for additional facts and figures. 











Metropolitan Group 


Where 38,000,000 readers* gather every Sunday, every season, every year. 
An assured national audience for national advertisers. (+) Ai ages, all incomes, both sexes. 


CHICAGO 


Branches: Tribune Tower 
WHitehall 4-2280 


DETROIT 


New Center Building 
TRinity 2-2090 


SAN FRANCISCO 


155 Montgomery Street 
GArfield 1-7946 


LOS ANGELES 
448 South Hill Street 
Michigan 0578 





XUM 
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DYNAFLOWS ON THE LINE AT BUICK—With Dynaflow pfoduction increasing steadily, 
the division has installed complete new assembly lines and conveyors for manufacture of 
its torque converter transmission in — volume. Pictured are the newly installed lines 

° 


which now are running at capacity slightly more than 1,200 units a day. Although Dyna- 
flow production began in volume barely 15 months ago, facilities already have been 
trebled and a total of 200000 units have been turned out, the division states. 





St., East Aurora, N. Y. The serv- 
ice department is under the su- 
pervision of Peter Macaluso. 

A nationally-known sports fig- 
ure, Hughitt recently signed a 
three-year contract to officiate at 
All-America Conference football 


games. 


Hughitt—Buffalo 
Formation of Hughitt Motor 
Corp. (Ford), headed by E. F. 
(Tommy) Hughitt, has been an- 
nounced in Buffalo. Capitalized 
at $100,000, the 50-by-185-foot 
dealership is located at 218 Main 
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Heat Stoppages Now 
Taken in Stride 


(The opinions expressed herein are those of Columnist Alien and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


Ore OF THE hotter spots to work in an integrated auto- 
mobile plant would appear to be the foundry, although 
many men who have worked around hot metal all their 
lives will tell you they feel the weather less than those in 
more temperate departments. 
Continual exposure to molten 
metal or red hot forgings has 
a conditioning effect on workmen 
and they do not usually complain 
when the outside temperature soars 
to the nineties. 

Generous intake of water and 
salt tablets will minimize heat fa- 
tigue, and most areas where heat 
is a problem have plenty of “man- 
cooler” fans in operation. 

However, it occasioned no sur- 
prise when the Dodge foundry day 
crews walked off the job last week 








after three hours 
in 90-degree heat. 
The exodus start- 
ed in the clean- 
ing room and, 
despite efforts of 
stewards to keep 
the men on the 
job, spread 
quickly to other 
departments and 
the entire foun- 
dry was idle 
within the hour. 
All equipment was kept in stand- 


A. H. Allen 
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HAL COLE —1 of 

33 Starters, watches his 
wheels being Electronically 
balanced at the official 
Stewart-Warner booth. 


BILL HOLLAND — Ist 
Place Winner, has ridden 
to victory for 3 consecu- 
tive years on Stewart- 
Warner balanced wheels. 





- 


No Wonder Automotive Experts Demand 


STEWART-WARNER E/ectronic WHEEL BALANCING! 


Every Car That Finished The 
Indianapolis Race — All The Winners — 
Rode on Stewart -Warner 
Electronically Balanced Wheels! 


28 of the 33 Starters in the rugged 500-mile speedway classic 
selected Stewart -Warner Electronic Wheel Balancing to ride 
them to victory. 

Every Single Winner, the Official Pace Car and 77 passenger 
cars owned by race officials and participants were all elec- 
tronically wheel balanced by Stewart-Warner at the owners’ 
requests! 

Experts Know that the new Stewart -Warner Electronic Wheel 
Balancer does what no other wheel balancer can do—balances 





Amtter Rents of 


STEWART-WARNER | stewart} CORPORATION 
Chicago 14 WARNER | iitinois 


+ 


wheels right on the car in true running position! Vibrations 
as small as 2/1000 of an inch are easily, accurately detected. 


Easy to Operate, the Stewart-Warner Electronic Wheel Bal- 
ancer brings quick profit and steady business to every oper- 
ator! Can pay back its entire cost in just 8 days. No other 
unit can compare in ease of operation, mechanical results 
or operator’s profits! 


WRITE now for complete, free information on this 
Indianapolis - proved Stewart-Warner way of Electronic Wheel 
Balancing. Mail the handy coupon, today. 


STEWART-WARNER CORP. 
1878 Diversey Parkway, Chicago 14, Illinois 
Send me complete free information on the profitable new 


Stewart-Warner Electronic Wheel Balancer. 
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by condition and operations e. 
sumed on afternoon and evening 
shifts. 

Heat stoppages usually are c n- 
fined to the 7 a.m. to 3 p.m. cay 
shifts, since this is when tempe a- 
tures are most oppressive. On tie 
3 to 11 p.m. and night shifts, op: r- 
ations are steadier, although oc: a- 
sionally there have been walkouts 
en afternoon shifts. 

Interruptions of this sort are 
experienced every summer, par- 
ticularly when the first burst of 
sultry weather descends. As the 
season wears on, the men do 
not appear to be so sensitive to 
heat and humidity. 

Managements have learned to 
take the stoppages in stride and 
while they may feel that many are 
inspired by small groups just not 
being in the mood to work, they 
are powerless to do much about 


the situation. 
* 7 * 


4,700,000 Output? 
CONOMISTS’ forecasts of a 4,- 
700,000-unit annual “norm” for 

car and truck produciion, starting 
in 1950 and helding through suc- 
ceeding years, represents a 32 per- 
cent decline from the current rate 
of operations. This would appear 
to apply practically across the 
board, on everything from steel 
requirements to labor. 

That is a substantial drop and 
certainly must figure in future 
planning of materials and parts 
suppliers. Renewed consideration 
will have to be given to break- 
even points, since many businesses 
would sink well into the red ink 
with a 32 percent slash in the 
present operating level. 

+ * o 


New Muffler Coat 
XPERIMENTS with aluminum- 
coated steel fer mufflers and 

tailpipes are reported to have 
shewn excellent results from the 
standpoint of heat and corrosion 
resistance, suggesting this may be 
an early possibility for a revised 
automotive specification. These 
items have notoriously short life 
in the motor car and the change 
to a more resistant material would 
be welcomed. 

Hot dipping likely would be the 
least expensive method of alum- 
inum-coating the steel surface and 
it would be required inside and 
out, because of corrosion resulting 
from condensation on the interiors 
of mufflers and exhaust lines. 

* * * 


Challenge Accepted 


HUDSON may be the one to 
prove whether the L-head en- 
gine will operate successfully at 
high compression ratio. 


It has been the contention of 
General Motors engineers that 
a valve-in-head design is desir- 
able when compression ratios are 
moved up beyond the present 7.1, 
for the reason that combustion 
chambers in cylinder heads have 
to be slimmed down to the point 
where there is hardly room for 
proper functioning of valves 
which raise out of the block. 

Overhead valves are claimed to 
give better fuel distribution in the 
combustion chamber and permit 
better scavenging ef exhaust gases. 

Nevertheless, Hudson engineers 
say they can operate their present 
L-head six, with adaptations, up 
to 12.5:1 compression ratio, requir- 
ing no major _ constructional 
changes, and get the advantages 
of power, acceleration and economy 


which the overhead-valve propo- 
nents are realizing from their 
designs. 


Willys Appoints 


Business Head 


TOLEDO.—Mark A. Howard has 
been appointed business manage- 
ment manager of the Willys-Over- 
land sales department, it is an- 
nounced by Howard O. Lund, gen- 
eral sales manager. 


In his new post, Howard will 
standardize accounting procedures 
of Willys-Overland’s 2,500 distribu- 
tors and dealers’and aid them in 
other business problems. He for- 
merly was with Nash and Chev- 
rolet. 

Howard’s appointment is in line 
with the company’s recently an- 
nounced plans to expand the sales 
department both in the field and 
in the home offices, Lund said. 
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Today — just as before the war —Porcelainize is the proven 


way to: 


FASTER SALES...Eye appeal is the greatest of all sales 


appeals. Porcelainized used cars sell faster. 


BETTER PRICES... The beauty Porcelainize adds —plus the 
buyer's confidence that a beautiful car is clean" all the way 
through —lets you add many dollars to the selling price. 


ADDED PROFITS... Lower selling costs and higher selling 
prices—all at a minimum of expenditure of time and money 
—make your entire used car operation more profitable. 


Complete details on these facts are yours for the asking. 


NATIONALLY ADVERTISED...EXCLUSIVELY 
A SERVICE ITEM...EXCLUSIVELY FOR NEW 


CAR DEALERS... 


INVESTIGATE 


FREEMAN & FREEMAN, INC. 


600 GRANT STREET DENVER 3, COLORADO 


Please send us immediately, without obligation, the following information: 


( ) the use of Porcelainize materials in reconditioning all types of 
used cars. 


( ) the complete Porcelainize program. 
FIRM NAME 
ATTENTION OF: 
STREET AND NO. 
CITY ZONE 


MAKE OF CAR SOLD 
IMPORTANT 
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move up tront | 


Nove’y in the family takes a back seat when it comes to 
voting on the choice of a new car! 


That’s why LIFE is the best of all showrooms for the cars 
you sell. For LIFE interests everyone! It’s the family mag- 
azine that’s so absorbing to grownups and youngsters alike. 





LIFE is read in 14,950,000 families... 
\ 36% OF THE NATION’S TOTAL! 


LIFE gives you the kind of audience you want—and it’s the 
largest of its kind in magazine history! 
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SPEAKING OF LIFE... 


Ray Bolger and the atom! In a recent 
issue, LIFE ran pictures showing Ray 
Bolger at the very moment he ran into a 
powerful punch on the nose — an acci- 
dental punch received while clowning as 
referee at a charity boxing match! 


Another recent issue contained the most 
important scientific project LIFE has ever 
undertaken: an article on atomic energy 
whose purpose was to put into the clearest 
possible form the nature of the atom and 
thus lay the groundwork for a real under- 
standing of this important subject. 


LIFE’s balance between such completely 
different kinds of picture stories —on-the- 
spot journalism and an informative article 
which took one solid year to prepare—is one 
big reason why LIFE attracts and holds the 
interest of more families than any other 
magazine in history. 


There are a lot of phones in your town, 
but it’s a safe bet that there are more 
LIFE readers than there are people who 
have home telephones listed in the tele- 
phone directory! 


Major purchases! In a six-month period, 
35% of all the automobile tires bought in 
the U.S. were bought by LIFE-reading 
families! 

This tremendous buying power was fur- 
ther demonstrated when LIFE-reading 
families accounted for 38% of all washing 
machines, 37% of all vacuum cleaners, 
and 39% of all mechanical refrigerators 
bought in the U.S. in six months! All fam- 
ily-unit purchases! 


Until LIFE came along, the only works 
of art the average person had contact with 
were the few paintings in his immediate 
vicinity, and reproductions, limited in 
number and often mediocre in quality. In 
12 years, LIFE has reproduced in color 
more paintings than would be exhibited 
in three museums the size of the great 
Metropolitan Museum in New York. 
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On the Financial Front. . . 





Old Price-Net Ratio 
Eludes Auto Stocks 


By George Deery 


Associate Editor 


d bug AUTO and parts firms can 
be counted in among those 
other groups that are not s-lling 
at what has been considered the 
historic price-earnings ratio of a 
stock being quoted at approximate- 
ly 10 times its annual net profit. 

There is “no law” that this 
must hold true, but for many 
years when an issue of merit has 
not achieved that level, the pos- 
sibilities of its selling at 10 times 
earnings has been anticipated by 
investors, 

The Cleveland Trust Co. has pre- 
pared charts showing that for the 
first quarter of this year 28 auto 
and parts companies stocks sold 
at 5.5 times earnings. This com- 
pares with 5.7 times earnings in 
the same period a year ago. 


““Why do we insist on 





NLY the 22 issues in the chem- 

ical group in both quarters 
achieved the 10 level. Likewise, it 
was the only one to show an in- 
crease in the ratio for the ‘49 
quarter over the '48 period—10.9 
and 10.6 respectively. 

Corresponding figures for the 
other lines were: 262 industrials, 
6.5—6.9; 17 food, 9.2—10.1; 18 ma- 
chinery, 5.1—6.6; 23 oil, 5.9—5.1; 
23 steel, 3.4—5.7, and 131 all others, 
6.9—7.3. 

It should be noted that since 
the market break has violated 
1944 and 1945 lows in so many 
cases since the figures were pre- 
pared that currently the distance 
from the 10 times earnings area 
has widened a great deal. 

* * * 

N ITS Business Bulletin, the 

trust company points out that 


“There is no particular virtue in 





> 


panels of their cars for very definite reasons. They know that 
Pittsburgh means quality Safety Glasses; that they possess 
remarkable strength . . . permit unexcelled clear vision .. . re- 
tain their clarity indefinitely. 

Not only that. Pittsburgh Safety Glasses have given un- 
surpassed service in the automobile and aviation fields for 
several decades. They’ve earned the respect and confidence 
of motorists as well as car builders. And they are products of 
Pittsburgh-developed processes and techniques, which make 
possible the mass-production of both curved and flat panels. 

Why not give your cars the advantage of these superior 


| 
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Auto Stocks 
June 20 June 13 
Chrysler ................. 46% 44% 
COMET cscisseesesse 000. a 4 
General Motors .... 54% 52% 
Ei aiinineettheouin 10% 9% 
ines 4% 4% 
11% 10% 
Tes seabasetns 35% 8% 
bi 17% 17 
scaldiineniaeGebiovencey Ne aq 
Willys-Overland ... 4% 4% 
Average for — 
10 Stocks ............ 15.86 15.01 





the price-earnings ratio of 10, ex- 
cept that represents a rough aver- 
age for well-established companies 
over a long period of time. 

“But leaving all other consid- 
erations aside, it may be said 
that based on the April-May 
common stock prices of the 262 
industrials combined, their aver- 
age earnings will have to drop 
35 percent below the first 1949 
quarter in order for the ratio 
to reach 10.” 

The April-May reference is found 
‘n the use of the averages of the 
high and low from Apr. 1 to May 
15. The earnings used were the 
first quarter profits per share at 





the annual rate, after taxes and/credit should begin with 10 per- 


preferred dividends. 
+ * * 


Earnings 
Pharis Tire & Rubber—For 1948: 


Net loss, $892,508, contrasted with| capital gains and losses by 


net income in 1947 of $358,874 or 85 
cents a common share; net sales, 
$8,801,321, compared with $19,- 
280,272. 


Schram Offers 
New Recipe to 


Halt Recession 


Changes in taxation of corporate 
dividends and capital gains taxes 
would turn the tide of recession 
and help make jobs, it was asserted 
by Emil Schram, president of the 
New York Stock Exchange, in an 
address at New York before the 
American Management Assn. 

Schram also urged that plans for 
future plant and equipment outlays 
be set at a rate above 1948 levels. 

His recommended tax revision 
program included the following 
proposals: 

1.—Allowing individuals a credit 
for dividends when computing their 
federal income tax liability. The 


Leading automobile manufacturers insist upon Pittsburgh 
Safety Glasses for the windshields, windows and rear 


Safety Glass features? Make sure that Pittsburgh is your 
standard. And don’t hesitate to consult with our Safety Glass 


Safety GLASS enue 


DUPLATE SAFETY PLATE 


PITTS 8ueR GR 


GLASS - 


PAINTS - GLASS 


PLATE 


DUOLITE SAFETY WINDOW GLASS 


CHEMICALS - 


ee ae a 


specialists any time you have a problem of glass application. 
There’s no obligation on your part. Pittsburgh Plate Glass 
Company, 2218-9 Grant Building, Pittsburgh 19, Pa. 
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cent and be increased later as the 
general budgetary situation perr- 
mits. 


2.—Change the tax treatment of 


ducing the maximum effective rate 
on capital gains from 25 percent to 
10 percent, and the long term hoid1 
ing period from six months to 
three months. Allow individuals to 
charge a maximum of $5,000 capital 
loses against their ordinary income 
each year. 

Schram urged industrialists to 
launch immediately a new “venture 
capital campaign,” in which Con- 
gress would be told how much it 
costs to hire an additional employe 
or to install an additional machine. 
The same story with reasons drawn 
from current financial data, should 
be told to employes and _ stock- 
holders, as well as legislators, he 
declared. 

“What I propose,” he said, “is 
an all-out attack on a tax structure 
that is obstructing expansion and 
throttling incentive and initiative. 
It is a fight to encourage industry, 
to remove the basis for fear that is 
spreading, to prevent hardening of 
the economic arteries.” 

Other speakers included Dr, 
Richard G. Gettell and C. D. Jack- 
son, Fortune Magazine executives, 
who presented data from a forth- 


| “oming Fortune survey. 


They said it shows a majority of 
American business men_ expect 
business to be moderately down the 


| second half of this year, while al- 


most half expect unemployment to 


| range between 4.000.000 and 5,000.- 
|000 by the end of the year. Nearly 








|ended Apr. 
jearnings of $619,277. or $1.26 per 


half plan moderate price reduc- 
tions, the survey disclosed. 
* > 


Lakey Net Slips 
'n First Period 


Report of Lakey Foundry and 
Machine Co. for the six month 
30. 1949, shows net 


share, compared with net earnings 
of $612,661, or $1.25 per share. for 


|the like period a year ago. Sales 


‘his year were $7,939,086 against 
$7,944,245. 


Net earnings for the quarter 
ended Apr. 30, 1949, were $253.479 
or 51 cents per share, compared 
with $365,798. or 75 cents per share. 
‘n the preceding quarter and $321,- 
902, or 66 cents per share, in the 
“orresponding period last year. 
Sales for the Apr. 30 quarter this 
vear were $3.629,758, compared with 
$4.249,328 in the preceding three 
months and $4.302.465 in the like 
quarter a year ago. 





50 Largest Industrial 


Corporations 
‘Based on Sales in 1948) 
Company 
General Motors 
Stand, Oil (N.J.) 
Great Atl. & Pac. Tea 
United States Steel 
Swift & Co. 
Sears, Roebuck 


Sales 
$4,701,770, 340 
3.300,785,651 
*2,545,583,840 
2,481,508, 535 
2,361,114,041 
2,295,991, 180 


|} Armour & Co. 1.991,434,034 
General Electric 1.632.700, 606 
Chrysler Corp. 1,567,933,359 
Soconyv-Vacuum Oil 1,326,508, 385 
Bethlehem Steel 1,312,556,417 
| Stand, Oil (Ind.) 1,236.957,533 
Montgomery Ward 1,211,955,909 
Safeway Stores 1,178,702,381 
Western Electric 1,132,971, 842 
Texas Co. 1,080,886,431 
Gulf Oil . 1,068,876,539 
Humble Oil & Ref. 1,050,570,401 
National Dairy Prod. 986,404,000 
Westinghouse Electric 970,673,847 
du Pont (E. I.) de Nemours 968,731,000 
International Harvester 945,486,000 
Penney (J. C.) 885,195,136 
American Tobacco 873,467,000 
Shell Union Oil 830,421,211 
Kroger Co, . 825,668,323 
Republic Steel . 766,400,960 
Dist. Corp.—Seagrams 738,040,755 
Stand, Oil (Calif.) .. 735,789,935 
Procter & Gamble 723,679,332 
Reynolds (R. J.) Tob. 715,812,640 
Goodyear Tire & Rubber 704,875,941 
Wilson & Co. 704,664,524 
Borden Co. 649,592,375 
Sinclair Oil 636,568,727 
Firestone Tire & Rubber 633,858,424 
Union Carbide & Carbon 631,619,557 
Woolworth (F. W.) 623,941,562 
Cities Service . 593,435,431 
United States Rubber 572,024,663 
Cudahy Packing . 567,877,126 
Anderson, Clayton 556,780,338 
Liggett & Myers Tob 556,506,847 
Creole Petroleum 547,108,318 
Phillips, Petroleum 487,165,287 
General Foods ........ 463,336,031 
Schenley Industries 459,783,948 
International Paper . 458,802,749 
General Mills 458,473,576 
Sun Oil . 447,309,191 





*Year ended Feb. 28. +Year ended May 3! 


Certain other companies not reporting 
sales, notably Ford Motor, undoubtedly 
rank among the 50 largest industrial cor- 
porations. Compiled by Standard & Poor's 
Corp. 
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that means extra sales... vs 
use extra advertising in : © 


For the extra boost 





The New York Times... 


biggest salesman in the world’s 


biggest automobile market 






| Hotel and Resort Advertisers know. Hotel and resort operators have to be 
[sex | Ehe New York Times. 272" 


Grane ie Ws SWE f Ata foninted (Men Si: OE shrewd advertising operators, too. Their advertising has to produce guests, or they soon know it. 


= That’s why they use The New York Times more than any other medium in the world... 
to reach the kind of families that make your best customers, too. Now that moving cars in 
New York takes real selling, it will pay you to take a fresh look at the advertising picture here. 


| Sees age ees ; Just call our Detroit office: General Motors Building, TRinity 3-3800. 
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U.S. Now Studies Plan 
To Fight Depression 


By William Ullman 


Washington Correspondent 
NSIDE the Truman Administration there was still con- 
siderable difference of opinion last week whether to go 
ahead with the President’s anti-inflation program of last 
January, or to throw it overboard and proceed with a new 
economic policy for combatting depression. Already pre- 
oe 


pared was a bill bearing the 
name of Senator Murray of 
Montana, and supported by 


other New Deal senators and some 
of the ultra-liberals among the 
Truman advisers, which would give 
the President broad new powers to 
stabilize the economy. 

According to Senator Murray, 
this measure, which has been in 
constant revision for weeks, after 
being widely circulated among in- 
dustrial, labor and government 
leaders, may be ready for intro- 


major outlines 
are well known, 
and its prime 
aim—to swing 
the government 
over to a huge 
program of pub- 
lic spending if 
the present re- 
cession should go 
much further— 
has been widely 
discussed. Chief 
features of the 





William Uliman 


duction in another week or so. Its| proposed legislation, which would 
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be known as the Economic Expan- 
sion Act of 1949, would include: 

1. Increased presidential author- 
ity to order and finance industrial 
expansion when private industry 
would not, or could not, make the 
needed capital investments. 

2. Increased presidential power 
to carry out extensive public 
works programs under a blanket 
authorization by Congress. 

3. Means for putting administra- 
tive pressure on industry to pay 
out larger shares of profits in the 
form of wages. 

Not only would the bill lay down 
a series of emergency steps the 
government could take in event of 
a sharp business slump, but it also 
would lay down a broad program 
for economic expansion on the the- 
ory that this would so well stabil- 
ize the economy and employment 
as to make the emergency steps 


unnecessary. 
* * * 


Legislative About-Face 


HE MURRAY idea, which ad- 
mittedly is being studied widely 
in leading Administration quarters, 
as well as among members of Con- 
gress, is a complete swing away 
from the administration’s stabil- 


PLENTY SNOOTY 
Since We GoT 


A shark encircled in a tire was 


dragged in by two Cuban boys. 


ization scheme as presented to 
Congress last winter. 

Under the original Truman pro- 
gram the government would have 
been vested with powers to im- 
pose priorities and allocations on 
raw materials, and to reimpose 
limited forms of rationing if found 
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Prorlucl ADVERTISING 


IN S. D. DAILIES 










CREATES PREFERENCE 
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your salea/ 


LOCAL MERCHANTS 
TIE-IN ADVERTISING 
IN S. D. DAILIES 
SELLS YOUR 
PRODUCT LOCALLY 


buying is laced 





The Local S.D. Dailies reach 9 oa of /0 
families=both rural and urban 


=in the <zcZ, 





Use the two right angles in boosting your sales 
in rich, responsive South Dakota! Advertise in 
South Dakota Dailies where your product ad- 
vertising doubles its impact with consistent local 
tie-in campaigns! Give your product greater 
push from every promotion dollar! 

South Dakota’s market is not influenced by 
any metropolitan daily! ONLY locally managed, 
locally edited South Dakota Dailies carry your 
campaign into 9 out of 10 South Dakota homes 

and convert it into increased 


sales .. 
Dailies coordinate your cam- 
paign through local tie-in pro- 


. ONLY South Dakota 


motions that follow 
through ... ONLY 
South Dakota Dai- 
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ADVERTISE IN 
S.D. DAILIES — 
BUYER'S GUIDE 
IN A BUYER’S 
ae 





Comprise Six Locally Managed and 
Locally Edited Newspapers Serving the 
Six Primary Markets of South Dakota. 
Both Rural and Urban. 


Write For Complete 

Facts On Tapping the 

Reservoir of Buying 
Power In 

Rich South Dakota 





rerponsive $. D. market! 


lies have the established reader appeal and 
reader response to boost your brands to the top 


of the list! 


More than $300,000,000—not counting in- 
vestment savings—is waiting to be spent in this 
rich region of ready money. South Dakota’s great 
wealth is firmly rooted in a fertile agricultural 
economy that is pouring a silver stream of dol- 
lars into the hands of rural and urban residents. 
More than six billion, three hundred and sixty 
million dollars will be spent on the Missouri 
River Plan to further improve one of the na- 
tions’ greatest agricultural states! 

Reach this vast market through locally man- 
aged, locally edited South Dakota Dailies—the 
ONE media that will deliver more sales for every 


advertising dollar! 











Abundant natural resources . . . friendly American labor 
. . a fine highway system that is constantly being im- 
proved and expanded by the State Highway Commis- 
sion . . . unexcelled recreation in a lush, luxuriant Land 
of Infinite Variety that offers rich resources of lakes, 
forests, mountains and streams . 
kilowatts of electricity to be 
Missouri River Plan . . 
tages manufacturers and distributors find in pro- 
gressive South Dakota where the hand of 
hearty hospitality is extended to all businesses 
planning expansion or decentralization! 
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necessary. As a part of an eig: t- 
point program the President ask 2d 


for a $4 billion tax increase. 


But those proposals, embodic | 
in a bill labelled the Econom: 
Stabilization Act of 1949, an’! 
now known as the Spence bi!:, 
have languished before the Hous> 
Banking and Currency Commi‘ - 
tee 


While the President has shown 
no signs of shifting his views, and 
insisted that he still wishes 
the $4 billion tax increase, inside 
administration circles there has 
been widespread study of means 
of shifting—gracefully if possible 
—to a modified economic program. 

There is one view rather widely 
held that regardless of what pres- 
ent business conditions may Ce- 
velop into, the government should 
be armed with standby powers to 
be used in case depression should 
develop. 


The Murray bill would not mere- 
ly give standby powers but it would 
also set in motion machinery 
whereby the government could 
compel industry to achieve a con- 
stantly expanding production and 
a constantly rising number of job 
opportunities each year. 

Moreover, it would also provide 
that United States resources and 
skills should make possible an 
“average annual increase of at 
least 3 or 4 percent in total pro- 
duction.” 

* * oo 


Federal Aid Provid 


HE emergency provisions to 
meet any “broad downturn of 
economic activity” would include 
federal public works, federal as- 
sistance to states and communities 


on roads, public buildings and 
other job-making projects. 
Private expansion under the 


Murray bill also would be encour- 
aged through accelerated amorti- 
zation of investments, government 
loans for capital purposes, govern- 
ment insurance of private loans to 
industry and direct government 
construction of plants to be oper- 
ated by private industry. 


Replying to Senator Murray’s in- 
vitation to comment on the bill, 
Board Chairman Morris Sayre of 
the National Assn. of Manufactur- 
ers, said, in part: 

“The NAM and its 16,000 
members have constantly devoted 
their efforts towards securing a 
rising standard of living under 
the free enterprise system. We 
are particularly concerned with 
the problems and welfare of 
small business, since 83 percent 
of the members of NAM employ 
less than 500 persons. 

“We sincerely believe that the 
free market which has produced 
the highest standard of living ever 
achieved anywhere should be per- 
mitted to continue to function and 
that efforts should be directed to- 

ward the removal of obstacles 
which interfere with its operations. 


“We do not believe that the 
concentration of additional power 
and economic controls in the 
hands of the government is a step 
in the right direction. Rather, such 
concentration will further under- 
mine business confidence which is 
sv essential to continued pros- 
perity. 

“In view of this there would be 
little point in my commenting on 
the Economic Expansion Act along 
the lines you requested in your 
letter. In my judgment this bill, 
if enacted, would bring the prac- 
tical decisions of business and of 
the consuming public under exces- 
sive government regulation and 
would interfere with the cardinal 
principle of freedom of choice and 
action. Furthermore, it would seri- 
ously impair incentives. 

“Consequently, the measure 
would not produce the stated aims 
of increased investment and pro- 
duction, but, on the _ contrary, 
would have just the opposite ef- 
fect.” 

* a + 


He'll Stick It Out 


EANWHILE, President Tru- 

man is prepared to stay in 
Washington all summer in the in- 
terest of getting his legislative 
program through Congress, he has 
indicated. At a recent news con- 
ference he said he is making no 
vacation plans—beyond occasional 
week-end outings in the vicinity 
of the capital—and that he in- 
tends to remain at his office until 
the (legislative) job is done. 
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IT’S A FACT... 


@ that more than 71% of American Maga- 
zine families have charge accounts and more 
than 84% of these have “A” or “AA” credit 
ratings! Which means that your advertising 
in The American Magazine reaches families 
who are steady customers and who know 
how to plan their bigger buying. 


@ that 8 out of every 10 American Magazine 
families entertain on an average of over four 
times a month. That means extra buying of 
everything from groceries to chewing gum— 
from “‘pop” to furniture polish! Have you a 
product to sell to that kind of befter-living 
family? 


@ that almost 72% of all American Maga- 
zine families took vacations last year—and 
spent over 380 million dollars on their holi- 
days. You can bet that people who spend 
that kind of money on leisure, spend pro- 
portionately on day-to-day larger living. 


@ that more than 7 out of every 10 men and 
women of The American Magazine families 
have attended college or high school. More 
brain power generally means more earning 
power. More earning power always means 
more buying power. 


These are just a few of the many 
reasons why any advertiser with 
a quality product can sell this 
product through the pages of 
The American Magazine. 


Traffic is heavy on Main Street these days! 


Once again, America’s merchants have what it takes 
to draw a crowd—plenty of merchandise. 


And the crowd has what it takes to move that mer- 
chandise—money to buy. 


(Government figures show greater savings, larger bank 
balances, and bigger savings bonds sales than in 1948.) 


‘‘Buyers’ Market’’? We call it a ‘““Shoppers’ Market’’! 


Yes, today’s market is as typically American as Main 
Street itself. With plenty of products to choose from, 
people are shopping for the best quality at the best price. 


They are again using that freedom of choice that is 
truly American—in a truly American competitive 
market. 


So, if you’re an advertiser with a quality product at a 
fair price—if you have a sales story that can put your 
product across to people who buy by judgment—you’re 
set to sell the ‘‘shoppers’ market’! 


And there is no more convincing selling force to millions 
of wide-awake, intelligent shoppers than THE 
AMERICAN MAGAZINE. 


HERE’S WHY: 


1. Month after month important people who have 
something important to say choose to say it in THE 
AMERICAN MAGAZINE. These American leaders know 
that through its pages they reach millions of wide- 
awake intelligent men and women who trust and 
believe what they read in THE AMERICAN MAGAZINE. 
Your advertising shares this “‘trust”’ and ‘‘belief’’— 
gains the careful consideration that sells products in 
a shoppers’ market. 


2. THE AMERICAN MAGAZINE’s news-making articles 
and informative features have made it the most widely 
quoted magazine per issue published in America. And 
this kind of editorial vitality earns for each copy an 
average reading time in the home of five hours and 
twenty-four minutes. Could any advertisement ask a 
better break than that? 


So, why not put your advertising where you know it 
will work hardest for you. And, to be sure it will be 
working on the people who make your best customers, 
just look at some facts about THE AMERICAN 
MAGAZINE readers in the box on this page. 


mencan 


MAGAZINE 


70sell the Shoppers’ Market - BUY American 


THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N. Y. 
PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER'S, AND WOMAN'S HOME COMPANION 


BOB WOODRUFF (Detroit Manager)—H. A. PATTERSON, The American Magazine, General Motors Building, Detroit 2, Michigan 












Dealer 


Specialized sales and repair of 
heavy trucking equipment, a serv- 
ice available for the first time in 
eastern North Carolina, is the busi- 
ness of the new Raleigh branch of 
Twin-States Equipment Co. The 
new plant will make contact with 
an area formerly serviced from 
Richmond and Charlotte. 

F. Vernon Smith, founder of the 
Charlotte plant in 1928, is in charge 
of the Raleigh office until opera- 
tions are fully under way. Direct 
control will then be assumed by 
local personnel, including O. A. 
Taylor, transferred from Charlotte 
to become service manager. The 
company is distributor of Truck- 
stell products and Eaton axles, and 
of severul lines of hoists and bodies. 

+ + 7 


Kansas Ford Parts Club 


At an organizational meeting 
held at the A. D. Rayl Motor Co., 
Hutchinson, Kans., Ralph Paull, 
Ellsworth, was elected president of 
the Central Kansas Ford Parts and 
Servicemen club. 

Other officers are H. K. Davis, 


In two blocks of Cedar Avenue in Philadelphia, 132 of 146 families 
read The Bulletin. That’s a specific example of how this newspaper 








Dorothy, was married in May. 
* * * 


Davis-Child Opens 
A large crowd attended the 


Doings 





McPherson, vice-president, and/ formal opening of the Davis- 
Fred Werner, Hutchinson, secre-| Child Chevrolet Co., Inc., Ellin- 
tary. wood, Kans., when H. BR. Houser, 

a2 general manager; L. M. Hillis, 


parts manager; Stanley Stien, 
service manager, and Earl Kran- 
kenberger, accountant, were on 
hand for visitor’s tours. 

The building is constructed of 
cement-block slab and structural 


Utah Dealers Elect 
Dealers of Uintah and Duchesne 
counties of Utah have elected Don 
Showalter (Ford), Vernal, presi- 
dent; Albert Crumbo (DeSoto), 


Roosevelt, vice-president, and Fred 1 en. 
Washburn (Ford), Vernal, secre- cd es — _— — 


tary-treasurer, Showalter succeeds ~ 
William Slaugh. ‘Austin Names 
3 New Dealers 


+ a * 
Joseph Dudley, vice-president of 


Blaushild May 
May is a good luck month for 


Cleveland’s Bennie _ Blaushild,| Austin Motor Co., Ltd. (England), 
Dodge dealer. |announces the appointment of 
Butts Bros. Motor Sales, 301 S.| 


He was born May 13, 1897; went 
into the Russian army in 1914, was 
released as a German prisoner of 
war in May, 1918; arrived in Amer- 
ica May 13, 1922; was married 
May 27, 1927; built his dealership “These latest dealer additions are 
in the fifth month; got his Dodge| part of the company’s program of 
franchise in May, 1929; opened his | expanding our nationwide organi- 
present million-dollar showroom in| zation,” Dudley declared. 


First St., Champaign, Ill.; Tschudy 
Motors, 5512 Reisterstown Rd., Bal- 
timore, and Burnet Park Motors, 
Inc., 321 So. Wilbur Ave., Syracuse, 
as dealers for British Austins. 





stands in one neighborhood of homes. In the whole city of homes, 


the picture is the same: more than four out of five families are 
readers of The Bulletin. 


Please keep in mind we’re talking about the nation’s third largest 
market. And that the way to go home in this market is with 


your advertising in The Bulletin. 


This great newspaper reaches Philadelphians when they’re at home 
and making up their minds about their buying. It goes home, stays 
home, is read by the entire family—evenings and Sundays. 


ADVERTISING OFFICES: Philadelphia, Filbert & Juniper Streets. New York, 285 Madison Avenue. 


National Advertising Representatives: Sawyer-Ferguson-Walker Co., Chicago, Detroit, Atlanta, Los Angeles, San Francisco 
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1947, and last year his daughter, | 





In Philadelphia 
nearly everybody reads 
The Bulletin * * * 
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STRATTON AUTO SALES IN ATHENS, O.—This Chrysler dealership opened a new building 


in connection with the first showing of the 1949 lines. The front is done in Carrara glass, 
| sandblasted glass columns and glass block. A landscaping job is to be done to enhance 
| the appearance of the building. A. C. Stratton, owner, estimates that over 5,000 persons 
| attended the opening. 


Harrisburg Officers | Hazleton; E. O. Miller, Campbell- 
5 town; Harold Moltz, Williamsport; 


Ellis Sutliff, Harrisburg, Pa., has : r . 

been elected president of the Har- cur bo ines and 
|risburg zone Chevrolet dealers, H.|”~” ° - ; 
|H. Wiggins, Lancaster, was elected 
vice-president, and K. S. Rufe, Car- 
|lisle, secretary-treasurer, 

| Members of the board are Wil- 
| liam Albertini, Mount Carmel; A. J. 
| Catnes, Nanticoke; J. A. Lyman, 


* + * 


Green Heads Cancer Drive 


Hix H. Green (Buick), Atlanta, 
|has been chosen to head the 
Greater Atlanta drive for cancer 
funds. Green said he hoped the 
|Atlanta area will contribute at 
least half of Georgia’s $200,000 
quota. 





+ . * 


Hatton Motor Sold 


Hatton Motor Co. (Kaiser-Fraz- 
er), Hatton, N. D., has been sold 
to Bernard Heskin by Hans Skar- 
phol, who established the dealer- 
ship in 1946. 


* * * 


A-B Opens New Shop 


| A-B Motors (Chrysler), San An- 
| gelo, Tex., recently opened a new 
|used-car lot and paint and body 
shop at 333 S. Chadbourne St. A 
concrete reinforced steel building, 
| containing 9,000 square feet of floor 
|}area, has been erected at the new 
site. 
| * * as 


Advice From Eskew 


John Eskew Motor Co. (Dodge), 
16th and Washington Sts., Alexan- 
dria, La. offered the following 
advice in a newspaper advertise- 
| ment: 

| “Know the dealer, if you don't 
| know the car. The best way to 
get a good used car or truck is to 
buy it from a dealer you know 
| and can depend upon.” 

| + + * 


New Home in Windom, Minn., 
For Erickson & Tibodeau 


Erickson & Tibodeau (Chrys- 
| ler) has moved into new quar- 
| ters at Windom, Minn., which 
provide a lunchroom, second 
| floor parts storage quarters, of- 
| fices, showroom, parts and serv- 


| ice departments. 


* + * 


NADA Appoints Pierce 


Robert W. Pierce, general man- 
|ager of Nolan-Brown Motors (Cad- 
illac), has been appointed Miami 
area chairman for the National Au- 
tomobile Dealers Assn. to stimulate 
participation in the association’s 
|national program in Dade county. 
| Pierce is a past president and mem- 
ber of the board of governors of 
| the Miami Auto Dealers Assn. 
| + * * 
Tobey—Indianapolis 

Open house for Tobey Motors, 
Inc. (Oldsmobile), Indianapolis, 
brought a throng of people to its 
new $140,000 display and service 
| building at 2603-11 E. Washington 
| St. Edwin Tobey is president. 
| The building and an adjoining 
| paved lot for used-cars occupy 

17,325 square feet of space, with 
9,000 square feet for service. 
+ * - 


Golder’s Exhibits 


| Golder Motors, Inc. (Packard), 
|Philadelphia, staged an exhibit at 
the home show in that city and 
sold several cars, according to 
| Charles Golder, president. A Pack- 
ard was also on exhibit in the 
model home at the show, which at- 
tracted about 500,000. 





Schroeder-Hall Motors 


An amendment to the charter of 
the Hehman Motor Co. in Taylor, 
| Tex., Was approved recently by the 
office of the secretary of state of 
Texas permitting the company to 
| change its name to Schroeder-Hall 
| Motors. 
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Dealer Business Counsel 


Used-Car Tradein Losses Should Be Charged 
Against New-Car Department 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 


bw COST of any article in your 
business is the original cost you 
pay for the article less the amount 
of depreciation as time goes on. 
The resale value of the article is 
the market value 
or the price for 
which you can 
sell it. 

In the case of 
the new car, your 
cost is the 
amount you pay 
the factory for 
the new car plus 
the cost of op- 
tional equipment 
or accessories 
J. B. Van Tassel that are installed 
on the car at the factory. In the 
case of the used car your cost is 
the amount you allow for the used 
ear on a trade or the amount you 
pay for the used car plus the cost 
of reconditioning. 

However, you should never 
carry any merchandise on your | 
books in excess of the resale | 
value or the market value. In 
other words, a balance sheet | 
should always reflect net assets | 


a 








on a basis of cost or market | 
value, whichever is lower. 


Now in the case of the used car 
in normal times, or in competi-| 
tive trading markets, the amount | 
of the allowance for a used car | 
taken in trade on a new-car sale | 
is always far in excess of the re-| 
sale or market value of the used | 
car. 


Hence, you immediately incur an | 
inflation value in used-car inven- | 
tory when you take these used | 
cars into your inventory at the| 
allowance price. Many factory | 


dealer accounting systems classify | 


MEWA to Stage 
Booth Conference | 


Conclave in *49 


CHICAGO. — The Motor and) 
Equipment Wholesalers Assn, will | 
hold its annual convention in late 
1949, and will have conference 
booths for talks between whole- | 
salers and manufacturers. | 

Through the booth conferences, | 
wholesalers will be in direct and 
intimate contact with the manufac- 
turers, providing an opportunity to 
carry on discussions of wholesaler- 
management problems’ together 
with ways and means of merchan- | 
dising automotive products. 

The board of directors empow- | 
ered the executive committee to de- 
cide the time and place of the | 

| 








conference convention, to be an- 
nounced later. 

At the same time it was an- 
nounced that Daniel J. Hartnett, | 
International Booster club vice- | 
president, has been appointed west- 
ern representative of the MEWA. 

Hartnett’s appointment  consti- 
tutes the fourth addition to the 
association’s staff in the program 
of expanded services. The others 
are Carl B. Dietrich, anver ent | 

| 


and sales promotion manager; Paul 
H. Bolton, resident Washington 
representative, and Richard A. Mel.- | 
vin as field representative. | 


| 
Clean Deal | 


Worden-Young Delivers 


Laundry Route Van 


BALTIMORE.—To Worden- 
Young, Inc. (Dodge), here went 
the distinction of having delivered 
the first Dodge 
Route-Van in 
Baltimore when 
the unit was 
turned over to 
Edmund _ Rosen- 
dale, general 
manager of Home | 
Laundry. 

Melvin R.,| 
Young, president 
of the dealership, 
pointed out at the | 
time of the pres- | 
entation that the Route-Van is the 
first truck of its kind to be equip- 
ped with fluid drive. 













fee 


M, R. Young 





Automotive News.) 


this difference between the allow- 
ance price and market value of 
the used car traded as “over-al- 
lowance” and make provisions for 
this amount of over-allowance to 
be charged against the used-car 
department. 
ed * + 

HILE this amount of over- 

allowance is made on a used- 
car trade in order to get the new-| 
car deal, 
charged against the new-car de-| 
partment as a part of the cost of 
selling the new car. 

In normal times, buyer’s market 
or a competitive market, or when 
you start to dissipate your new- 
ear profits in used-car allowances 
in order to maintain your competi- 
tive position in the new-var price 
class, you should make sure that 
used-car losses which are a direct 
cost to you in the maintenance of 
your new-car price class position, 
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DEALER PICCO'S FIRM HITS 20-YEAR MARK—Standing between 1929 and 1949 model 


it should rightfully be | Chevrolets are Dominic jr. and Mr. and Mrs. 


Dominic Picco on the 20th anniversary of 


Dominic Picco Garage in Staunton, Ili. More than 400 attended an anniversary celebration. 


be charged against the new-car de- 
partment. 

Personally, I would not set up 
and journalize the over-allow- 
ance on each used car sold, but 
at the end of the month I would 
transfer my entire operating loss 
on those used cars that had been 
taken in to get new-car sales to 
the new-car department to be 
shown as a deduction from the 


new-car gross profit. 'This meth- 
od would save much bookkeep- 
ing expense, much argument as 
to what the market value or 
resale value of the used car 
tradein is and give you a true 
and actual picture of just ex- 
actly how much money you were 
making on your new-car retail 
sales. 


19 


taining a favorable new-car sales 
position in new-car price class 
would not only be charged where 
it belongs but it would also be a 
true cost for the job. 

I don’t see how it is possible for 
anyone to determine the actual 
resale value of each used car 
traded in any market. 

(Any questions concerning busi- 
ness management will be gladly 
answered by J. B. Van Tassel, 
“care of Automotive News.) 


Sales Training Plan Set 
By Chicago Ford Group 

CHICAGO. — An exclusive Ford 
sales training program for mem- 
bers’ salesmen will be launched in 
July by the Metropolitan Chicago 
Ford Dealers Assn., it was learned 
last week. The program will be 
conducted by W. K. Braasch, of the 
American Institute of Salesman- 
ship. 

The course, it was explained, will 
cover the basic principles of auto- 
motive salesmanship as applied to 
new Ford cars and trucks and 
used cars and trucks. Written ex- 
aminations will be held and the 


Then this rightful charge for ob- | results submitted to dealers. 


Nothing takes the place of Leather 


furl Atte f jthsvecd i070 


An automobile upholstered in genuine leather appeals to the eye 


because of its beauty . . . to the sense of value because of its worth. 


For the smartness of leather . . . the feel of leather . . . the durability 


of leather... outclass and outlast other materials that may be offered 


in substit ute. We believe the trend is again toward the genuine . . . 


that people are buying with more discrimination. With this return to 


quality . . . leather comes into its own . . . for leather is genuine . . . 


leather is real . . . and the use of leather in upholstering any car im- 


proves its appearance . . . prolongs its usefulness . . . helps to pre- 


serve its value. 


THE UPHOLSTERY LEATHER GROUP - TANNERS' COUNCIL OF AMERICA 
100 GOLD STREET - NEW YORK 7, N.Y. 





The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, W.J. + Conneaut Leather, lac., Conneaut, Ohio + Delaware Tanning inc., New York, N.Y. 


Eagle-Ottawa Leather Company, Grand Haven, Michigan = + 


The Lackawanna Leather Company, Hackettstown, N.J. 


Radel Leather Manufacturing Company, Newark, W. J. 
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Reports From Various Areas... 





_AUTOMOTIVE NEWS, JUNE 27, 





Auto Market Page 


Denver 

Sale of new cars continues brisk 
in the Denver market. Fred Ward, 
president of Fred Ward, Inc. (Hud- 
son), announced that his firm had 
established a new record in selling 
and delivering $511,000 worth of 
new automobiles, wholesale and re- 
tail, in five business days the first 
week in June. 

Another proof that new-car sales 
are moving along at a fast clip is 
given in a report by Roy Cass, city 
manager of revenue. License plate 
fee collections for the first five 
months of this year have increased 
$58,863, or 7.28 percent, over the 
same period last year, Cass said. 

Collections so far this year total 
$866,571 for 123,531 plates issued for 
passenger and commercial vehicles, 
trucks, tractors, trailers and motor- 
cycles. Specific ownership tax col- 
lected so far this year is $1, 1008, 832 








compared with $707,843 for the 
same period in 1948. 
od * + 


Buffalo 

New-car registrations in Erie 
county (Buffalo) for April totaled 
3,301, compared with 2,447 in April, 
1948, and 2,417 in April, 1947, ac- 
cording to the Buffalo Automotive 
Trade Assn. 

Registrations during the first 
four months of the year totaled 
10,784, compared with 9,443 in the 
corresponding period a year earlier. 


Registrations for April by 
makes was: Chrysler, 101; De- 
Soto, 78; Plymouth, 487; Ford, 
514; Lincoln, 23; Mercury, 160; 
Buick, 242; Cadillac, 46; Chevro- 
let, 568; Oldsmobile, 158; Pontiac, 
214; Frazer, 11; Kaiser, 46; Cros- 
ley, 6; Hudson, 135; Nash, 118; 
Packard, 53; oa a 130; 
Willys, 18, and Austin, 4. 
Meanwhile, new-car dealers — in 





the Buffalo area reported that sales 
were holding up surprisitigly well 
in view of the general slowdown 
in other lines of business activity. 
Demand for new automobiles con- 
tinued at a high level, although 
some shifting into lower price 
makes was noted and customers 
were much more selective in their 
buying than a year ago. 

Dealers expected the real test in 
business to come during July and 
August when 
fall off. 

* * * 
Lawrence, Kans. 

New-car sales were on a con- 
tinuing uptrend through May in 
this university town, but used cars, 
service and parts were heading 
downward. 

Chevrolet sales in May totaled 19 
cars and 26 trucks, against 14 cars 
and nine trucks in the same month 


sales traditionally | 








SCHOOLS GET PONTIAC PICTURES—E. R. 
Pettengill, right, assistant to the general man- 


resented a portrait of Chief 
Pontiac to Pete varts, president of the Pon- 
tiac high school student council. All of the 
city's 24 public and parochial schools were 
presented with the pletures. 


ager of Pontiac, 


last year. Ford sales comprised 13 
cars and five trucks in this year’s 
month, against two cars and five 
trucks in last year’s. Both dealers 
reported parts and service volume 
off as much as 25 percent. 

Sales improvements v were also re- 





In 3 im portant ways your SUN MAN can 









2, Increase Mechanics’ Skill 


Sun Training, conducted by your Sun Man, will bring the most 
modern methods of diagnosis to everyone in your shop. New 
mechanics and old timers will learn how to cut service time and 
how to increase their earnings as well as 
shop profits. Ask your Sun Man to schedule Sun Training in your 


insure greater accuracy... 


shop. There is no cost or obligation! 





glad to show you what modern methods of Sun psec ee g 
Diagnosis can do for you in dollars and cents. ' 5 
Your Sun Man will not only show you how... Is El ie C i 4 
he will help you do it. You pay nothing for 2 sue ectric Corporation j 
these Sun Services... they are available to a// ' 6327 Avendele fe Chicago 31, Iinois i 
owners of Sun Diagnosis equipment. Whether t 0 Se 9 t 
you own Sun equipment or not, your Sun Man 4 Booklet. 
will call and show you how owners and i 0 Also send name of my nearest Sun Mon, 
mechanics can increase their earning power! RIN isco enckersiemenranipiechmmenmvins ; 
x NE so ccskccanain atte s einsabiemeeidan a 
f Packed cuneducamiiad shan ere senkeoke a a 
GE#HE erectric CORPORATION i city ip tai caches esis uate ef 
ZORG. - .00ce MOM c0ccccceccnecesccccececeenns x 
6327 AVONDALE AVENUE CHICAGO 31, ILLINOIS Lan <n oe ae ee tk ee ee 





5, Improve Sales Methods - 


Today’s conditions call for modern sales meth- 
ods! Your Sun Man is well versed in methods 
used by the nation’s leading shops. He will be 


he can help you: 


HERE’S HOW TO GET 
“DOLLARS FROM. 
DIAGNOSIS” 


MAIL COUPON TODAY! 


HELP YOU INCREASE 
EARNING POWER 


Here’s a man who knows the automotive service 
business! Every day he helps to make it more 
profitable for both owners and mechanics! He’s 
your Sun Man, a neighbor and one of the 400 
Sun Representatives who cover the nation from 
coast-to-coast. He’s a mighty good man to know 
...in more ways than one. Here are three ways 


I, Secure Modern Equipment 


Improved testing equipment may be your answer to 
selling better repair service at greater shop profit. Per- 
haps the solution to your problem lies in the adoption 
of improved methods of using testing equipment. Your 
local Sun Man stands ready to study your particular 
problems and put to work for you Sun's experience with 
thousands of successful shops! 











ported by Buick and Chrysler-\e. 
Soto-Plymouth dealers. 


* * * 


Lincoln, Neb. 

Sales by Nebraska automolile 
dealers fell 2.1 percent in April 
below the preceding month, but 
were 11 percent higher than in 
April, 1948, according to statistics 
compiled by the department of 
business research, college of busi- 
ness administration, University of 
Nebraska. 

April business of Omaha auto- 
mobile dealers was found to be 2.2 
percent below the preceding month 
but 7.9 percent above April, 1948. 

* > . 


Montgomery 


New-car sales boomed in Mont- 
gomery county, Ala., during May, 
rising to 367 units, 64 more than 
for April. Dealers also reported a 
heavy month in service business 
and good used-car volume gener- 
ally. 

Capitol Chevrolet, Inc., selling 82 
ears (including seven taxicabs), 
went 32 units above its total for 
the previous month and outdid the 
closest competing line, Plymouth, 
by 36 units. 


Several significant advances 
were made in other lines. Olds- 
mobile sales totaled 21, compared 
with 10 for April; Pontiac 435, 
compared with 19 for April; Stu- 
debaker 20, compared with eight 
for April; Dodge 15, compared 
with five, and Cadillac seven, 
compared with one. 
Truck sales’ climbed 

from 79 to 84, 


Chevrolet led in the number of 
trucks sold, with 26, followed by 
Dodge with 22 and Ford with 19. 


Passenger car registrations for 
May and April were as follows 
(May figures first): Chevrolet, 82, 
50; Plymouth, 46, 35; Ford, 40, 55; 
Pontiac, 35, 19; Buick, 27, 24; Mer- 
cury, 22, 40; Oldsmobile, 21, 10; 
Studebaker, 20, 8; Dodge, 15, 5; 
Hudson, 12, 10; Lincoln, 8, 11; Cad- 
illac, 7, 1; DeSoto, 6, 5; Frazer, 
5, 2; Chrysler, 3, 5; Packard, 3, 2; 
Kaiser, 3, 5, and Willys, 2, 1. 

Truck sales for May and April 
| (May figures first) were: Chevro- 
let, 26, 37; Dodge, 22, 10; Ford, 
| 19, 13; GMC, 9, 7; Studebaker, 4, 2, 
| and International, i 

* - + 


Baltimore 


New-car sales maintained their 
upward trend in both the city of 
Baltimore and the state of Mary- 
land during May. In the city, new- 
ear sales for the month were 2,386, 
compared to 2,283 in April. 


Exclusive of Baltimore, sales in 
Maryland during May totaled 
3,195 new cars against 2,948 in 
| April. This brought the total of 
new cars sold in the first five 
| months of the year to 13,515. In 
Baltimore for the first five 
months of 1949, new-car sales 
| numbered 9,631, 
| Sales of new trucks in Baltimore 
|declined to 268 units, against 285 
in April. The rest of the state fared 
better with new-truck sales hitting 


slightly, 





|617 in May, compared to 586 in 
| April. 
In the first five months of the 


year, new-truck sales in Baltimore 
|totaled 1,357 units. For the state, 
excluding Baltimore, the figure is 
2,678 new trucks. 

In_ Baltimore, 
during May were: Buick, 182; 
Cadillac, 41; Chevrolet, 666; 
| Chrysler, 49; Crosley, 4; DeSoto, 
| 49; Dodge, 107; Ford, 249; Frazer, 
| 8; Hudson, 86; Kaiser, 33; Lin- 
coln, 21; Mercury, 66; Nash, 71; 
Oldsmobile, 149; Plymouth, 334; 
Packard, 41; Pontiac, 147; Stude- 
| baker, 80, and miscellaneous, 3. 
| New-truck sales in Baltimore 
during May were: Chevrolet, 93; 
Diamond T, 3; Dodge, 48; Ford, 49; 


new-car_ sales 





|GMC, 22; International, 21; Mack, 
| 4; Reo, 1; Studebaker, 6; White, 4, 
| Willys, 16, and miscellaneous, 1 

es * + 

Toledo 


New-car sales in Lucas county 
(Toledo) during May totaled 1,348 
units, compared to 915 in the same 
month last year, it is reported by 
the Toledo Automotive Trades 
Assn. 


AUTOMOTIVE NEWS WANT ADS have 
| been proven the quickest, least expensive 


;}method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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HEVROLET dealers in the 

4 Pittsburgh zone laid _ tne 
groundwork for well-directed sell- 
ing recently by going out to get 
the facts about customers. 

The result is a booklet, “Chev- 
rolet Sam Sells With Facts.” 


Some of the pointers turned up: 


“Survey shows that papa has 
the most influence when they pick 
the family car... .” 

“So Chevrolet Sam gives papa 
the full routine ... but he never 
forgets that mama also has a 
voice about color, style, how 
much papa should spend and a 
few other little things.” 

The survey indicated that 73 per- 
cent of new-car buyers are pros- 
pects for another car within two! 
years (24 percent plan to trade | 
every year, and 49 percent plan 
to trade every two years.)” 

“So Chevrolet Sam never fig- | 
ures a sale takes a prospect off | 
the books. No Sirree! He handles 
his customers with kid gloves 
- - »- he wants the three out of 
four to come back to him.” 

Preference for Chevrolet was | 

said to be based on its economy, 
smart appearance, low price. So| 
salesmen were advised to play up| 
these points. 

+ * + 

HE BOOKLET also contains 

pointers on used cars, truck 
sales, car and truck parts, repairs | 
and service: | 

On used cars, this was brought 
out: 

“Fellows ... the one fact that 
keeps cropping up over and over 
is that most people buy used cars 
only when they have complete | 
confidence in the dealer. 


“It means that in handling used 





ears, particularly, every transac- | 
tion ... and every phase of each} 
transaction ... has to be as clean 


as a Chevrolet guaranteed used 
car.” 
+ * om 

‘Sick Cat’ 
wit an eye to the advertising 

value of honesty in disposing 
of old used cars, Larry Dimmitt 
(Chevrolet-Cadillac), the oldest 
dealer in Upper Pinellas, Fla., re- 
cently advertised a “Sick Cat and 
Dead Dog Sale.” Among the items 
listed: 


1935 Ford coach. The fenders 
flap like a pelican on the uptake. | 
The radiator grille had an argu- 
ment with something, sometime, 
and it is still suffering. 

The doors fit good until you open 
them and then you had better step 
back quick. 


Glass in the doors? Of course | 
not—what did you expect? 
We gave this car a new paint | 
job which we guarantee for the 
life of the car or six weeks 
(whichever comes first). We re- 
fused $95 for the motor in this car 
a week ago; that was our mistake. 
We now offer this car for $96.75— 
$95 for the motor and $1.75 for all 
the rest of it including the paint | 
job. (The motor is good.) 
* * a 


Can You See an Angle? 


Smart ideas others use—maybe 
you can find a twist for your 
own business. A fan-belt maker 
has a_ so-called mystery man 
traveling the various territories 
of the country. The fan belt on 
his car needs replacing. Service 
station attendants who spot the | 
worn belt get a five-spot and | 
their picture in the firm's house | 

| 





organ. A lot of stations make 
good profits looking for the mys- 
tery man. 

* o* * 


June Touch 


ITH June the month for brides. | 
Stever-Wolford (Ford) is usine | 
this theme in his advertising cam- 
paign pushing used-car sales. 
The ads explain that “We can’t | 


Merchandising 


Memos to Dealers 














By Bob Finlay 


give you a bride but can sell you 
a car that will give you a long 
happy ‘honeymoon’.” 

Thomas J. Forsyth, used-car | 
manager, says the idea really paid | 
off. After one insertion of the ad, 
the firm sold nine used cars. 

* * a 
Swapping 

N HIS 33 years of auto sales, 

H. B. Peatling, Salina ‘(Kans.) 
Cadillac dealer here, says that the 
gift of knowing how to swap is a| 
valuable asset in the motor car 
business. 

In 1916, Peatling swapped farm- | 


| 
} 
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Dealer Adapts 
Latest Idea to 
Used-Car Lot 


STOCKTON, Calif.—In the belief 
that used cars would soon be a 
vital part of the new-car dealer’s 
business, John H. Eagal used a 
scientific approach in preparing his 
new lot which has just been 
opened. 

After months of planning and 
inspecting successful lots, Eagal 
had a miniature model built to 
scale. The object was to permit 
the handling of a maximum num- 
ber of cars and at the same time 
have good display and easy move- 
ment of cars. 

The physical layout has a front- 
age of 100 feet and depth of 150 
feet, with a 50 by 50 key lot in 
the rear corner. It is completely 
surfaced with black macadam, 
graded one fcot to 100 feet and all 
utilities are placed underground. 

The lot is surrounded on the 
outside by six-inch by six-inch 
posts secured in concrete. 
























SPOTLIGHT ON USED CARS—John H. Eagal (Ford), Stockton, Calif., says he believes 
used car merchandising will be the crux of the automobile business very shortly. Eagal 















































































lot of work’—for a Ford fran- radical 
chise. Since that time, Peatling 
has traded cars and trucks for oil 
royalties ahead of production, 
among other things. He has han- | 
dled 10 different makes of cars 
since coming to Salina in 1926. 
* * * 


we're not planning any 
changes or announcements, 

“We trade or buy our used cars 
from the public at a fair figure, 
and then we sell them back to 
the public as favorably as possi- 
ble after making sure that they 
are in good condition. 


“We're careful about what cars 
|We handle, though. We will not 
| knowingly sell at retail any auto- 
|mobile that has been in a major 
|collision or that was _ previously 
|/used as a taxicab. When we sell 
you a car we sell it in gocd faith, 
without unusual promises and with- 
out anything added to the price 
|}to cover such promises.” 


Fair Deal 


M H. BURY of Philadelphia puts 
"fe his dealer policy this way: 
“We cffer no panacea. We don’t 
pretend to be more liberal than 
We still give the 
same 30-day guarantee that we’ve 





given for the past 17 years. And 
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Current Prices 
On New Cars 


The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT include transportation 
charges, state sales taxes, or optional 
equipment. 


BUICK—Super Series 50—4-dr. sed., $2,- 
157; 2-dr. sed., $2,059; conv., $2,583; stat. 
wag., $3,178; Roadmaster Series 70—(Dy- 
nafiow standard)—4-dr. sed., $2,735; 2-dr. 
sed., $2,618; conv., $3,150; stat. wag., 
$3,734. 


CADILLAC—Series 61—4-dr. sed., $2,- 
893; sed. cpe., $2,788; Series 62—4-dr. sed., 
$3.050; sed. cpe., $2,966; conv., $3,497; 
Series 60 Special—4-dr. sed., $3,828; Series 
756—5-pass. sed., $4,750; 7-pass. sed., $4,- 
970; 7-pass. Imperial, $5,170; 9-pass. sed., 
$4,650; 9-pass. Imperial, $4,839. 


CHEVROLET — Fleetline Special — 4-dr. 
sed., $1,460; sed. cpe., $1,413; Fileetline 
Deluxe—4-dr. sed., $1,539; sed. cpe., $1,- 
492; Styleline Special—4-dr. sed., 
2-dr. sed., $1,413; club cpe., $1,418; bus. 
cpe., $1,339; Styleline Deluxe—4-dr. sed., 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; 
conv., $1,857; stat. wag., $2,267. 


CHRYSLER — Royal (six) — 4-dr. sed., 
$2,158.75; club cpe., $2,138.75; Windsor 
(six)—(Prestomatic standard)—4-dr. sed., 
$2,353.50; club cpe., $2,332.50; conv., $2,- 
766; Saratoga (eight)—(Prestomatic stand- 
ard).-4-dr sed... $2.640: club cpe.. §2.- 
613.75; New Yorker (eight)—(Prestomatic 
standard)—4-dr. sed., $2,760.75; club cpe., 
$2,734.50; conv., $3,240.75. 


CROSLEY — 2-dr. deluxe sed., $959 
conv., $959; stat. wag., $991. 
DeSOTO—Deluxe—4-dr. sed., $2,006.25: 


club cpe., $1,995.75; Custom—(Tiptoe Shift 
standard)—4-dr. sed., $2,193.75; club cpe. 
$2,175.75; conv., $2,598. 


DODGE—Waytarer—2-dr. sed., $1.757.50; 
roadster conv., $1,747; bus. cpe., $1,631.25; 
Meadowbrook—4-dr. sed., $1,868.25: Coro- 
net—4-dr. sed., $1,947.25: town sed., $2,- 
031.50: club cpe.. $1,933.50; conv., §2,- 
348.50. 


FORD — Six — 4-dr. sed., $1,472; 2-dr. 
sed., $1,425; bus. cpe., $1,333; Custom Six 
—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; 
club cpe., $1,511; Eight—4-dr. sed., $1.546: 


2-dr. sed., $1,498.50; bus, cpe., $1,419.50; 
Custom Eight—4-dr. sed., $1,637.50; 2-dr. 
sed., $1,590; club cpe., $1.595.50; conv., 


$1,948.50; stat. wag., $2,263.50. 


FRAZER—4-dr. sed., $2,395; Manhattan 
—4-dr, sed., $2,595. 


HUDSON — Super Six — 4-dr. sed., $2,- 
206.50; 2-dr. sed., $2,156; club cpe., 
$2.292.25: bua epe., $2.053.25: conv.. $2.- 
798.75; Super Eight—4-dr. sed., $2,295.50; 
2-dr. sed., $2,245; club cpe., $2,292.25: 
Commodore Six—4-dr. sed., $2,382.75; club 
cpe., $2,358.50; conv., $2,951.50; Commo- 
dore Fizht—4-dr. sed.. $2,472; club cpe., 
$2,447.75; conv., $3,010.75 


KAISER — Special — 4-dr 
Traveler, $2,088; Deluxe—4-dr., 
195; Virginian, $2,995. 


LINCOLN — 4-dr. sed., 
epe.. $2.527; Cosmopolitan 
$2.2%38: sport. sed.. $3.238; 
185.50; conv., $3,948. 

MERCURY—4-dr. sed., $2.031; club cpe.. 
$1.978.50; conv., $2.409.50; stat. wag., $2,- 
715.50. 

NASH — 600 Super — 4-dr. sed., $1,811; 
2-dr. sed., $1,786; club cpe., $1,808; 600 
Super Special —4-dr. sed., $1.849; 2-dr. 
sed., $1.824; club cpe., $1,846: Ambassador 


sed., $1,995; 
sed., $2.- 


$2,574.50; club 
4-dr. town sed. 
club cpe., $3.- 


Super—4-dr. sed., $2,195; 2-dr. sed., $2,- 
170; club cpe., $2,191; Ambassador Super 
—Special—1-dr. sed., $2,243; 2-dr. sed., 


$2,218; club cpe., $2.239; Ambassador Ous- 
tom—4-dr. sed., $2,363; 2-dr. sed., $2,338; 
club cpe., $2,359 

OLDSMOBILE — Series 76 — 4-dr. sed. 
£1 RR2 ‘deluxe, $1.974): 4-dr town ned 
$1.821 (deluxe, $1.963); 2-dr. sed., $1,758 
(deluxe, $1,900); club cpe., $1,732 (deluxe, 
$1,873); conv., $2,148: stat. wag. deluxe 
$2,894; Series 88—(Hydra-Matic standard) 
—4-dr. sed., $2,244 (deluxe, $2,375); 4-dr 
town sed., $2,233 (deluxe, $2,364): 2-dr 
sed., $2,170 (deluxe, $2,301); club cpe., 
$2,143 (deluxe, $2,274): conv., $2,559: stat 
wag. deluxe, $3,296; Series 98 — (Hvdra- 
Matic standard)—4-dr. sed., $2.590 ‘deluxe 


$2,594); 2-dr. sed., $2,426 (deluxe. $2.- 
520); conv. deluxe, $2,973. 

PACKARD — Eight — 4-dr. sed., $2,249 
2-dr. sed., $2,224; stat. wag.. $3.449; De- 
luxe Elght—4-dr. sed., $2,383: 2-dr. sed 
$2,358: Super — 4-dr. sed., $2,633; 2-dr 
sed., $2.608; Super Deluxe — 4-dr. sed.. 
$2,919; 2-dr. sed., $2,894; conv., $3,350; 
7-pass. sed., $3,950; lim., $4,100; Custom 
—(Ultramatic standard)—4-dr. sed., $3,- 


975; conv., $4,520. 


PLYMOUTH—Deluxe P'17—bus. cpe., $1,- 
385.75: Suburban, $1,855; Deluxe P1s— 
4-dr. sed., $1,566; club cpe., $1,534.25; 
Special Deluxe PI8—4-dr. sed.. $1,644; 
club ecpe., $1,617.50: conv., $1,997: stat 
wag.. $2.387 


PONTIAC—Streamliner Six—4-dr. 
$1,740 (deluxe, $1,835); sed. cpe., 
(deluxe, $1,784); Streamliner Eight—4-dr 
sed., $1,808 (deluxe, $1,903); sed. cpe., 
$1,757 (deluxe, $1,852); Chieftain Six 
4-dr. sed., $1,761 (deluxe, $1,856); 2-dr 
sed., $1,710 (deluxe, $1,805); club cpe 
$1,710 (deluxe, $1,805); bus. cpe., $1,587 
conv, deluxe, $2,138; stat wag., $2,543 
(deluxe $2,622); sed delivery, $1,749 
Chieftain Eight—4-dr sed $1,828 (de 
luxe, $1,923); 2-dr. sed., $1,778 (deluxe 
$1,873); club cpe., $1,778 (deluxe, $1,873) 
bus cpe $1,655: conv deluxe, $2,205 
stat. wag., $2,611 (deluxe, 2,690); sed 
delivery, $1,816 


STUDEBAKER — Champion Deluxe — 
4-dr, sed., $1,688.50; 2-dr. sed., $1,656.75: 


sed., 
$1,689 


club cpe., $1,683; bus. cpe., $1,588.25: 
Champion Regal Deluxe—4-dr. sed., $1.- 
762; 2-dr. sed., $1,730.50; club cpe., $1,- 


756.75; bus. epe., $1,662; conv., $2,086.25: 


Commander Deluxe—4-dr. sed., $2,019.25: 
2-dr. sed., $1,987.75; club cpe., $2,014 
bus. cpe., $1,919.25: Commander Rexal 
Deluxe—4-dr. sed., $2,140.50; 2-dr. sed., 


$2,108.75; club cpe., $2,135; bus. cpe., $2,- 
040.50; Land Cruiser 4-dr. sed., $2,327.75 
conv., $2,467.59. 








WILLYS-OVERLAND Jeepster conv 
$1,602.22; 4-cyl, stat. wag., $1,708.89; 
6-cyl, stat. wag., $1,814.14; 6-cyl. stat 





sed., $1,866.29. 






$1,460; | 


Highways & Safety... 


UTOMOBILE dealers in all s2c- 
“% tions of the country have been 
| given a sterling example to follow 
in the field of traffic safety by the 
franchised dealers 
Okla. 

The city of Stillwater was 
cently awarded top honors by the 





in sustained no- 
death records 
among cites of 
more than 10,000 
population. For 
10 years, the city 
| has not had a traffic death. 





Such a remarkable record is not) 


Stillwater, citizens credit the mark | 


| achieved by any one group and in 


| to cooperation among the city’s 
| businessmen, teachers and police 
| department. 


Franchised dealers in Stillwater 


of Stillwater, | 


re- | 


National Safety) 
Council for lead- 
ing the country 


Dealers Share Honors 
In Town’s Triumph 


were the first group in the state 
to subscribe funds 100 percent to 
the Oklahoma safety council. 


Their participation in the city’s | 


traffic safety campaign is active 
and many of them have served 
on Stillwater’s safety council. 

From time to time various deal- 
|ers appear before driver-training 
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safety by the city’s franchised 


dealers. 

The junior chamber of commerce 
annually sponsors a safety lane 
and every one of the dealers sends 
used cars through the checkup. 


Stillwater’s traffic problem was 
a complicated one for a city its 
| size since Oklahoma A. and M. 

college is located there. The pop- 

ulation of the town is 18,000 

while the college has about 12,000 

students during the academic 

year. 

Athletic events attract between 
| 70,000 and 80,000 visitors a year, a 
fact which makes the city’s traffic 
record even more outstanding. 


| To aid out-of-town drivers, Still- 


| 
| 
| 
| 


| classes at the high school to make | water provided well-marked streets, 


|talks on safe driving. A number| plenty of 
have appeared on the radio for the | identified school zones and strate- | 


| same purpose. 

| Dealers alternate in sponsoring 
a series of safe driving advertise- 
ments in the Stillwater News- 
Press. Another activity is the dis- 


playing of badly-wrecked cars on | Stillwater 


the high school grounds. 
* * * 
N THE service end, dealers have 
instructed their mechanics to 
make safety checks of all cars 


| gic placing of traffic officers during 
peak traffic periods. 
* + 





stop signs, distinctly 


% 


a safety education is a 
fundamental ingredient of the 
system. Beginning in 
kindergarten and 
through high school, children are 
taught the fundamentals of traffic 
safety. 


Cooperation among all inter- 


they serv’ce. Used cars, before be-| ested parties and an assumption 


ing sold, are always checked for! that no one is too old or too | countries. 


. . | 
continuing) 








23 


young to learn how to be careful 
and understanding to save his 
own life are what made Still- 
water a safe city. 

There is no better testimonial to 
the effectiveness of the program 
than to point out that there hasn’t 
been a traffic fatality since Jan- 
| Mary, 1939. 

—Bos Gorpon 


N atonal Céile 
Is Advocated 


A nationwide uniform traffic 
|code to eliminate conflicting driv- 
jing regulations among the states 
was one of the recommendations 
|advanced at the eastern conference 
|of motor vehicle administrators in 
| New York. 


The conference also heard pleas 
|to ban parking on highways, and 
|advocating the use of vehicle in- 
|spection programs. 

Another resolution declared the 
federal government could not 
pledge the partic‘pation of the U.S. 
in an international agreement on 
recognition of motor vehicle light- 
ing equipment utilized by foreign 








50" birthday of the 
company whose products you know 
by the trade-mark: TIMKEN 


OBODY likes to buy a “pig in a 
poke”. In America you don’t have 


removable rock bits. 
Experience over the years has shown 


SINCE 1899 THE TIMKEN ROLLER 
BEARING COMPANY HAS BEEN 


HELPING AMERICAN INDUSTRY 


GET THE MOST FOR ITS MONEY 





to. You’re protected by trade-marks like 
“TIMKEN”. 


Registered as a trade-mark in the 
United States Patent Office,“- TIMKEN” 
identifies products made by The Timken 
Roller Bearing Company: Timken ta- 
pered roller bearings, Timken alloy 
steels and seamless tubing and Timken 





Timken products to be the finest in their 
respective fields. And many thousands of 
men and women are working hardto keep 
them that way. No wonder it has become 
a habit throughout industry to look 
for the trade-mark “TIMKEN”. The 
Timken Roller Bearing Company, Canton 
6, Ohio, Cable address: “‘TIMROSCO”. 
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Its Great to be 


| ac 


\ 
a 


\ 
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| | Here are some of the reasons why.. . big reasons 


for the kind of all-round support every Ford Dealer gets. 


Lr. 


iS Ss 


In products, in service, in advertising, in organization 


AY _n«' 
. -- Ford Dealers are out front with Ford! ods 
Sy 



























Ford Dealers are “out front” with the 49 Ford 
—the “Fashion Car of the Year”... winner of the G 
Fashion Academy Gold Medal! It’s the only completely re- 





designed car in its field . . . the only car in its field that offers 

the smooth performance and sweeping power of a 100-horsepower V-8 Engine. 
No wonder there’s a new Feel in driving—the new Ford “Feel,” 

acclaimed by the public from coast to coast! 


FORD TRUCKS 


Ford Dealers feature a great 





new line of Ford Bonus Built Trucks—more than 
150 models to meet every hauling need. . . every one Ft 
built stronger to last longer! By 





tic 





FORD SERVICE 


Ford Dealers can offer the tangible advantages of four-way 

Ford Service . . . Ford-trained Mechanics, Factory- 
approved Methods, Factory-recommended Equipment and Genuine 
Ford Parts. They add up to year ’round service profits! 





GENUINE FORD PARTS 


Wherever Ford Dealers are located, 
they have access to a good supply of Genuine 
Ford Parts ... identical twins of the parts 
built into Fords at the factory. 
There are real parts profits 
available for Ford Dealers! 
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FORD ADVERTISING 


Ford backs its dealers 
with advertising that’s as 


























FORD INDUSTRIAL ENGINES 


Products of Ford’s renowned progressive engineering, 


the five great new models in the Ford Industrial fresh and distinctive ts 


its cars. Ford advertising 
embraces all media, including 
magazines, newspapers, 
radio, television, posters, 
direct mail and showroom displays. It consistently commands 
top readership . .. has won many advertising awards for 
excellence. And Ford advertising is hard-selling advertising 
that works day in and out to bring more customers to Ford 
Dealerships, for more sales and more profits in all departments. 


Engine line create extra profit opportunities 

for Ford Dealers. They’re built with all the famed 
Ford economy and reliability .. . they’re building an 

ever-increasing market in scores of applications. 


\ Spell extra profits for Ford Dealers. FORD ASSEMBLY PLANTS 
A full line of fine accessories, AND PARTS DEPOTS 


wT f designed for Ford Cars and Trucks, bring Are conveniently located 
in steady business all year ’round! throughout America to provide 
dealers with new cars and 


trucks quickly and economically .. . 
to provide Genuine Ford Parts 
| Czas eS for every service need! 






if) 


FORD ORGANIZATION 


The Ford Motor Company is rich in 
experience—yet new in outlook, 
progressive and aggressive. It’s directed 
by a new management team that’s proved 
its outstanding ability. This organiza- 
tion, its facilities and material resources, 
stand behind every Ford Dealer! 





Pv rig 


8,208,130 FORDS ON THE ROAD 


Ci 
Seo 
~ 






iy 


That’s the result of real product appeal. 
It represents a backlog of users uniquely loyal 
to Ford products—a profitable market 
\ for the better and better products 
Ford Dealers will have to sell. 


| \ 6400 Ford Dealers, in a close-knit, well-informed organization 
\ 


/ have these and many more advantages with their Ford franchises. 


Year in, year out, it’s great to be a Ford Dealer! 
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Commercial Car News 


Truckin’ 
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--+ by Jack Weed 





FTER six months of promising, 


I finally got out to see Les| 
(Olt- | 


Oltman’s new body plant 
man-O’Neill Co.) in Centerline, a 
little industrial suburb of Detroit. 
The incident that finally activated 
me was to see the pilot models of 
a large government post office 
order start down that 3,020-foot as- 
sembly line—and when I say 3,020 
feet, I mean just that. 


Les’ plant is in the neighbor- 
hood of the Dodge truck plant 
and for a minute I thought per- 
haps we had wandered into the 
Dodge plant by mistake. The new 
bodies were being mounted on 
Dodge chassis, and the combina- 
tion of that long expanse of unit 
ass-mbly on one side of the main 
building and the line of Dodge 
trucks with bodies mounted com- 
ing up the line on the other, made 
one think he was in a truck 
manufacturing plant for sure. 


Les had been telling me ever 
since he: started construction on 
the new plant that he was new in 
shape to turn out all-steel bodies 
not only on a quality basis but in 
a volume that would give him as 
low a unit cost as any truck plant. 
And if I am any judge, he isn’t 
stretching the truth one iota. 

o - * 


pas new plant, less than a year 
old, is not yet entirely finished. 
It is laid out so that material 
received through big doors on the 
bays on one side of the building 
is cut up and formed, welded into 
assemblies, moved over to that 
long assembly line that stretches 
almost into the rising sun, and 
gradually but fast becomes Pack- 
ette, Postoffice, Ford Forward con- 
trol or some other type of body. 


Specially designed machinery cuts 
manufacturing corners. The latest 
evens and spray booth hurry paint- 
ing operations and assembly-line 
construction enables volume pro- 
duction. Two lines are being used 
at present, three can be utilized if 
needed, while one finish line brings 
the bodies mounted on their chassis 


| “conform” to the greatest num- 
ber of uses. 

The rapid growth of this com- 
|pany since its conception in the 
early days of postwar seems to in- 
|dicate that Les built on a firm 
foundation. 

In the front office are two guys 
who have fought the truck game 
together under two different ban- 
|ners. Prewar, Les Oltman was a 
| sales engineer for Dodge under the 
direction of Joe Burke, then Dodge 
|truck sales manager. 


the Oltman-O’Neill Co. 
truck men who know the “biz” and 
how trucks are sold. 

+ + + 


Olds 88 and a hurried jaunt up 
|to Saginaw to “catch” the cere- 
|}monies incident to the opening of 
Harold Draper’s enlarged truck 
service facilities and the celebra- 
tion of his 23rd year as a Chevrolet 
dealer, got me into a slight bit of 
trouble, and I want to warn any of 
|my readers whose business takes 
them to this old “cork pine” lum- 
|bering town that now houses so 
|many General Motors plants: Keep 
}under 25 miles per hour from the 
|time you enter the corporate limits 
or it’ll cost you money. 

It did me. 

Herb Howerth of Alemite went 
up with me to look “Drape’s” 
operation over, We had been 
skimming along to be sure to get 
there in time to have a few words 
with Draper before the crowd 
made that impossible and, al- 
though I had cut down to what 
seemed a crawl, the watchdog of 
the fine-hungry metropolis gave 
us a ticket for exceeding the city 
speed ordinance—my first in over 
23 years. So the trip turned out 
to be a dual 23-year celebration 
—only I celebrated by writing a 
check, which I don’t think would 
have been accepted had “Drape” 
not vouched for me. 

I don’t really know which to 
|blame for my being caught, the 
effortless push of that Kettering- 





through the paint and “decor” op-| designed Rocket engine or the fact 
erations back to the front end of |that Herb and I got all mixed up 


the building ready for shipment. 

When the final engineering and 
“mock-up” building is complete, 
it will put “30” on the realization 
of a program that started when 
Les came up with a firm convic- 
tion that the body sells the parcel 
delivery truck—and that bodies 
for this service could be better 
built in an independent body 
building plant where initial de- 
sign could be grounded on the 
need of the vocation to be served, 
rather than on a body that would 


Selling Transportation Avoids ‘Deals’ 


EPORTS from both truck equip- 

ment distributors and _ body 
manufacturers indicate that dealers 
are again swinging back into sell- 
ing complete trucks, instead of 
pushing out cab and chassis at 
whatever price is offered by the 
buyer. 

This is not only an indication 
that dealers are beginning to get 
over the hysteria that seems 
have gripped so many during the 
past few months, but that sales- 
men are beginning to get out and 
make calls. 

Reports from dealers in widely 
scattered areas say that calls and 
the promotion of transportation 
selling is getting results in truck 


to | 


}on an unmarked lane in the center 


| four corners of the town which, to | 


|Saginawians, means that you are 
|to make a left-hand turn so ap- 
|proaching traffic all swings right 
{in front of you but which to the 
| uninitiated (meaning me) meant 
|going straight through the inter- 
| section. 
wildering to have the light change 
and a whole line of approaching 
|traffic start to pull across your 
|nose. It made you feel that you 
| (See TRUCKIN’, Page 39, Col. 1) 


| 


sales that show a _ satisfactory 
profit. 

Body manufacturers claim that 
they are getting more dealer in- 


quiries now than at any similar 
time since the first of the year, 
indicating that dealers are getting 
nibbles on fleets of fully equipped 
trucks for specific hauling prob- 
lems. 
x o* * 
ITH driver and labor costs at 
an all-time high, the dealer 
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Orders Built on Confidence . . . 
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Service Develops Sales 


ANY truck dealers would not|of their make of truck on using| be surfeited with offers of 
get a goodly | and-chassis” at low prices. 


now be over - stocked 


“firesale” tactics 


inventories, 


market by 
move heavy 


and 


would not have to disrupt the 
to 
if they 


| their service, still 





operation, it is reported. 


|had built a sound base for their | * *# #* 


Today Joe | 
|Burke is master-minding sales for | 
two good | 


| 
| 





“gold rush” days of postwar. 


‘oned observers. 


While all truck dealers are 
now being affected by keen com- 
petitive conditions, those who 
have good experienced salesmen 
and have a thorough understand- 
ing and knowledge of their trad- 
ing area truck-wise, are much 
less affected than those who 
must still build such a ground- 
work for their operations. 





DUMPS BRICK IN A PILE—This special brick hauling body operated by a hydraulic hoist | 

| loads and unloads 3,000 bricks to a load—a pay-load of approximately 29,000 pounds. The 

| truck is a Diamond T equipped with 11.00x20 12-ply tires, auxiliary transmission, mee 
e bric 


auxiliary fuel tank, tachometer, heater and 


'truck operations during the early | (WHESE are the type of dealers | 
who realize that offering a cus-| 

This is the contention of sea-|tomer the proper type of body and 
| equipment for the work the truck 
in many | 
cases sells the truck. The buyer | 
knows that the dealer he is doing 
truck | 
business and his hauling problem. | 
Since trucks are bought, in the} 

| main, on a cost-of-operation basis, 
|if the dealer makes an effort to} 
| sell trucks this way instead of | 
merely resorting to selling “deals,” 
Dealers with good truck service,| any businessman truck operator | 
who have made it a major part of| will listen to a cost-of-operation 
their operation to sell the owners! sales approach even though he may 


| T= combination of trying out an | - 


| is being bought to do, 





business with knows the 


Show ‘Em How It Saves 


defroster, road and signal lights. 


| body is built by American Truck and Body Co., Martinsville, Va. The special equipment and 
| change-over items on this truck represent a profit to both dealer and salesman as much as, 
| if not more, than the normal profit in the cab and chassis upon which they are mounted. 








HE DOESN'T HAVE TO GO BACK—Selling Paul Perrin, plumbing contractor of Long | 


Beach, Calif., this low-hung Route Van was not a hard job when it was pointed out how 


| he could operate a work shop on wheels that would not only carry all of his tools and 
| equipment but had plenty of space for a stock of varied fittings. Now, he says, he can 


truthfully advertise that he does not have to go back to the shop for anything on any 
plumbing job. The height of this body enables him to work at his pipe-cutting bench in 
comfort. Selling trucks like this is selling transportation plus and takes the sale out of 


the ‘'deal"’ class. 


who makes a study of the hauler’s 
needs and comes up with an engi- 
neered suggestion that saves time 
in handling loads or increases de- 
livery routes, can always get a 
hearing from the truck operator 
or business house. 

Seemingly, during the past few 
months many truck dealers have 
overlooked the fact that compe- 
tition has come back to many 
lines of business, in addition to 
the truck business, and that one 
of the major costs of many busi- 
nesses is the cost of delivery or 
transportation of products, Deal- 
ers also seem to have overlooked 
the fact that many retail firms 
who discontinued their delivery 





service during the war as an un- 
necessary expense when business 
was flush, are again prospects for 
new delivery equipment as an aid 
to keeping their sales volume up. 
The new low panel bodies on the 
forward-control chassis make ex- 
|cellent delivery units for grocers, 
hardware stores, retailers of elec- 


|trical household units and pianos, | 
|}as well as many other commodities | 


| Where having the load at near-curb 
| height is an advantage in handling 
|the merchandise or where head- 
|}room is advisable. 


a * * 
|"(.HESE trucks also fit in nicely 
| * for “workshops on _ wheels.” | 


| (Continued on Page 40, Col, 3) 


share of fairly clean deals and| 
continue to have a very profitable | 


“cab- 


And as one prominent truck 
factory sales manager tells his 
dealer organization: “A dealer is 
not a truck dealer if he only 


offers cab and chassis to his 
customers.” 
An excellent example of what 


can be accomplished by a dealer 
who takes his truck business seri- 
ously is the Draper Chevrolet Co., 
Saginaw, Mich. 
* * ok 

N CELEBRATING 23 years of 
automotive retailing in Saginaw 
| as well as the opening of additional 
truck service facilities, Draper 
Chevrolet epitomizes the fact that 
those dealers who are usually most 
successful as truck merchants also 
provide good truck service for 
their customers. 

To achieve the sale of the vol- 
ume of trucks it sells each year, 
this company had to do more 
than just put a sign over the 
door announcing to the world 
that here was a Chevrolet truck 
dealer. The firm had to develop 
a customer following, and serve 
the truck operators in its trading 
area with not only the right 
truck for the job inasfar as the 
customer would allow them to 
engineer the specifications and 
equipment, but provide the best 
truck service facilities in_ its 
area. 


Without counting trucks in 
fleets, Draper Chevrolet comes as 
near to servicing every truck it 
has sold as is possible. Including 
| fleet owners, the firm is currently 
servicing 75 percent of all of the 
Chevrolet trucks in the area. Most 
of these trucks are serviced on a 
recular schedule basis. 

Cards are mailed out to those 
customers who will respond to a 
| mail notice, and telephone calls are 
|made to the others a couple of 
| days in advance of their “date” in 
the service shop. The appointment 
time is made to fit in with the 
working hours and habits of the 
customer in order to cause him the 


least inconvenience and loss of 
time. 
a * * 
Y SCHEDULING trucks into 
the service shop at stated in- 


tervals on what practically amounts 
to a preventive service basis, many 
| truck dealers who make it a point 
to sell truck service have found 
that customers can so arrange 
their work that night operation is 
not essential to providing good 
1) 





(Continued on Page 29, Col 









Top Trucks 

New truck registrations for 
three months, plus 47 states for 
April and 14 for May: 


1949 Pos. Make 1948 Pos. 
1—114,819 Chev, 104,717— 1 
2— 55,893 Ford 75,730— 2 
3— 38,842 Dodge 42,232— 4 
4— 32,305 Inter’ 48,795— 3 
5— 25,382 GMC 24,043— 6 
6—- 19,002 Stude. 17,998— 7 
7— 15,084 Willys 24,746— 5 
8— 2,988 White 4,476— 8 
9— 2,209 Diam. T 3,950—10 
10— 2,081 Mack 3,903—11 
l1l— 1,615 Reo 4,408— 9 
12— 1,267 Divco 2,225—12 
13— 714 Autocar 1,057—15 
14— 571 Brockway 1,290—14 
15— 515 Federal 1,898—i3 
16— 416 Crosley 9138—16 
1j— 160 FWD 353—17 
13— 145 Kenworth 138—i9 
19— 73 Sterling 188—138 
Total All Makes 
315,418 364,317 


For further details see pag 


22, today’s issue. 
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Highway Safety Foundation Finds... . 


Highway Standards 
Meet Army Needs 


WASHINGTON.—Military high-, 
way transportation requirements | 
can be met almost entirely by 
present design standards for both | 
highways and heavy motor ve- 
hicles, according to a report re-| 
viewed by the Automotive Safety 
Foundation. 

Topping the list of military high- | 
way needs is a relatively small | 
“connected system of highways in- 
terstate in character.” 


This is shown in the special re- 
port issued by the National Mili-| 
tary Establishment reflecting cur- 
rent coordinated views of the 
Army, Navy, Air Corps and Muni- | 
tions Board. The report was sub- | 
mitted by the military establish- 
ment to the commissioner of pub- | 
lic roads in accordance with terms | 


of the Federal Aid Highway act | 
of 1948. 


The act directed the commis- 
sioner to further report on “High- 
ways for National Defense,” in 
cooperation with the Secretary 
of Defense. 

A review of the report was meade 
at the recent Louisiana highway 
conference by D. K. Chacey, high- | 
way engineer transportation corps, 
Department of Army. 


As reported by Chacey: 


“The national military establish- | 
ment considers a relatively small | 
‘connected system of highways in- 
terstate in character,’ constructed 
to the highest practical uniform 
design standards, essential to the 
national defense, and because of 
time required and cost, such a sys- | 
tem must be planned for and con- | 
structed during peacetime. 

“The transportation utilization 
experience of the military forces 
during World War II was the ba- | 
sis for recommendations as_ to 
routes that should become a part 
of the National System of Inter- 
state Highways, and it is believed 
that this system will, in large part, | 
provide the principal system of 
connecting highways to serve the 
national defense. 

“That urban arterial highways 
should be given equal considera- | 
tion, in their development to the) 
highest practical standards, with 


the National System of Interstate | 


Highways and other strategic | 
highways. 
“That circumferential routes in| 


large cities are potentially of | 
greatest value to the national de- | 
fense from the standpoint of move- | 
ment of cargo and personnel by | 
highway transportation when lo-| 
cated in the outer development ad- | 
jacent to smaller buildings and | 
serving as many as possible of the 
transportation terminals and _ in- 
dustrial areas. 


“That all highways of the con- 
nected system 0 of h’ shways inter- 





Ark. Governor 
Against Rise 


In Load Limit 


LITTLE ROCK, Ark.—The state 
highway commission was to be told 
by Gov. McMath at its June 24 
meeting that it had no authority 
to raise the maximum gross load 
limit from 32,000 to 36,000 pounds 
for tandem or two-axle trucks. 

As previously reported in AvuTo- 
MOTIVE <.*w*. the resolution § in 
question was approved over the 
personal protests of several com- 
missioners who asserted they were 
voting for it “because of a promise 
Gov. McMath made truckers in 
obtaining passage of a 1949 act 
increasing the truck license fees.” 

“In my opinion,” said commission 
attorney Murray O. Reed, “the act | 
raising the fees did not authorize | 
the commission to increase the load | 
limits.” 

Concern over the commission’s | 
action was expressed by a i 
of engineers and commissioners. 
They feared any increased load | 
limits would further damage Ar- 
kansas’ battered highways. 

It is believed in some quarters 
here that the commission will re- 
scind its action raising the maxi- 
mum gross load limit for trucks. 


| 
| 





|ment cf highway systems, 
| velopment of additional factual in- 
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state in character, which includes 
the National System of Inter- 
state Highways and other offi- 
cially designated highways of 
strategic importance, incorporate 
in the functional design the prin- 
ciple of controlled or limited ac- 
cess, unless such construction is 
found to be not feasible. 
“That subject to the improve- 
the de- 


formation on the economics of 
motor vehicle size and weight for 
highway use and on traffic-ability 
'of soils for vehicles for off-road 


use, the following ‘General Speci- right to lefts, M. 





NEW GMC TRUCK ROLLS—Executives of General Motors’ GMC Truck & Coach were on 
hand to watch the first heavy-duty H models roll off the assembly lines at Pontiac. From 


27 


78,000 pounds. The gross weight 
of the vehicle or combination of 
vehicles will not exceed 36,000 
pounds if the distance from ex- 
treme front axle to the extreme 
rear axle is 10 feet or less and 
will not exceed 850 pounds for 
each additional foot of this di- 
mension. 

“(b) Tracked Combat Vehicles 

. Height—150 inches. 

. Width—144 inches. 

. Gross Vehicle Weight — 160,000 
pounds. 

. Ground pressure 12.5 pounds per 
square inch. 

. For vehicles less than 60,000 
pounds: Weight per linear foot 
(in pounds) equals 3,000 + .06 
times (gross weight (in pounds) 
minus 8,000). 

. For vehicles 60,000 pounds or 
over: Weight per linear foot (in 
pounds) equals 20.000 times 
gross weight in pounds; divided 
by (160,000 plus gross weight in 
pounds). 

“Movement of vehicles of the 





D. Douglas, general manager; J. E. — sales manager of the truck general purpose type would be fre- 





fications and Limitations in De- division; P. G. Dempsey, superintendent of truck production; J. S. Falberg, factory manager. ee : 
| sign’ reflect the highway design ~ quent and similar to normal civil- 
| requirements: trailers, 50 feet; c. other combi- spaced more than 7% feet from | jan traffic movements. 

“(a) General Purpose Vehicle nation, 65 feet. the nearest adjacent axle will| “Movement of vehicles of the 
1. Height—132 inches. 4. Axle load—No axle spaced be- exceed 18,000 pounds. |tracked combat type or wheeled 
2. Width—96 inches. tween 3% to 7% feet of nearest |5. Gross Vehicle Weight—-The gross|combat vehicles which develop 
3. Length—a. Single vehicle, 35] adjacent axle will carry more vehicle weight of any general | similar critical loads would be in- 

feet; b. truck tractors and semi- than 16,000 pounds. No axle purpcse vehicle will not exceed | frequent and controlled.” 
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PUT THE A ON BIGGER LOADS...make extra truck sales! 


Truckstell 10-wheelers 


OUR customers can carry from 

26,000 Ibs. to more than 50,000 
Ibs. GVW with Truckstell 10-wheelers. 
These tandem axle conversions pro- 
vide the answer to your customers’ 
dual problem of building up profit- 
able payloads and meeting highway 
loading restrictions. 


Truckstell 10-wheelers pay off to 


you in two ways: 


st gt cS aK 


THE KEY TO MAXIMUM 





sey Be 


increase legal payloads 


(1) They increase your mew truck sales by ena- 
bling you to offer heavy-duty equipment. 

(2) They give you a source of profitable business 
in the conversion of existing trucks. 

Your Truckstell distributor will co- 
operate with you in the application of 
Truckstell 10-wheelers and other 
Truckstell equipment to provide com- 
plete trucks, matched to the job. Write 


‘for information on the complete line. 


S77 SLi 
ON aya TRUCK SAL¢ 





TRUCKSTELL 


NATION-WIDE SALES AND SERVICE FOR 


BAUMIS DUAL AXLE DRIVES 

TRUXMORE TRAILING 3RD AXLES 
SUPERIOR 4-WHEEL CENTER CHAIN DRIVES 
WATSON AUXILIARY TRANSMISSIONS 
TRUCKSTELL TIP-TOE-MATIC OVERDRIVES 
CLARK 5-SPEED TRANSMISSIONS 

SUN ELECTRIC TACHOMETERS 

AUSTIN FIFTH WHEELS 

TRUCKSTELL SAFETY TANKS 

CLARK “QUICK CHANGE” TIRE CARRIERS 
SASGEN SERVICE DERRICKS 

CHAMPION GRILL GUARDS 

PENN SAFETY REAR BUMPERS 

HOSMER BEACONTROL MASTER SWITCH 


and Other Special Equipment for All Trucks 


THE TRUCKSTELL COMPANY 
TRUCKSTELL MANUFACTURING CO. 


Union Commerce Bidg., Cleveland 14, Ohio 
* 


More than 40 Distributors in Principal Cities of U.S. A. 
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Road-Building Protest 


Truck Operators Lack Voice in Spending 
Tax Money, Carrier Charges 


EVANSVILLE, Ind.—“The people 
who have had the greatest voice 
in highway construction have not 
been the actual users or, in a sense, 
the ‘buyers,’ but the ‘sellers,’ who 
have also had the greatest voice in 
the method of procuring tax reve- 
nues,” in the opinion of George R. 
Goode, president of Be-Mac Trans- 
port Co., St. Louis. 

By “buyers,” Goode, who spoke 
before the Transportation Club of 
Evansville, said he meant commer- 
cial motor vehicle operators who 
pay the greatest proportion of high- 
way taxes. 

“Because the ‘seller’ of highway 
has been dominant in design and 
imposition of taxes, in many of our 
states a tremendous amount of mo- 
tor vehicle taxpayers’ money has 
been wasted,” Goode charged. “We 
are willing to pay our share of 
the costs but we should demand 
a voice in the investment to assure 
greater economy and efficiency.” 

To substantiate his assertion of 


wasteful highway spending, Goode 
contrasted Missouri with Illinois. 

“In Missouri, the average per- 
mile cost of hard roads is $34,000. 
In Illinois, the cost is $58,000. Yet 
Missouri has 2% times more rivers 
and streams to bridge than Iili- 
nois,” he continued. “And we have 
done it on the lowest gasoline tax 
in the United States.” 

Goode laid the high construction 


cost in Illinois and other states to} 


waste of the motor vehicle tax- 
payers’ money. The waste is the 
direct result of not giving the com- 
mercial vehicle operator a fair 
voice in transportation and con- 


struction problems, the speaker 


charged. 

He then returned to Missouri's 
road conditions to say: 

“We have also built in Missouri 
a system of primary roads and 
farm-to-market roads that is com- 
parable with any other state.” 


the Popular Priced Model P—Designed 
for Light Trucks and Passenger Cars 


By Out-State Trucks 

TRENTON, N. J.—New Jersey 
is conducting a survey to deter- 
mine whether out-of-state trucks 
purchase sufficient quantities of 
gasoline and Diesel fuel in New 
Jersey to cover their share of 
the cost of maintaining state 
roads. 

Statistics are being gathered 
by state police, motor vehicle in- 
spectors and inspectors of the 
motor fuels tax bureau. The sur- 
vey was started at the eastern 
end of the Phillipsburg-Easton 
bridge, with further checks to be 
made at other points of entry 
into the state, 


Colorado Studies 


Trucking Tax 


DENVER.—A regional study of | 
|the road depreciation caused by | 
|trucks has been urged by Colorado | 
| highway engineer Mark U. Watrous | 
|to serve as a basis for an “equita- | 
| ble” tax. 

Colorado now has a two-cent per 


N. J. Surveys Fuel Sales | 
| 


ton-mile tax on commercial trucks, | to collect it.” 


Federal’s Offerings . . . 


SECTION 


FEDERAL'S NEW DIESEL TRACTOR LINE—Shown is a D45 series Federal Diesel available 


in three models with a choice of single-speed 


or two-speed reduction rear axle. Another 


new model is the D645 six-wheeler which offers a tandem double reduction or worm drive 


rear axle. 


—_—_® 


which yields the state about a half 
million dollars a year, in addition 
to a specific ownership tax. 
Watrous claims that many tran- | 
sient trucks escape paying the ton- | 
mile tax “because there is no way | 


| 
| 
| 
| 
! 
| 
| 


HEAVY-DUTY FEDERAL-HERCULES DIESEL 


ENGINE—This light-weight, six-cylinder engine 
now is used in all Federal Diesel models. 


It 
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OPERATION DETAILS OF MODEL P (illustrated) 
(Arrows indicate flew of coolant. Numerals indicete perts.) 

& Chemically activat- 5. Sump. 

ed material within 9. Spring. 
block eee resistor $0, ‘Some éreta. 
Out! 7 . late. it, Head bolts. 
Chomlestty acthvated 7 ireten resistor 12, Recessed head gasket. 
filter element. plate. Mounting bracket. 


Pe ae eee ee eee ee ee ee ee ee ee ee ee ee ee ee oe oe oe 
SPARK-O-LINER CORPORATION 
601 11th Avenue South, Minneapolis 4, Minnesota 

Gentlemen: Please send free descriptive literature. | am interested 
in Model P (illustrated) for light trucks and passenger cars. . . in Model 
TB for trucks and buses 14 ton and over... 


Solid die-cast non- 
corrosive alloy body. 
inlet from motor 
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has 142 horsepower and is primarily designed 
for fast motor transport. The company claims 
fuel savings are as high as 50 percent in 
miles per gallon. e 


Federal Offering 
Medium-Priced 
Diesel Trucks 


DETROIT.—Two new high-speed 
heavy-duty Diesel series trucks 
comprising five models in the me- 
dium-price field of both conven- 
tional and six-wheeler design have 
been introduced by Federal Motor 
Truck. 

Production is already under way 
on the new D45 and D645 Diesel 
series. All Diesel models will be 
powered with a light-weight, high- 
speed heavy-duty Federal-Hercules 
model engine with a 4%-inch bore 
and five-inch stroke and a piston 
displacement of 426 cubic inches. 
The engine develops 142 horsepow- 
er at 2,600 revolutions per minute 
and has a gross torque output of 
332 pounds feet at 1,700 r.p.m. 


The high torque characteristics 
of this six-cylinder engine are said 
to give operators a power unit ca- 
pable of negotiating hills and 
grades with a minimum amount of 
gear shifting effort. 


One of the features of this new 
power plant is that it weighs only 
485 pounds more than gasoline en- 
gines now standard for Federal 
models in this classification. This 
means that operators can have a 
Diesel engine without sacrificing 
any appreciable payload. 


Operators in states where pay- 
loads are limited to minimum 
weights should find these engines 
suited for their operations as they 
provide the necessary power to do 
an outstanding job with a mini- 
mum amount of weight. 


The company said that in a se- 
ries of tests conducted with the 
new engine under actual operating 
conditions, amazing fuel economies 
were demonstrated. Fuel savings 
were claimed to save up to 50 per- 
cent in miles per gallon. 

The Federal Diesel is of solid 
injection compression ignition, 4 
stroke cycle type, which is expect- 
ed to give greater economy, more 
complete combustion and quicker 
dissipation of heat. Since the en- 
gine runs cooler it provides longer 
life and less fuel consumption. 

The D45 series will be avail- 
able in three models with a choice 
of single-speed or two-speed dou- 
ble reduction rear axles. These 
models have a nominal rating of 
3% to 5 tons, a gross vehicle 
rating of 26,000 pounds and a 
gross combination weight of 50,- 
000 pounds. 
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Confidence Builds Orders . 


Service Develops 


Truck Sales 


(Continued from Page 26) 


truck service—and the customers | 
are just as well pleased. 

In most every case where a high 
degree of truck service customer 
following is achieved, dealers have 
found that it takes more than just 
an announcement or a postal card 
follow-up to convince the owner 
that the dealer really desires to 
serve the truck customer “as he 
is not in the habit of being served.” 

To obtain the proper response 
and a high degree of “customer 
absorption,” truck dealers have 
found it pays to have the truck 
salesmen call on the truck owner 
and sell him on the service that 
has been made available, the 
ability of the shop and mechan- 
ics to properly and quickly per- 

form the work and to do it with- 
out actual loss of working time 
of the truck. 

After the customer has been 
sold on coming into the shop, the 
dealer must make certain that his 
service manager appreciates the 
need of turning out good service | 
at reasonable rates and of being 
on time as promised with every 


truck service job. 
> * 


NCIDENTALLY, most dealers 
who have used this method of 
building up a steady volume of 
truck service, find that the calls 
of the salesmen turn up many 
vehicle sales as well as prospects 
that can be turned into sales. 

One Ford dealer in the Detroit 
area recently found that one of 
his truck salesmen who started 
out on such a service selling cam- 
paign “cashed in” nine truck sales 
that showed reasonable profits as 
a direct result of his first week’s 
work. 

Truck dealers who work on this 
basis find that it does not pay to 
try and “master mind” truck sales 
into the shop or to rely on “deals.” 
They quickly find that salesmen 
who make it a point to keep ever- 
lastingly in touch with their cus- 
tomers, sell service and transporta- 
tion. Such selling produces not 
only sound, profitable truck husi- 
ness but a customer following that 
is of great value to the truck dealer. 

They find that making many 

calls in today’s highly competi- 
tive market frequently enables 
them to “get onto” a truck deal 
and make delivery before com- 
petition is aware of the fact that 
the customer is in the market or 
ready to buy. It takes many 
calls to qualify truck prospects 
enough to do that—and close and 
persistent followup to be “in on 
the kill.” 

It never pays to let a truck cus- 
tomer buy an improperly tired 
truck or a truck that will not 
handle the load the customer has 
to haul—on a price basis—-without 
calling to his attention that the 
dealer is fully aware that the truck 
he sold him was not the one rec- 
ommended for the job and as the 
customer bought it on a price 
basis he must assume full respon- 
sibility for any breakdowns or re- 
pairs caused by overloading. 

When such a buyer does have 
trouble he is not as likely to de- 
mand a concession on his repairs 
in the first place and usuaily has 
much more respect for the judg- 
ment and integrity of the dealer 
when he is again in the market. 

* + * | 


| 


TRUCK service, however, should | 
not be built up solely with the} 


65 Minn. Haulers 


Lose Permits 


ST. PAUL.—Sixty-five “for hire” | 
motor carriers operating in Minne- 
sota have had their operating per- 


mits cancelled because of failure 
to file insurance coverage with the 
State railroad and warehouse com- 
mission. 

State law requires these truckers | 
to carry insurance coverage mini- 
mums of $5,000 on property damage | 
and $10,000 one-person, $20,000 one- 
accident public liability. Reinstate- | 
ment is automatic upon filing of | 
the necessary insurance, it was| 
pointed out. 


idea of it being sales “bait.” Deal- 
ers with experience consider one 
truck service customer as worth 
three passenger car service cus- 
tomers. A composite comparison of 
car and truck average RO’s for 
one month from leading Ford, 
Chevrolet and Dodge dealers shows 
a considerable difference in aver- 
age billing. Trucks usually cover 
more miles and need more main- 
tenance. These figures show car 
labor at $6.39 against truck of $9.59 
an average parts sale, car of $5.22 
against truck of $13.87. 

In his newly enlarged truck 
service facilities, Draper has pro- 
vided a “drive through” lubrica- 
tion pit, for instance, that will 
not only take any size truck and 
semi-trailer but allows the oper- 


ator to pull right through over 
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TRUCK ROADEO CHAMPS—Winners of the first three places in the tractor semi-trailer 


event in the 1949 truck roadeo sponsored 


by Motor Vehicle Assn. of Georgia, Inc., are 


pictured in front of the scoreboard. Paul P. Steed, Georgia Highway Express, Inc. (center), 
retained his 1948 championship by scoring 388.42 points. At left is H. T. Langley, Associated 
Transport, Inc., second with 372.42 points, while at the right is W. M. Jacobs, Walker Haul- 
ing Co., Inc., third with 351.78 points. All drove a Dodge TA-130 with Trailmobile semi-trailer. 


the pit without turning or back- 
ing; a paint bake booth to han- 
dle baked enamel on all but the 
largest panel jobs; pull-through 
wash rack, and complete truck 
servicing facilities in the shop. 


The addition to his already large 


| plant was forced by the increase 
in his truck service work. With 
the new facilities, Draper is going 
after the fleet service in his area 
and believes that he will be able 
to capture a fairly large share of 
this work as well. - 

—JacK WEED 
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iNvailer Makers 
Slate Moulder 
For July Parley 


WASHINGTON.—Peter V. Moul- 
der, executive vice-president of In- 
ternational Harvester Co., will ad- 
dress a luncheon 
during the sum- 
mer meeting of 
the Truck-Trailer 
Mfrs. Assn., to be 
held July 22 in 
Chicago. 

Moulder will 
present an analy- 
sis of current 
business and will 
comment on the 
economic outlook, 
John P. Hulse, 
secretary-manager, said. He is ex- 
pected to slant his remarks toward 
the possible effect of ‘business 
changes on motor freight transpor- 
tation. 

Participating in the meeting will 
be not only members of TTMA but 
also other trailer manufacturers 
who have been invited to attend 
the general session, Hulse stated. 


Peter V. Moulder 


There are money-making opportunities in 


‘Always a Flow of Lubricant’ is One Reason 
for Long Life and Low Maintenance Cost of 
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Positive lubrication of all vital parts—even at 
Letty ltt dal ees tole lero Role eg) 


highest—is an important factor 


in the out- 


standing long-life and low-maintenance cost 
record of Eaton 2-Speed Axles. In less than one 
revolution of the bevel gear, oil begins to flow 
to all moving parts, and the supply is auto- 
matically adjusted to meet the demands of oper- 
ating speed. This abundant lubrication of all 
gears and bearings reduces friction and wear 
with consequent longer axle life and lower 
upkeep cost. Eaton 2-Speed Axles are available 
TM Se ee eee malt Mela Melce le 
See your truck dealer for complete information. 


Axle Division 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 
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STUDEBAKERS AID SANTA FE—These eleven 1949 Studebaker trucks have 


ordinated picku 
Trail Transportati 

left, Sane o Zogimann Motor Co., 
the transportation company. 


Zogimann 


ager of 


B° and 2 Sere 


service operated by the Santa Fe railroad an 
Standin 


Wichita, Kans. 


Truck registrations by states are 
released here weekly, 


com- 


pleted by R. L. Polk representa- 
tives in state capitals. 





ichita, and R. E. 


joined the co- 
the Santa Fe | 
in front of the trucks are Leonard L. | 
Mason, general man- | 





ST. LOUIS.—The development of 
transportation from the time that 
man invented the wheel was out- 
lined here in a speech before the 
U. S. wholesale grocers’ convention 


by Robert H. Duff, assistant chief | 


engineer of the Dodge Truck divi- 
sion of Chrysler Corp. 
Civilization has progressed only 
as transportation has improved, 
Duff pointed out. Man really start- 
ed his progress toward a new 
economy—the movement of greater 
loads with less effort—in medieval 
times when the first wheel was 


| constructed, he added. 


“Mechanical propulsion was 
then applied to wheels, and this 
brought more progress and 


Trucks & Civilization 


Dodge Engineer Points Out Changes Made 
In Our Way of Living 


} 





TRUCK SECTION 





change to human life in the last 
two centuries than occurred in 
the preceding 2,000 years,” he 
said. 

“Invention of the internal com- 
bustion engine was listed as the 
next great impetus to civilization. 
Trucks were then able to give this 
country the speediest, 


ever known.” 


Trucks have relocated farms, 
caused cities to spread out, revived 
isolated communities, relocated in- 
dustry, made manufacturing more 
efficient and changed methods of 
retail and wholesale distribution, 
the speaker said. 

Duff cited the fact that _Dodge 







most com-| 
plete and flexible transportation | 


alone offers more than 248 basic 
chassis mcdels to provide the 
proper tire, spring, axle, power and 
frame combinations for various 
users. 

Engine performance has been 
improved and operating costs re- 
duced, he said, and driver com- 
fort and ease of handling have 
been provided so that drivers do 
not tire so easily. Durability of 
trucks is of utmost importance, 
the speaker pointed out, as some 
trucks travel 100,000 miles each 
year. 

Duff declared that transportation 
engineers have helped make our 
country the most productive in the 
world, and, that if business is kept 
|free to compete, “the future may 
well witness advances which will 
make our present-day facilities as- 
pear as backward as the horse and 
buggy age seems to us now.” 








AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





New Commercial Car Registrations, Three _— Total, 1949-1948 


Autocar 


Brockway 





Chevrolet 





Diamond T 





Dodge 


International 
Kenworth 


Sterling 
Studebaker 
Willys-Overland 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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way commission started two years | the matter, but acknowledged there | tion will face a court test as did 
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he ago but which has been proceeding | was as yet no agreement among | another rule several years ago 

nd In t e H Opp e r quite slowly to date. them under which a financial pro-| which limited contract carriers to 

us There were also objections that| gram, meeting the demands of | only five customers each, That was 

a rural speed law would be in-/schools and local governments, | upset by the courts as illegal, 

n . at fet the highways and | effectual without enforcement, and/could be enacted without levying; Most of the 80 trucking firms 

de Mass. Retains Power oil prec win lial of the noun now | charges that the tiny state traffic | additional taxes. |which now haul on contract have 

. To Tax Its Cities : : ‘ : atrol and the small or non-exis- * * * many more than 10 customers. One 

ee a ene font police patrols of some of the | | has 600 

e A proposed amendment to the| had supported a 60-50 law as more e . ac . 

o sul cabieeaten constitution to ban naan smaller counties would make the Minnesota Allows P . * - * 

if the state’s levy on cities and towns| ‘Thirty-eight states now have|™°” speed statute inoperative. | Mass. Senator Proposes 

", to balance the state budget has| speeq iowe—siigiie from 30 to 60| ow». , + * * ‘Contract Haulers | Adding $5 Car Tax 

, ae Sagres Se SN BOESS OF PUP | sates per hour—and the proposed | Wis. Bill to Outlaw 10 C | Sen. George W. Stanton has A 
resentatives. Governors have aban-/ new Wisconsin law will be the| Union Shop Killed | Justomers | proposed that the Massachusetts 


doned this policy during the past/ most liberal of all of them, it was | 


on h ill : : : | A bill to outlaw the union shop; A Minnesota state rule allowing! legislature levy an additional $5 
ur a though the power still) brought out during legislative de- has been killed in the Wisconsin| contract freight carriers to have| tax on every automobile in the 
he The measure had been proposed bate. | assembly. a maximum of 10 customers each,| state. He described the pending 
pt on the basis that the state should|.. There was relatively little objec- | 7 ee went into effect on June 25. | bill as an effort to balance the 
uy balance its own budget and permit | tion during the legislative debate | Ohio Governor Opposed | The measure authorizes the state| state’s books. 
il} cities and towns to do likewise |tOward the idea of highway speed | 7, Any New Taxes railroad and warehouse commission | * * * 
s- with a reasonable degree of secur- control, but many law-makers ex- | ae jto call in any contract carrier! Conn, Old-Age Benefits 
id ity. Opponents of the move said| Plained that they preferred alter-| Opposition to any new state taxes /serving more than 10 customers | N 

y. Opp , native methods of regulation—-in- | in Ohio has been reiterated by Gov. | regularly and have him show proof | To Be Based on Need 

the action would wipe out the ; : ; . . 

ower to impose taxes und defeat cluding an extension of the speed | Frank J. Lausche. that he is not operating as a com-| Connecticut Gov. Chester Bowles 

P zoning program for hazardous por-| The governor said he had con-|mon motor carrier. | has signed into law a bill elim- 


the state’s hopes of making suffi- 
cient appropriations. The move 
was defeated by a standing vote 
of 58 to 29. 


tions of highway which the high-/| ferred with legislative leaders on| It was expected the new regula- | 
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Illinois Bill Introduced | 


To Change Testing Fees 


Entering the last three weeks of | 
the present Illinois legislative ses- | 
sion, another bill was added to the 
great log jam of automotive and 
motor carrier bills. 

This measure would make the 







na $10 fee for official testing stations | 
an annual one, and would limit | 
_ the charge private stations may 


make to $1 for trucks and 75 cents | 
= [hee eee Be oe omnes CARBURETORS— 


issued. 
Jo * * * 


Conn. Ups Compensation 
ut | 
ee ee | AND CARBURETORS ONLY 
Unemployment compensation and | 
ia workmen’s compensation benefits 
have been liberalized by the Con- 
da necticut senate, as the upper house FOR NEARLY 40 YEARS 
approved Republican versions of . 
these bills previously enacted in 
the house. 
The unemployment compensation | 
Nis bill extends the period of benefits | 
from 22 to 26 weeks and the work- 
na man’s compensation bill provides 


for various increased benefits. 
* * A 


a: N. H. House OK’s Change 


ky In Hit-Run Regulation 


A highly controversial New 
Hampshire measure, changing the 
= law regarding “hit-and-run” mo-| 

torists, has been approved in 
d amended form by the house. Un- | 
der the bill, a driver would be} 
liable to prosecution for leaving} 
a the scene even if unaware that an | 

accident had occurred. 
a The amendment added that “vol- | 
untary intoxication” could not be| 
Di used as a defense for lack of | 
knowledge of responsibility in hit- | 
and-run cases. 

ok * Bd 


Committee Spurns Bills 


To Increase Ala. Taxes 


a Alabama bills providing for 
higher sales, income and a num- 
ber of other taxes proposed by 
Gov. James E. Folsom were | 
killed by the ways and means 
° committee of the house. 

The rejected bills included 
measures to increase the state 
sales tax from 2 to 3 percent, to | 
raise corporation income taxes 
3 10 percent, to levy a 2 percent | 

service tax on business which 
. escapes the sales tax, to increase | 
: severance and use taxes, and to | - 
place a flat 5 percent levy on x 
the taxable part of personal in- 
come. 








Wisconsin Curbs You Can Depend on the Name 


| Highway Speeds 

. After 20 Years | 

After a 20-year lapse, Wisconsin | 
will soon return to the regulation 

of maximum automotive speeds on 
the open road. 

; Although state safety experts 
have publicly doubted its efficacy, 

, the legislature has given its final | 


approval to a bill that will install | SOR, 6.6. PANs GFP. 
a 65-mile-an-hour maximum speed t h fi by ti 
| on rural roads during daylight | 
hours and a 55-mile-an-hour limit or t e inest car ure ton 
during the night-time. 
The state motor vehicle depuart- | 
ment’s safety staff, while conced- | ECLIPSE-MACHINE DIVISION OF 
ing that the reduction of vehicle | e Standard Equipment Sales: Elmira, N. Y. 
speeds will contribute toward © Service Sales: South Bend, ind. AVIATION CORPORATION 
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Guards Front & Rear 


ella: A Mlle lela: 


1949 


NEW LOWERED PRICES 


Because of Lowered 
Material Cost 








CUSTOM STYLED 


GRILLE GUARDS 


Custom built to fit over bumpers or bumper 
uards with dual uprights. Heavy crossrail. 
igh tensile steel stamping—40% _ stronger 

than mild steel. Triple plated; chrome or 

nickel on copper. Easily installed with ordi- 
nary tools by average person in 5 to 8 min- 
utes. Rust-proof cadmium plated hardware. 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 
1949 REAR GUARDS 
490I—Fits as protection for Trunk 
OTHER FRONT GUARDS 
4000—Fits over Bumper Guard '46-'47-'48 Cars 
4500—Fits over Bumper direct '46-'47-'48 Cars 
1001 R—Hinged Single Upright with individual 
Fring ingie pri wi individua 
adaptors "46-47-48 Cars 
4000, 4500, 4900, 490! & 4902. 
Specify Car Make in Orders 





CELLO 


FENDER GUARDS 


Protect Front and Rear 


The Cello Fender Guard has exclusive bracing 
which takes vibration and flutter out of ends 
of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
Heavily plated. Chrome-on-Nickel-on-Copper 
Pack air to shipping carton. Approxi 
mate weight, 45 Ibs. 
Featuring: 


RAPID MOUNTING 
BEAUTY AND PROTECTION 
GUARANTEED CHROME 
No. 800—Fits front or rear. 





CELLO 


TRUCK GUARDS 


Grilles, fenders and lights of all trucks get 
maximum protection with massive, sturdy 
Cello Guards. Of extra heavy, cold-drawn 
steel. Uprights 20! inches hi h. Crossrails 
4 inches square, embossed, cold-drawn deep 
channel sections. Rugged, sturdy studs, nuts 
and lock washers fasten heavily rust-proofed 
back plates. 


O328 0 


PRODUCTS COMPANY 
eto 





Fast Boston 


inating the $50-a-week maximum 
limit on old-age assistance benefits. 
The measure provides that future 
benefit payments be based on ac- 
tual need. Supervision of the old 
age assistance program and pay- 
ments was left in the towns and 
not transferred to the state, as 
Bowles had advocated. 
* * * 


Conn. Requires Licensees 
To State Liability Amount 


The Connecticut legislature has 
passed a law requiring applicants 
for driver’s licenses to disclose the 
amount of liability insurance they 
earry. The data will be used by 
the state in formulating a finan- 
cial responsibility law at a sub- 
sequent date. 

* + * 


Michigan OKs 
Recodification 


Of Vehicle Laws 


Gov. Williams has signed a 
measure giving the secretary of 
state authority to issue permanent 
license plates. 

The same bill also provides for 
a recodification of the motor ve- 
hicle laws. 

The governor vetoed a bill which 
would have diverted $200,000 a year 
in oil and gas severance taxes 
from the state to counties for road 
purposes. 

~ +. + 


Tax Insurance Measure 


Voted Down in Illinois 


A bill designed to insure personal 
property tax payments by automo- 
bile owners has been rejected by 
the Illinois house, Under the meas- 
ure, the secretary of state would 
inform local assessors of automo- 
biles in their areas by forwarding 
a detachable section of each license 
application. 

Identical to a bill previously ap- 
proved by the state senate, the} 





measure was one of the recom- 


In the Hopper 


(Continued from Page 31) 


mendations of the Illinois revenue 
laws commission. During debate on 
the house bill it was asserted that 
millions of dollars of tax revenue 
was being lost annually to Chicago 
and Cook county because only 
slightly more than 5 percent of the 
automobiles in the county are as- 
sessed for personal tax purposes. 
* + * 


N. H. Spurns Sales Tax; 


Deficit Threatens 


A bill providing for imposition 
of a 1 percent retail sales tax on 
all sales in excess of 24 cents, 
including foods and medicines, to 
yield $1,800,000 in additional an- 
nual revenue, was defeated by 
the New Hampshire house of rep- 
resentatives by a vote of 298 to 
147. 

Rejection of the sales tax pro- 
posal, which was one of four 
revenue-raising Measures recom- 
mended by Gov, Sherman Adams, 
left in question the problem of 
how the state would avert a 
threatened deficit. 

The New Hampshire legislature 
earlier had approved a biennial 
budget which left the state gov- 
ernment facing a deficit of ap- 
proximately $6,000,000. 

+ + + 





2 Percent Boost Seen 
In Connecticut Sales Tax 


| Mack general sales manager. __ 


Pe 


MACK EXHIBIT BEGINS TOUR — Leaving 
New York City on a five-month tour of the 
U.S. and Canada with Mack's mobile Diesel 
engine exhibit, A. G. Crockett, tour manager, 


receives the good wishes of A. C. Fetzer, 





original 3 percent tax in 1947 to 
1 percent. 

It was specified in last year’s 
legislative measure, however, that 
the tax would rise to 2 percent on 
July 1, 1949. The life of the present 
sales and use tax law is scheduled 
to expire on June 30, 1951. 

* ad * 


Speed Limit Boost Bill 
Advances in N. H. 


A measure which would increase 
the maximum speed limit on New 
Hampshire highways from 45 to 50 








Wisconsin Outlaws TV 
Within Driver’s Sight 


A new Wisconsin law prohib- 
its television equipment within 
sight of the driver of an auto- 
mobile or truck. 





from the legislative committee on 
ways and means on a measure 
which would have had rates for 
compulsory auto liability insurance 
based on the driving record of the 
motorist, rather than by munici- 
palities. 


N.Y. Truck Depot 
Sifts Applicants; 
Opens Nov. I 


NEW YORK.— Formal applica- 
tions by over-the-road carriers for 
tenancy in the new $9,000,000 New 
York Union Motor Truck Terminal 
will be received up to July 15 by 
the Port of New York Authority, 
according to Howard S, Cullman, 
chairman. 


To be opened about Nov. 1, the 
terminal is near the Holland tunnel 
in a four-block area bounded by 
Spring, Washington, Greenwich and 
|W. Houston streets. 

“Judging by the keen interest 
|already shown in the terminal on 
the part of the shipping public and 
the number of requests we have 
received from over-the-road car- 
riers, I regret to say that there 


Connecticut’s sales and use tax|miles per hour has been approved | will not be room for all of those 


rate will increase from 1 to 2 per- 
cent, effective July 1. 

This comes automatically as a 
result of state sales tax amend- 
ments enacted early in 1948 when 
the state legislature slashed the 


Conn. Cars With Phone 
Must Stop for Calls . 


The Connecticut general as- 
sembly has enacted a law re- 
quiring motorists with a radio- 
telephone in their car to pull to 
the side of the road and stop 
while making calls. Excepted 
from the regulation are those 
whose work is in a public safety 
classification. 








Uniform Trade Mark Laws 
Sought by State Officials 


NEW YORK.—A campaign for 
uniform state trade mark laws will 
be launched in August with a con- 
ference of committees representing 
the National Assn. of Secretaries 
of State and the U. S. Trade Mark 
Assn. 

Hope has been expressed that 
this conference will lead to agree- 
ment on a model non-compulsory 
law meeting states’ requirements 
for general business registries, 
while protecting trade mark own- 
ers against infringements or loss 
of the right to do business in 


Good Drivers 


ATA Gives 20 Awards 
For Safety 

WASHINGTON. — American 
Trucking Assns.’ no-accident 
awards were made this week to 20 
drivers with a total accumulation | 
of 47 years of accident-free driv- 
ing. Silver pins were given to the 
drivers. 

Top honors went to Edward C. 
Talbert, Aero-Mayflower, Indianap- 
olis, who has driven nine accident- 
free years. Ralph E. Stringfellow 
received a five-year award; Jcseph 
F. Taylor, four-year award, and 
Russell R. Day, Elmer, O. Coleman 
and Eber E. Powley accepted 
three-year honors. All are from 
Aero-Mayfiower. 

Two-year honors went to Paul 
Charville, Norwalk Truck Line Co., 
Norwalk, O.; Leonard W. Francis, 
Wilbur Sorber and John B. Mitch- 
ell, all of Aero-Mayfliower. 

One-year awards were given to 
Amos Dalton, Burlington Mills, 
Greensboro, N. C.; Harry MeDon- 
ald, Norwalk Truck Line Co., Nor- 
walk, O., and Richard M. Brown, 
Wendell McMinn, Burfold R. Gil- 
vin, Fred C. Ford, Avery M. Patts, 
Charles M. Malson, Lawrence Mc- 
Neil and Jack Hager, all of Aero- 
Mayflower. 





states compelling separate rev- 
enue-producing registration. 

The movement for uniform sta- 
tutes was said to have been 
prompted by recent activities of 
the USTMA in successfully com- 
batting a series of such compul- 
sory measures in more than six 
states. 

Numerous state secretaries are 
said to have expressed willingness 
to cooperate in developing an cquit- 
able law. 

After agreement on a mcdel act, 
the next move would be its pre- 
sentation in a resolution sponsored 
by each state secretary. 

Main provisions to be worked 
out in the model act have been 
announced as including: Specific 
recognition of non-abridgement 
of rights and privileges of a 
trade mark owner under com- 
mon or federal law; machinery 
for clearing records or registra- 
tions of marks actually aban- 
doned, and for preventing accu- 
mulation of further “dead wood” 
by limiting registration to a set 
term of years; and acceptance 
of renewal when desired by the 


registrant on payment of a 
proper fee, 

Belief is expressed that these 
provisions would give the states | 


necessary power over marks used 
solely in intrastate trade, while | 
preventing legalistic obstacles to 
those in interstate commerce. 





Pa. Rubber Aedisienies 
Off-Road Truck Tire 


Announcement of the Rock Lug 
Logger, a new off-the-road truck 
tire, is made by Pennsylvania Rub- 
ber Co., Jeannette, Pa. 

Designed for all off-the-road op- 
erations such as strip mining, quar- 
rying, logging and _ construction 
work, the company explains the 
tire has heavy, chipproof, S-curved 





lugs for maximum traction. 


by the house of representatives. 
The bill was sent to the senate 
for further study. 


* * * 


N. J. Sets Up Standards 


For Strike Arbitration 


A bill amending New Jersey’s 
public utility anti-strike law of 
1946-47, which outlaws strikes in 
bus transportation and other pub- 
lic utilities and provides for com- 
pulsory arbitration of such labor 
disputes where other settlement 
measures fail, was given final 
passage by the state legislature 
in a move to overcome a recent 
state supreme court decision 
which had invalidated the sta- 
tute. 

The new amendment sets up 
standards of arbitration as a 
guide for arbitration boards in 
settling labor disputes in public 
utilities, The state supreme court 
had ruled that the original law 
was unconstitutional because of 
its failure to prescribe such 
standards. 


* * * 


Labor Injunction Shift 
Turned Down in Mass. 


After being passed in the house 
of representatives, a measure to 
regulate the use of injunctions in 
labor disputes in Massachusetts 
was rejected by the senate by a 
tie vote, and attempts to have the 
vote reconsidered were postponed 
until June 28, 

Gov. Paul A. Dever indicated that 
failure to reconsider the vote will 
result in a special message to the 
senate asking for the change in the 
law. The bill, as passed by the 
house, would require employers 
who seek in junctions in labor dis- 
putes to first obtain from the state 
commissioner of labor a certificate 
that they had exhausted bargaining 
efforts before applying to the courts 
for an injunction. 

* + 7 


Alabama Rejects Ban 


On Closed, Union Shop 


A proposal to outlaw both the 
closed shop and union shop in 
Alabama has been sidetracked in 
the Alabama legislature and is 
regarded as dead. 

+ + * 


More Frequently 


As police authorities of the state 
had complained that they were get- 
ting vehicle registration lists from 
the state motor vehicle department 
only once a year, a bill, passed by 
both houses, was signed by Gov. 
Oscar Rennebohm requiring the de- 
partment to send registration lists 
“periodically’—more than once a 
year—to all sheriffs, police chiefs 
and county village clerks. 

+ + + 


Veto Insurance Change 


By a vote of 55 to 29, the Massa- 
chusetts house of representatives 
has accepted an adverse report 


who wish to rent space,” Cullman 
| said. 
“The selection of the individual 
| over-the-road carrier tenants to 
| occupy the 80 truck berths reserved 
| for their operation will be made on 
|the basis of their ability to make 
|the most effective maximum use of 
| this new station for truck freight.” 
The terminal building, 1,000 feet 
long, will accommodate 144 off-the- 
street truck berths. Eighty will be 
reserved for over-the-road carrier 
tenants, 56 for local pickup and 
delivery operators, shippers, truck 
and connecting line carriers, while 
eight will be reserved for future 
expansion. 





Trucker Moving 


Into New Outlet 


DENVER. — Pacific Intermoun- 
tain Express, one of the West’s 
leading trucking concerns, will 
soon begin moving into its mam- 
moth new maintenance base here 
at E. 46th Ave. and Steele St., ac- 
cording to W. H. Pingree, assistant 
fleet maintenance’ superintendent. 


The half-million dollar mainte- 
nance base will be the hub of all 
overhaul operations of the firm, 
which spans half the continent 
from St. Louis and Chicago to the 
Pacific coast. The building is 200 
by 240 feet and is divided into 
three sections—service, offices and 
overhaul. In the overhaul depart- 
ment the company’s 150 tractors 
will be torn down to their frames 
periodically and _ rebuilt. Major 
work on 400 trailers also will be 
done in the Denver shop. 


Morrison Carry-All Body 
Described in Bulletin 


A four-page bulletin illustrating 
and describing the Morrison Carry- 
All steel, all-purpose service and 
utility body has been published by 
Morrison Steel Products, Inc., Buf- 
falo, manufacturer of truck bodies, 
automotive body parts and Mor- 
Sun furnaces. The bulletin, a guide 
|to the selection of service bodies, 
| pictures various ways by which the 
|Carry-All may be adapted to serve 
the needs of most light industries. 


| In basic design, the Morrison 
Carry-All combines the functions 
of an open, express-type body with 
|the utility features of such equip- 
;}ment as enclosed side compart- 
ments, sliding metal roofs, tailored 
caravan canvas tops and other de- 
sign characteristics which make it 
adaptable to the needs of plumbers, 
utilities, roofers, engineers and 
other light industries. 


Certain provisions have been 
made in the construction of the 
Carry-All to make its versatility 
possible. It has an all-steel, bridge- 
type underbody and is constructed 
of high-tensile, die-pressed steel 
throughout. 
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PICK YOUR ICE MAN—Spelling out the name of the product they deliver to customers 


of the Kansas City Ice 
miles. 


Co., this fleet of 88 Chevrolet trucks has traveled a total of 13,000,000 


Vehicles have been in operation nearly 19 years and are still in daily service. 


Auto Personnel 





Barrows Heads Used Sales 


For Ford in New York 


Appointment of Howard L. Bar- 
rows as used-car and truck man- 
ager for the New York district in 
the Ford division of Ford Motor 
Co. is announced by Nelson F. 
Bowe, district manager. Barrows 
was previously the district’s sales 
office manager. 

Ainslie C. Dencker, who joined 
the New York district sales office 
staff immediately after the war, has 
been named Barrows’ successor as 
sales office manager. Prior to 
World War II service, which in- 
cluded duty with the 11th Airborne 
division of the Pacific theater, 
Dencker was with Cellulose Sales 
— * * - 


Ohio State Confers Degree 


On Goodrich’s Collyer 


John L. Collyer, president of 
B. F. Goodrich Co., received the 
honorary doctor of laws degree 
from Ohio State University at 
commencement exercises June 10. 

The award is in recognition of 
Collyer’s “outstanding achieve- 
ment in industry, particularly for 
his service in connection with 
the development and production 
of synthetic rubber during the 
war,” the university said. 





Sun Electric Sets Up 


New Fleet Division 


O. L. Rhoades, president of Sun| 
Electric Corp. of Chicago, an-| 
nounces the formation of a gov- 
ernment and fleet division with J. 
A. Doyle as director of a staff of | 
nine regional field engineers. 

They will work with fleet opera- 
tors and vehicle-operating depart- 
ments of the U. S. government. 
Doyle, the new director, has been | 
a Sun employe eiince 1939. 


Brandt Appointed Director 


Of Electric Truck Assn. 


William Van C. Brandt, one of 
the pioneers in the battery-pow- 
ered industrial truck industry, has 
been appointed managing director 
of the Electric Industrial Truck 
Assn., Long Island, N. Y. 

Active in the EITA for 25 years, 
Brandt has resigned his position 
as manager of Railway and Motive 
Power Sales for Electric Storage 
Dattery Co. of Philadelphia to ac- 
cept the new post. Succeeding 
Brandt as vice-president of EITA 
is M. W. Heinritz, vice-president of 
Gould Storage Battery Corp., Tren- 
ton, N. J. 





* * * | 
Monmouth Products Elects | 


Oswald to Presidency 


Raymond Z. Oswald has been | 
elected president of Monmouth | 
Products Co., succeeding the late 
Ernest L. Davis. The Cleveland | 
company makes auto parts. 

Oswald joined the auto parts| 
concern three years ago as assis- | 
tant to the president, being subse- 
quently advanced to sales manager 
and to vice-president in charge of 
sales, 


+ * + | 
Gardner Succeeds Schnaitter 


As Treasurer at Willard 


Appointment of Harley A. Gard- 
ner as treasurer of Willard Storage | 
Battery Co, replacing I. K.| 
Schnaitter, who resigned as treas- | 
urer and assistant secretary be- 
cause of poor health, is announced 
by C. E. Murray, executive vice- 
president of Willard. 

Murray also announced that C. 
H. Bell has been named assistant 
Secretary and J. C. Crum assistant 
treasurer, succeeding Gardner, 





who joined the battery firm in 1927. 
Schnaitter began his career with 
Willard in 1916. Bell became asso- 
ciated with Willard in 1928. Crum 
joined the company in 1948. 

* * . 


Firestone Advances Two 
J. N. Vaughan, formerly operat- 
ing manager of Firestone Interna- 


tional Co., has been appointed man- 
ager of Firestone export trade, 






according to Sam Broers, president 
of Firestone International. 

H. M. Brucken, formerly assistant 
operating manager, has been named 
operating manager of Firestone In- 
ternational Co. to succeed Vaughan. 

. +. * 


Keystone Ups Browning 


J. L. Browning has been appoint- 
ed district manager for Keystone 
Trailer and Equipment Co., 2717 
N. Broadway, Wichita, Kans. 

The Wichita branch, previously 
only a distribution point for the 
company, is due to become a mzénu- 
facturing and purchasing center. 

+ * + 


Delaware Vehicle Head 


Henry E. Koster has been ap- 
pointed by the Delaware state 
highway commission to state mo- 
tor vehicle commissioner, effective 
July 1. He succeeds Frank L. Reed, 
who resigned before expiration of 
his term to accept private employ- 


ment. 
+ + * 


Richards Transferred 


John S. Richards, district man- 
ager of the Ford-Monarch division 
of the Ford Motor Co. of Canada 
at Winnipeg, has been moved to 
Toronto as district manager for 
the same division. He has been 
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K-F Advances Graney 


In Industrial Relations 

Appointment of Robert A. Graney 
as assistant in charge of indus- 
trial relations is 
announced by 
Edgar F. Kaiser, 
Kaiser - Frazer 
Corp. president. 

Kaiser also an- 
nounced that J. 
O. Murray, for- 
mer K-F director 
of industrial rela- 
tions, has been 
transferred tothe 
West Coast on 
special assignment. Graney, 38, be- 
came associated with Henry J. 
Kaiser as a labor relations execu- 
tive in 1943. 





R. A. Graney 


with Ford at Winnipeg since 1926. 
Replacing him at Winnipeg is Gor- 
don W. Berry, divisional district 
manager at Toronto, who has been 
with Ford 34 years. 


- + + 
Chain Belt Ups Pingry 
Chain Belt Co. of Milwaukee, 
manufacturer of chain and trans- 


mission, conveying and _ process 
equipment, announces the appoint- 





33 


ment of Charles Pingry as district 


sales engineer to the Dallas office. 
* a * 


Bertram Joins Olson 


John P. Bertram, formerly with 
the Transportation Equipment Co., 
Inc., Newark, has become asso- 
ciated with the fleet sales division 
of J. B. E. Olson Corp., Brooklyn, 
distributor of Grumman Kurb-Side 
Aluminum alloy bodies for forward 
control chassis and Kargo-King 
aluminum alloy truck bodies. 

* + 7 
Promotion to Prance 


Appointment of Percival F. A. 
Prance as controller of Ford Inter- 
national, Inc., New York, has been 
announced by Norbert A. Bogdan, 
vice-president and treasurer. 

+ * 
Tinnerman Moves 


Tinnerman Products, Inc., has 
moved its Detroit district offices 
to 14550 Third Ave., H. R. Russell, 
general sales manager, announced. 
Ray Templeman is manager of the 
Detroit office. 

* 


Chain Belt Ups Moeller 


Chain Belt Co. of Milwaukee an- 
nounces the appointment of Charles 
Moeller as district sales engineer 
to the Kansas City office. 





NOTHING COSTS MORE 
THAN A TIRED DRIVER 





..-and Nothing Contributes More to Driver Fatigue than Poor Seating 


Ordinary seats punish drivers with thousands 


of jolts, jars and rebounds every day. Resulting 


fatigue ruins schedules, piles up repair costs 


and skyrockets insurance rates. That is why 





more new trucks are being equipped with 


Bostrom hydraulic seats. It’s the only truck 


seat that really absorbs shocks. Get positive 


proof—write for free folder "12 Eye Openers 


Concerning Truck Seats.” 


BOSTROM MFG. COMPANY 






133 West Oregon Street - 





Milwaukee 4, Wisconsin 








Bree 
Chevrolet Holds | 
Toledo Shop Talk 

TOLEDO. — Chevrolet will at- 
tempt to bring factory know-how 
to independent garage owners 
when problems on customer rela- 
tions are discussed tomorrow (June 
28) in the Sports arena. 

The four Chevrolet dealers in| 


Toledo and their parts managers 
are cooperating in the affair, which 





VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of June 10.) 
(Sold 138 units out of 202 offerings.) 





is expected to draw 700. They are oS -_ conv., eae ae 2: 
Roy Johnson, Jim White Chevro- ae. Sir "Meni conv, $1,776, ‘a... 
let; Jack Heckler, Lownsbury| 375; sedanette, $1,900. ‘47 RM 4-dr., 
Chevrolet; Fayne Botorff, C. F.|_ $1,200 

5 Wan: CADILLAC—’'49 (61) 4-dr., $3.275, $3,250. 
Weissenberger Sales, and William | “4. (g2) conv.. $3,140. '42. (62) 3,250. | 
Heckler, Kopf Motor Sales. $609 





Dealers! You make Extta Profits 





selling Mastercraft Trailers 






1/4 TON 
“JUNIOR” Trailer 


#9 G50 


INCLUDED 





1/4 Ton to 4 Ton 
Carrying Capacities 






FEDERAL TAX 





Mastercraft Trailers are sturdy, rus- 
ged and dependable. On or off the 
farm your customers will get years of 
trouble-free, economical transporta- 
tion on all hauling jobs. Mastercrafts 
line includes cargo, dump and heavy 
duty platform trailers. 


Illustrated model is the % Ton 
“Junior” trailer with all steel body. 
high speed wheels, Timken tapered 
bearings . . . designed for all around 
use with auto, truck, tractor or jeep 
yet sells for the amazingly low price 
of only $84.50 Fed. tax included, 









DEALERS — 


a copy 
-o new illustrated 


older and’ dealers 
Price list is yours for 
the asking... Write 
wire or phone today! 






TRAILERS 


310 MAPLE ST. 
ROCKY HILL, CONNECTICUT 










HORIZONS UNLIMITED . 1. 


newest sound movie showing how 
highways and motor vehicles 
make America click. The 
highway transporiation 
industry's own story of 
the miracle of modern 
distribution and tra- 
vel provides a dra- 
matic 17 minutes to 
enliven your 
meetings. 





















HORIZONS 


UNLIMITED 
tells how great- 

ly motor vehi- 
clescontributeto 
ourlivesand prog- 
ress. Of proven 
popularity with clubs, 
schools, lodges, veter- 
ans’ groups. agricultural 
associations and civic bodies, 
more copies are now ready for 
FREE loan to your organization. 
BOOK YOUR SHOWING NOW. 


op 






\ Available in both 16-mm and 
mm eiaes, the larger for 
y regular theatre showings 
Produced by AUTOMOBILE MANUFACTURERS 
ASSOCIATION and sponsored by 10 highwey user 

groups. 


USE NATIONAL HIGHWAY USERS CONFERENCE @ 938 Notionol Press Building @ Washington 4, D. C. 

THIS FORM 

TO RESERVE 
A FILM 


FOR YOUR 


MEETING 
—_ 


Send a copy of the sound motion picture HORIZONS UNLIMITED for FREE showing on ioe 


before the Please confirm this booking. | agree to pay postage 





Used Car Auction Prices 


(Eprror’s Norse: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormall 
low, the car is probably damaged. If the price is abnormally 
the car is probably loaded with extras). 
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4-dr., $1,620, $1,275, $1,575; FM sedan, | 





y 
high, 


CHEVROLET —'49 SL Deluxe 2-dr., $1,875; 
FL aerosedan, $1,955, $1,925, $1,865; 
half-ton pickup, $1,360, $1,350. ‘48 FL 
aerosedan, $1,550, 2 at $1,520; SM 4-dr., 
$1,400; FM 4-dr., $1,460. ‘47 FM club 
coupe, $1,370, $1,200, $1,075; FL aero- 
sedan, $1,390. ‘46 FL 4-dr., $1,210, | 
$1,025. ‘42 FIL aerosedan, $875. *39 | 
2-dr., $510 

CHRYSLER—'48 New Yorker 4-dr., $1,700. 

DeSOTO—'49 Custom 4-dr., $2,325 47 | 
Custom 4-dr., $1,250. | 

FORD—'49 half-ton (8) pickup, $1,440; 
half-ton (6) pickup, $1,325; Custom (8) 
station wagon, $1,950; Standard (8) | 
2-dr., $1,400; Custom (8) club coupe, | 
$1,650, $1,600, $1,450; Custom (6) 4-dr., | 
$1,725, $1,575; Custom (8) 2-dr., $1,660, 





$1,600, $1,510. ‘48 SD conv., $1,375; | 
club coupe, $1,350. ‘47 SD (6) 2-dr., 
$1,050; (8) club coupe, $1,125. '46 4-dr., 
$1,050, $825, $800; half-ton (8) pickup, 
$650. ‘41 SD 2-dr., $605, $530, $460. 
‘40 Standard 2-dr., $690, $640. ‘39 De- | 
luxe 2-dr., $690, $525. ‘36 4-dr., $320, 
$300. 

MERCURY—'49 4-dr., $2,025. 

NASH—’'49 Ambassador 2-dr., $2.000. ‘46 


(600) 2-dr., $630. 


OLDSMOBILE.—'49 (98) sedanette, $2,650; 
club sedan, $2,650; (88) club_ sedan, | 
$2,450. | 

PLYMOUTH—'49 SD 4-dr., $1,840. ‘48 SD | 


4-dr., $1,320, $1,310, $1,275, 2 at $1,150; 


club coupe, $1,330; conv., $1,600. ‘47) 
SD 4-dr., $1,025, $1,000, ‘41 SD 2-dr., | 
$660. 
PONTIAC—'49 Silverstreak (8) 4-dr., §2,- | 
375. °48 (8) conv., $1,825; Streamliner | 


(8) club coupe, $1,910; (6) 4-dr., $1,625. 


STUDEBAKER—'48 Champion 2-dr., $1, | 
640; Commander cony., $1,650. °'40 4-dr., | 
$200. | 

WILLYS — ‘48 Jeep, $550, $660; station 
wagon, $1,220. ‘47 Jeep, $640, $590, 
$540. 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. 
Wednesday. 
15.) 


(Market strong; retail exceedingly 
strong and active. 


Sold 82 units out 
of 121 offerings.) 


BUICK—’49 RM 2-dr., $2,464, $2,430; Su- 
per conv., $2,385; 2-dr., $2,380. "48 
Super 4-dr., $1,870; conv., $1,670, ‘47 
Super 4-dr., $1,475. 

CHEVROLET—'49 SL 4-dr., $2,115, $1,990, 
$1,965; 2-dr., $1,910, $1,855; half-ton 
pickup, $1,145. ‘48 FL aerosedan, §$1,- 
410, $1,365; FM station wagon, $1,440. 
‘47 FL aerosedan, $1,235, $1,205; SM 
2-dr., $1,155, $1,100. '46 MD 2-dr., $995. 
‘41 4-dr., $800, $795, $780. 


Sale every 
Prices are for sale of June 


CHRYSLER —'47 Windsor 4-dr., $1,430. '46 
Windsor 4-dr., $1,205. 

DeSOTO—'49 Custom 4-dr., $2,435. ‘48 
Custom club coupe, $1,530. 

DODGE—'49 Coronet 4-dr., $2,325; club 
coupe, §2,200. ‘48 half-ton pickup, 
$1,215. 


FORD—'49 Custom (8) conv., $2,105, $1,- 
870; 2-dr., $1,700, $1,705, $1,655; 4-dr., 
$1,610. ‘48 SD 2-dr., $1,270, $1,230. °47 
SD conv., $1,390; 2-dr., $1,280, $1,175, 
$1,040. °41 2-dr., $535. 

HUDSON—’47 2-dr., $850. 

KAISER—'47 4-dr., $850. 

LINCOLN—'49 4-dr., $2,080. 


‘46 4-dr., $810. 


MERCURY—'49 2-dr., $2,100. ‘46 4-dr., 
$930. 

OLDSMOBILE—'49 (88) 4-dr., $2,610; (66) 
4-dr., $2,135; (78) 2-dr., $2,495. °47 
(66) 4-dr., $1,390; conv., $1,055. °'42 
4-dr., $760. 

PLYMOUTH—'49 SD conv., $2,105; 4-dr., 
$1,870, $1,825, $1,800. ‘48 SD 4-dr., 


$1,540, $1,505. 

PONTIAC—’'49 Chieftain 2-dr., $2,300. ‘48 
Streamliner (8) 2-dr., $1,730, '47 Stream- 
liner (8) 2-dr., $1,270. 

WILLYS—’48 Jeepster, $1,325. 

MISCELLANEOUS—'48 Austin 4-dr., $695. 


KANSAS CITY 


(Kansas City Automobile Auction. 
every Wednesday 
June 15.) 

(Prices on clean late-model cars steady 

to a little higher, Market very active. 

Sold 181 units out of 307 offerings.) 


Sale 
Prices are for sale of 


BUICK—'48 Super 2-dr., $1,750. ‘42 Spe- 
cial 4-dr., $555. ‘41 Special 2-dr., $777, 
$655. 


CHEVROLET—'49 SL Deluxe club coupe, 
$1,840. ‘48 FM club coupe, $1,492; 2-dr., 
$1,362; FL aerosedan, $1,630, $1,567, 
$1,555, $1,447. ‘47 FM club coupe, §$1,- 
375, $1,242; conv., $1,352, $1,282; FL 
aerosedan, $1,367, $1,350, $1,337, $1,287. 





CHRYSLER—’48 Windsor 4-dr., $1,727. "46 | 
Royal 4-dr., $1,135. | 
DeSOTO—'41 conv., $857. ‘40 2-dr., $350 
DODGE—'49 4-dr., $2,100. ‘46 2-dr., $1,- 
027. ‘42 4-dr., $720. ‘41 conv., $987. 
FORD—'49 (8) 2-dr., $1,580; (6) 2-dr., | 
$1,530. ‘48 (8) 4-dr., $1,200. ‘47 (8) 


club coupe, $1,155. ‘46 (8) 2-dr., $1,037, 
$975; club coupe, $1,005. | 
HUDSON—'48 (6) 4-dr., $1,545. | 





KAISER—'47 4-dr., $705. 


MERCURY — ‘49 4-dr., $1,890; station 
wagon, $1,965. '48 conv., $1,340. °46| 

|__ club coupe, $1,025. 

NASH—’47 (600) club coupe, $967. ‘46 
(600) club coupe, $900 

OLDSMOBILE—'49 (98) conv., $2,610, 48 | 
(98) conv., $1,805. ‘47 (76) sedanette, | 
$1,390. 

PACKARD~-'42 4-dr., $500. 

| PLYMOUTH—'49 2-dr., $1,792; 4-dr., $1,- 
832 ‘48 business coupe, $1,102; club 
coupe, $1,360. 

PONTIAC—'49 (8) club coupe, $2,247. °'47 
(6) 2-dr., $1,427; (8) 4-dr., $1,392. 

STUDEBAKER—'47 Champion 4-dr., §$1,- 
015. 

. ry 
DANVILLE, VA. 

(Danville Auto Auction. Sale every Fri- 

day. Prices are for sales of June 10-17.) 
(Prices holding even with demand 
high.) 

BUICK—'49 Super sedanette, $2,280. '48 


RM sedan, $1,450. ‘47 RM sedan, $1,520. 
‘40 Limited sedan, $810. ‘39 Special se- 
danette, $300 

CHEVROLET-— '49 SL Deluxe sedan, §$1,- 
875; Special business coupe, $1,600, $1,- 
590; half-ton pickup, 2 at $1,300, 2 at 
$1,290; FL 4-dr., $1,760, °48 half-ton 
panel, $900; FL aerosedan, 2 at $1,600; 


| nesday, 


$1,510. ‘47 FM station wagon, $1,060; 
FL aerosedan, $1,330, $1,245; FM conv., 
$1,335, $1,310; sedan delivery, $685; FL 
4-dr., $1,255; FM 4-dr., $1,050. ‘46 SM 
4-dr., $1,050, $1,025, $945, $850. ‘°42 
SD 4-dr., $520. °41 MD 4-dr., $610, 
$405; half-ton panel, $360; SD club 
coupe, $730. °40 SD sedan, $705, $555; 
MD sedan, $750, $500. ‘39 M-85 sedan, 


$410, $355. '38 MD sedan, $460; Stand- 
ard sedan, $75. ‘36 sedan, $120. 

CHRYSLER—’'17 Saratoga 4-dr., $990. ‘46 
Windsor 4-dr., $1,155. 

CROSLEY—’'47 conv., $200. 

DODGE—'47 Custom sedan, $1,300. ‘46 


sedan, $800. ‘41 club coupe, $370. 
FORD—'48 SD sedan, $1,230, $1,165, $1,- 
205. ‘47 SD conv., $1,290, $1,250; sedan- 
$1,235; Deluxe sedan, $1,260. ‘46 SD 
sedan, $1,050, $810, $885; club coupe, 
$860; half-ton pickup, $750; Deluxe 
conv., $1,180. ‘42 Deluxe sedan, $650, 
$625. ‘41 Deluxe sedan, $800. ‘40 De- 


luxe sedan, $420, $485, $550, $415; conv., 


$650, $600; Standard business coupe, 
$425. ‘39 sedan, $260. ‘38 sedan, $200, 
$185. ‘37 sedan, $175, $70. ‘36 business 
coupe, $130. 
HUDSON—'46 (6) sedan, $690 
KAISER—'48 sedan, $840. ‘47 sedan, $950. 


MERCURY—’'49 sedan, $1,960, $1,920. ‘46) 
sedan, $910. 
NASH—'47 (600) sedan, $940. ‘46 (600) 


club coupe, $720. 
OLDSMOBILE—'48 (66) sedanette, $1,500; 


(98) conv., $1,850. ‘46 (76) sedanette, 
$1,180. °'41 (76) business coupe, $610. 
PACKARD —'46 Clipper sedan, $1,280, $1,- 

070. 

PLYMOUTH.—'47 (taxi), $660. ‘46 SD se- 
dan, $900, $670; club coupe, $1,000. ‘42 
SD business coupe, $530. ‘39 SD conv., 
$315. '37 Deluxe sedan, $370. 


PONTIAC—'49 Streamliner (8) sedan, $2,- 
350, $2,335; sedan delivery, $1,600. 

STUDEBAKER ‘47 Commander sedan, 
$1,230. ‘41 Champion sedan, $260. ‘39 
Commander sedan, $480. 


| WILLYS—’'47 Jeep, $730. 


MOBILE, ALA. 


(Mobile Auto Auction, Sale every Wed- 
Prices are for sale of June 15.) 
(Market active, prices steady, demand 
high, Sold 31 out of 75 offerings.) 


| BUICK—’46 Super 4-dr., $1,200. ‘41 Super 
4-dr., $800, 

CHEVROLET—’49 conv., $2,175. ‘48 FL 
4-dr., $1,475, $1,380. ‘47 FM 4-dr., $1,- 
295, 2 at $1,175, $1,100, $1,070. ‘46 FL 
4-dr., $1,075, $750, $945. 

CHRYSLER—’'47 4-dr., $1,295. 

DODGE—’'47 Deluxe 2-dr., $1,200. 

FORD—'49 2-dr., $1,410; 2-dr., $1,260; 
@ustom 2-dr., $1,500. ‘48 SD 2-dr., $1,- 
200. ‘47 SD conv., $1,150; 4-dr., $895. 


‘41 Deluxe 2-dr., $419. 
MERCURY—’48 club coupe, $1,395. 

club coupe, $1,175. ‘46 2-dr., $1,010. 
PLYMOUTH—'46 4-dr., $800. 
PONTIAC—'49 2-dr., $2,310. 

$1,775, $1,750; 4-dr., $1,550. 
WILLYS—’49 Jeepster, $1,225. 


LUBBOCK, TEX. 


(Lubbock Auto Auction. Sale every 
Thursday. Prices are for sale of June 16.) 
(Market steady. Sold 49 units out of 

100 offerings.) 
BUICK—’49 Super 2-dr., $2,245; RM 4-dr., 


"47 


"48 2-dr., 


$2,475. °40 4-dr., $310. 

CHEVROLET—'49 half-ton pickup, $1,400, 
$1,390; SL club coupe, $1,855; %-ton 
pickup, $1,505. ‘47 FL aerosedan, §$1,- 
320, $1,280. ‘42 Deluxe 2-dr., $560. ‘41 
2-dr., $370, $310; club coupe, $885. 

DODGE—'47 Custom 4-dr., $1,020; 4-ar., 
$995, $800. °'46 half-ton pickup, $550, 
$485; 4-dr., $935, $860. 

FORD—’49 half-ton pickup, $1,390, $1,395, 
2 at $1,400; Custom club coupe, $1,515. 
"48 club coupe, $1,305, $1,130; half-ton 
pickup, $960. "47 2-dr., $1,165; club 
coupe, $990. ‘46 2-dr., $975. 

FRAZER— 47 4-dr., $660. 

HUDSON—’47 club coupe, $840. 

MERCURY — '49 4-dr., $1,910. ‘46 club 
coupe, $1,050, ‘41 4-dr., $250. ‘40 conv., 
$405. 

OLDSMOBILE—’'49 sedanette, $2,575. 

PACKARD—'41 4-dr., $510. 

PLYMOUTH—'46 2-dr., $675. ‘42 2-dr., 
$205. 

PONTIAC—’'48 2-dr., $1,610. °46 club se- 
dan, $1,065. 

STUDEBAKER —'47 Commander 2-dr., $1,- 
350. 


QUINCY, ILL. 


(Charlie Thale’s Quincy Auto 
Sale every Friday. Prices are for sale of 


FL aerosedan, $1,565; FM sedan, $1,190, 
$1,240; half-ton pickup, $865. ‘47 FL 
aerosedan, $1,320, $1,305; FM _ sedan, 
$1,300, $1,180; club coupe, $1,270; SM 
sedan, $1,205, $855. °46 FL aerosedan, 
$1,140; FM sedan, $1,010, $1,050, $1,130; 
SM sedan, $610, $880, $930. ‘41 sedan, 
$430, $525, $615, $455, $200, $515, $690. 
'40 sedan, $245, $455, $235, $530. °'39 


Auction. | 





TRUCK SECTION 


'37 sedan, $17 


sedan, $425, $385, $375. 


$200, $220. °34 sedan, $30, $45. 
CHRYSLER—’'48 sedan, $1,715. ‘41 seda 
$190, $380. 
DODGE — '47 sedan, $1,055, $1,280. ‘<0 


1%-ton truck, $165. ‘37 sedan, $52, $7) 
FORD—'49 half-ton pickup, $1,210. 8 
sedan, $1,095, $1,140, $1,180. ‘47 sedan, 
$835, $955, $1,015. °46 sedan, $835, $750. 
‘41 sedan, $560, $475. ‘39 sedan, $150, 


$395, $275, $355, $415, $445. ‘38 sedan, 
$72. '37 sedan, $45, $65, $97. °36 sedan, 
$80, $125, $57. ‘35 sedan, $185. 


HUDSON—'41 sedan, $340. '40 sedan, $250. 
LINCOLN—'41 sedan, $305. 


NASH—’'41 sedan, $390. ‘39 sedan, $210 

OLDSMOBILE—-’41 sedan, $350. ‘40 se- 
dan, $350. °36 sedan, $35. 

PLYMOUTH—'48 sedan, $1.200. ‘47 sedan, 
$1,140, $1,060. °41 sedan, $385, $470, 
$565. ‘40 sedan, $270, $460. ‘39 sedan, 
$130, $320. ‘37 sedan, $225. ‘36 sedan, 
$47. 

PONTIAC—'48 sedan, $1,620. ‘46 con 
$1,150. ‘40 sedan, $520. ‘38 club coupe, 
$220. 

STUDEBAKER—'42 sedan, $430. ‘39 se- 
dan, $285. ‘37 sedan, $160. 


MISCELLANEOUS—'41 International 1'.- 
ton truck, $250. ‘39 LaSalle sedan, $275 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day at Englewood, Colo. Prices are for 
sale of June 15.) 

(Market stronger, demand good.) 


BUICK—'48 RM conv., $1,985. ‘47 RM 
conv., $1,630; 2-dr., $1,410. ‘42 Special 
2-dr., $895; Super 4-dr., $730. 

CADILLAC—’'49 (62) 4-dr., $3,800. 

CHEVROLET—'49 FL aerosedan, $1,950; 
%-ton pickup, $1,690. °48 FM 4-dr., $1,- 
420; half-ton pickup, $1,000. ‘47 SM 
4-dr., $1,235. '46 SM 2-dr., $1,220. ‘42 


FL aerosedan, $830. ‘41 2-dr., $780. 
CHRYSLER—’49 Windsor 4-dr., $2,295. ‘41 
New Yorker 4-dr., $540. 


| DODGE—-’49 Coronet 4-dr., $2,190; Mea- 
dowbrook 4-dr., $2,140. ’41 Custom 
4-dr., $465. 


| FORD—’'49 Custom (8) station wagon, $2,- 





| day, 


015; 
"48 (8) 1-ton pickup, $1,150. 
club coupe, $890. ‘41 2-dr., 
"39 2-dr., $410. 
FRAZER—’'48 4-dr., $1,030. 
KAISER—’47 4-dr., $935. 
MERCURY—’'47 4-dr., $1,125. 
OLDSMOBILE—’46 (78) 4-dr., $1,255 
PACKARD—'49 (130) 4-dr., $2,100 
PLYMOUTH — ‘49 SD 4-dr., $1,855. 17 
Deluxe 4-dr., $1,150. ‘38 2-dr., $195. 
PONTIAC—'49 (6) 4-dr., $2,240. ‘39 
4-dr., $525. 
STUDEBAKER 
310; half-ton pickup, $605. 
pion 4-dr., $455. 
MISCELLANEOUS—'49 GMC half-ton pick- 
up, $1,525. °40 LaSalle 4-dr., $455. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
Prices are for sale of June 15.) 
(Market very good. Expect it to be 
better from now on as it looks like it 
has leveled off. Sold 62 units out of 81 


(6) half-ton pickup, $1,140, $1,225. 
"46 SD (8) 
$470, $590. 


(8) 


‘47 Champion 4-dr., $1,- 
‘42 Cham- 


offerings.) 

BUICK — ‘'49 conv., $2,505. ‘48 Special 
2-dr., $1,625, $1,690. ‘47 4-dr., $1,490 
42 2-dr., $625. °41 4-dr., $500; 2-dr., 


$455; conv., $670. 
CHEVROLET—’49 SL Deluxe conv., $2,160 


'48 FL aerosedan, $1,400, $1,480; conv., 
$1,530. °47 half-ton panel, $805; club 
coupe, $1,160; 2-dr., $1,125; 4-dr., $1,- 
160. °46 2-dr., $890. °42 club coupe, 
$750, $625, $525. ‘41 2-dr.. $650, $550; 
4-dr., $505. 

DeSOTO—’47 club coupe, $1,225. ‘46 Cus- 
tom 4-dr., $1,145, $1,100, ‘39 business 
coupe, $420. ‘37 4-dr., $100. 

DODGE—’46 club coupe, $945; 4-dr., §$1.- 
000. ‘40 4-dr., $455. 


FORD—'49 (8) 2-dr., $1,630, $1,575; club 
coupe, $1,535; (6) half-ton pickup, $985; 
2-dr., $1,485. ‘48 half-ton pickup, $775: 
(6) 2-dr., $1,075. °47 (6) 2-dr., $935; 
4-dr., $1,090. °41 2-dr., $500. °’40 conv., 
$400, $440. ‘38 2-dr., $235. ‘36 2-dr., 
$405. 

MERCURY—’'46 club coupe, $1,055. 

OLDSMOBILE—'42 club coupe, $510, $415. 

PACKARD—'47 4-dr., $1,100. 

PLYMOUTH—’48 4-dr., $1,350. 
$445. °40 2-dr., $320. 

PONTIAC—’47 conv., $1,350; 2-dr., $1,250. 
°46 4-dr., $1,130. °'42 2-dr., $470; 4-dr., 
$645. °40 2-dr., $320. '35 2-dr., $45. 

WILLYS—’47 station wagon, $790. 


SOUTH BEND 


(South Bend Auto Auction Co 
every Friday. Prices are for sale of 
10.) 

(Postwar models cheaper. Sold 43 units 

out of 67 offerings.) 





’41 2-dr., 


Sale 
June 


June 17.) 

| BUICK-—'41 Super sedan, $625, $535; Spe- 
cial sedan, $490, $680. ‘40 Special se- 
dan, $265; Super sedan, $390, $460. ‘39 ae ' ee 
Special sedan, $350, $220; Super sedan, | BUICK—'48 Super 4-dr., $1,775. ‘47 Su 
$415, $220. ‘38 Special business coupe,| Per 4-dr., $1,460, $1,380, ‘41 Special 
$280. °37 Special business coupe, $265. 2-dr., $410. °40 Special 2-dr., $380 

CADILLAC—-'41 club coupe, $455; sedan, 
$610. 

CHEVROLET—'49 SL sedan, $1,700, ‘48 


CADILLAC—’'49 (62) 4-dr., $3,275 

CHEVROLET — '49 FIL. special aerosedan 
$1,825; SL Deluxe 2-dr., $1,835. ‘48 FL 
aerosedan, $1,455; FM conv., $1,530; SM 
club coupe, $1,380. ‘42 FIL aerosedan 


$655. °'41 club coupe, $635. 
DODGE—’'47 114-ton cab and chassis, $675 
"36 4-dr., $95. 
FORD—'49 Custom (8) 2-dr., $1,670. 48 
SD (8) club coupe, $1,310. ‘47 SD (8) 
2-dr., $1,090; conv., $1,050. ‘38 (8) 


(Continued on Page 35, Col, 1) 





HANDLING WHEELS made EASY-SAFE-QUICK 





Slide dual or large single 
wheels off and on with ease 
and speed—anywhere. Track 
provides perfect alignment. 


Reduces personnel accidents. Sturdy—yet light 
and portable. Only $29.95 f.o.b. Streator with 
single wheel attachment or $25.00 without. Buy 
through your equipment jobber or write Dept. |. 


MMEL COMPANY, ATOR, 
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TRUCK SECTION 


2-dr., $150. 
FRAZER—’'47 Manhattan 4-dr., 
MERCURY—'48 4-dr., $1,380. 
NASH—’46 (600) 4-dr., $910. 
OLDSMOBILE—'49 (98) 2-dr., 


"36 (8) 2-dr., $70. 
$1,140. 


$2,350. 
PACKARD—'40 (110) 4-dr., $410. 
PLYMOUTH—'49 SD 4-dr., $1,825. 

2-dr., $965. ‘47 2-dr., $1,090. 
PONTIAC—’'48 Streamliner (8) 


"46 SD 
$1,- 


790. 

STUDEBAKER—'48 Commander Regal De- 
luxe 4-dr., $1,375; @hampion Regal De- 
luxe club coupe, $1,540, $1,490, $1,310; 
half-ton pickup, $860. ‘47 Commander 
Regal Deluxe 4-dr., $1,380, $1,310, $1,- 
160; Champion Regal Deluxe 4-dr., $1,- 
255, $1,170; Deluxe 4-dr., $1,060; half- 
ton pickup, $690, $510. 


= sel 
= ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
June 13.) 

(Prices generally $100 lower than last 

week, New models hardest hit due to 

natural summertime letdown, lack of 


2-dr., 


Used Car Auction Prices 


(Continued from Page 34) 





retail sales and tightening of finance 
credits. Sold 53 units out of 107 of- 
ferings.) 

BUICK—'49 Super sedanette, $2,390. ‘48 
Super sedanette, $1,670. ‘47 Super sta- 
tion wagon, $1,510, $1,400; conv., $1,500. 
’46 Super sedan, $1,275, $1,280, $1,410. 


CHEVROLET "49 SL Special business 
coupe, $1.700. ‘48 FL aerosedan. $1,400, 
$1,450; FM sedan, $1,210, $1,375, $1,500. 
‘47 FL aerosedan, $1,335, 2 at $1,325; 
club coupe, $1,250, $1,230; SM _ sedan, | 
$1,200, $1,260. '46 SM club coupe, §$1,- 
080; sedan, $1,110. °42 SD club coupe, | 
$700. '41 SD sedan, $520. | 

DeSOTO—'47 Custom conv., $1,400. 

FORD—-'49 Custom sedan, $1,500, 
‘46 SD (8) conv., $1,060; sedan, 
’41 SD (8) sedan, $435. 

KAISER—’'49 Special sedan, $1,385. 

MERCURY—'46 sedan, $1,950. 


$1,650. 
$940. 


NASH—’41 (6) sedan, $270. 
OLDSMOBILE—’49 (76) conv., $2,320. 
sedan, $1,800; 


"48 


(98) (78) sedan, $1,660. 








Haulers Advised 


To Get Behind 
Safety Drive 


ANN ARBOR, Mich. — Highway 
accidents not only cut into operat- 
ing revenue, but cause widespread 
resentment, as well as a threat of 
stiffer government control, top of- 
ficials of the automobile transport 
industry were told at a clinic spon- | 
sored by the Michigan Engineering 
college in cooperation with the 
National Automobile Transporters 
Assn. 

Accident prevention programs, 
proper selection and training of 
drivers and effort on the part of 
management will enable truckers 
to keep a larger portion of their 
revenue dollar and help insure pub- 
lic and government goodwill, Otto 
G. Lonskey, board chairman of the 
NATA, Detroit, told over 50 execu- 
tives. 

Conrad H. Reid, of the Interstate 
Commerce Commission safety sec- 
tion, lauded the'industry for gains 
in reducing highway accidents, but 
stressed the need for continued 
industry cooperation in safeguard- 
ing life and property on the high- 
ways. 

Road demonstrations of driver re- 
action time, emergency stops, dis- 
tance traveled after brakes were 
applied, skidding, etc., were con- 
ducted by Carl Seashore, associate 
in charge of motor vehicle fleet | 
safety education, Pennsylvania | 
State college, and Elmer R. Reeves, | 
NATA director of accident preven- | 
tion. 

Ann Arbor police Capt. Rolland 
J. Gainsley checked the tests on 
loaded auto transport trucks, in- 
cluding one driven by Albert Hol- 
derness, 1948 NATA Roadeo cham- 
pion. 





Tenn. Reaffirms | 
Policy on Weight 


NASHVILLE.—According to offi- 
cial announcement by Safety Com- 
missioner Sam K. Neal, “State high- 
way patrolmen have orders to en- 
force truck weight limits through- 
out Tennessee. There has been no 
change in the policy of the patrol. 
Patrolmen are continuing to arrest 
weight-limit offenders over the 
state. The job of apprehending 
trucks exceeding the weight limit | 
has not been turned over to the de- 
partment of finance and taxation.” 

General Sessions Judge Tom Mc- 
Crory of Jackson, commenting on a 
drop in arrests and fines in his 
court, recently was quoted as say- 
ing he thought the patrol “had been 
told to ‘lay off’ since the job of ap- 
prehending trucks exceeding the | 
weight limits has been placed in the | 
hands of the department of finance | 
and taxation.” 





2-dr., $320; business coupe, 
$110. 


PONTIAC—'48 Torpedo 4-dr., $1,325. °47 
conv., $1,530, ‘41 station wagon, $420. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales every 
Monday and Friday. Prices are for sales 
of June 10-13.) 


(Sold 191 units out of 328 offerings.) 


$325; 4-dr., 





'47 (98) sedan, $1,340. 
$1,150, $1,090. 


"46 (76) sedan, 


PLYMOUTH—'49 SD sedan, $1,900. ‘48 pent ib 
SD conv., $1,510; sedan, $1,470, '47 SD a 92.285 08 air aedan, Sans’ "aT 
sedan, $1,200, $1,020. 46 SD sedan, Super sedan, $1,470. '46 RM sedan, §$1,- 
$1,080. °39 sedan, $400. 275; Super sedanette, $1,325. ‘42 Super 

PONTIAC—'49 Streamliner (8) sedan, $2,- sedanette, $775. ‘41 Special sedanette, 
275. °48 sedan, $1,705. ‘46 sedan, $1,- $750; sedan, $750, $500, $375; Super 
220. ‘41 Torpedo (8) sedan, $690. conv., $740. °40 RM sedan, $300, $420; 


super sedan, $600, $500. 
CADILLAC—'41 (61) sedanette, $500. 


CHEVROLET—'49 FL Special sedan, 2 at 
$1,950; Deluxe sedan, $1,925; SL Special 
sedan, $1,865. °48 SM sedan, $1,275, 
$1,325; FM sedan, $1,450; FL aerosedan, 
$1,525, $1,510; 4-dr., $1,420. ‘47 SM 
sedan, $1,100, $1,150; FM conv., $1,325; 
club coupe, $1,300; sedan, $1,200, $1,135. 


STUDEBAKER—'47 Champion conv., $1,- 
500 


WILLYS—'47 station wagon, $850. 


PHILADELPHIA 


(Harry D. Gilbert. Sale every Tuesday. 
Prices are for sale of June 14.) 


J —’ 8 4-dr. 2, A 8 
BUICK — "49 Super 4-dr., $2,500. 42 Super! 46 FM club coupe, $1,170; SM sedan, 
4-dr., $800. ‘41 Special sedanette, $385. 7 
. 2g $1.010. 42 FY aerosedan, $815, $750. 
CADILLAC—'41 (61) 4-dr., $1,160. '41 FL sedan, $685; MD sedan, $650, 


CHEVROLET—’49 SL 2-dr., $1,785. ‘48 
FL aerosedan, $1,450; FM 4-dr., $1,470; 
SM business coupe, $1,210. ‘47 FM 2-dr., 
$1,225; club coupe, $1,225; 2-dr., $1,210. 


$560, $800, $650, $610, $480, $525, $350. 
‘40 sedan, $530, $510, $545. ‘39 sedan, 
$310, $580, $275. ‘38 sedan, $230, $350. 
'36 sedan, $150; 1-ton pickup, $135. ‘35 


‘46 FM 2-dr., $1,110, a SM club dump truck, $140; sedan, $130. 
coupe, $1,050. ‘41 conv., 750; 2-dr., e 
$650. °39'2-dr., $410. ‘38 2-dr., $375. CHRYSLER—'47 Windsor sedan, $1,160. 


DeSOTO—'47 Deluxe sedan, 
sedan, $425. ‘36 sedan, $75. 


$1,350. ‘39 


CHRYSLER—’46 Windsor club coupe, $1,- 


355. '40 Windsor 4-dr., $310. DODGE—’47 sedan, $1,200. ‘46 business 
FORD—’46 SD 2-dr., $825. ‘41 2-dr., $545. coupe, $725; sedan, $625. ‘41 sedan, 
MERCURY—’39 2-dr., $300. $625, $445; conv., $700 ‘37 half-ton 
NASH—’'46 (600) 4-dr., $800. panel, $125. 


OLDSMOBILE—’41 (76) 4-dr., $480. ‘40 | FORD—’'49 (6) sedan, $1,490; Custom (8) 
(76) club coupe, $820. ‘39 conv., $275. sedan, $1,500. ‘48 SD club coupe, $1,125. 
PLYMOUTH—’'46 Deluxe 4-dr., $920. ‘39 "46 Deluxe sedan, $835, $900; business 





@ Mack’s great rolling diesel exhibit is on the way 
— bringing the story of Mack diesel economy direct 
to truck owners in all parts of the country. 

It’s staffed with Mack transportation engineers 
— to give truck users factual information on how 
diesel power fits in with their particular hauling 
conditions . . . how diesels, properly used, can help 
slash today’s high operating costs. And it’s packed 
with working displays of Mack diesel engines — to 
give a graphic picture of diesel power in action. 

Mack diesel engines open up new and greater sales 
possibilities for Mack dealers . . . because they fill 


Mack Trucks, Inc., Empire State Building, New York 1, New York. 
Factories at Allentown, Pa.; Plainfield, N. J.; New Brunswick, N. J.; 
Long Island City, N. Y. Factory branches and dealers in all principal 
cities for service and parts. In Canada, Mack Trucks of Canada, Ltd. 
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1949 


Average Used Car Prices 


(Compiled by Automotive News) 













June, 1949 May April 
Model (to date) 1949 1949 
1949. $1,989 $1,920 $2,075 
MG sas v ees 1,513 1,498 1,609 
. ae 1,246 1,244 1,281 
BES cv avk ane 1,074 1,098 1,143 
1942. 658 649 730 
1941... 593 602 667 
re ee 475 183 542 





$1,160 














June (to date) May 





Average... $1,189 
*Includes 1949 models. 


$1,263 






(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.’ 








coupe, $780; SD club coupe, $835, $825, '47 SD sedan, $1,175. ‘39 conv., $345, 

$900. ‘42 sedan, $600. ‘39 sedan, $115. $300. ‘38 sedan, $165, $130. 

'38 conv., $200, $435. ‘37 sedan, $200. | PONTIAC—'48 Torpedo (8) sedan, $1,550; 

'36 sedan, $135, $260, $405. ‘31 sedan, Streamliner (6) sedanette, $1,835. ‘47 

$135. | Streamliner (8) sedan, $1,325; Torpedo 
| HUDSON—' 8) s 50. $80 | (6) sedanette, $1,300; Champion club 
SURSON—'<1 (6) sodan, Clee, © | coupe, $1,235, $1,000. '46 Streamliner 
KAISER—'48 4-dr., $1,035. (6) sedanette, $1,210. °37 (8) sedan, 
MERCURY—'48 sedan, $1,250; club coupe, $125. 

$1,300. ‘47 sedan, $865. °41 sedan, $650; | WILLYS— ‘48 Jeepster, $1,275. ‘47 half-ton 

station wagon, $700. pickup, $750. ‘42 sedan, $575, ‘40 se- 
NASH—’41 club coupe, $350. dan, $215. 
OLDSMOBILE.—'48 (93) sedanette, $1,860, | MISCELLANEOUS 40 LaSalle sedan, 

'41 (66) sedan, $310, $360. ‘40 sedan, | $475. °37 Lasalle sedan, $125. 

$375. | opnendenneaaameeenens 
PLYMOUTH—'49 SD sedan, $2,020. ‘48| There are money-making opportunities in 


Deluxe sedan, $1,325; SD sedan, $1,400. AUTOMOTIVE NEWS Want Ads. 





a long-felt need for coordinated diesel-powered 
truck units .. . designed and built complete by a 
single manufacturer. 

Only Mack now offers such a complete line of 
both gasoline and diesel-powered trucks. Either 
way — gasoline or diesel — it’s a profit-winning 
combination for Mack dealers . . . a big lead on 
competition in a fast-expanding market. For in- 
formation on Mack franchises still available in 
your territory, write to Wholesale Department, 
Mack Trucks, Inc., Empire State Building, New 
York 1, N. Y. 


TRUCKS 


OLINE or DIESEL POWERED 











WASHINGTON.—C ounsel for 
the National Used Car Dealers 
Assn. urged last week, before the 
House Judiciary Committee, 
amendments to the Dyer act. 

The amendments would make it 
a federal offense to transport, sell 
or dispose of a vehicle between 
states without disclosing existing 
liens on such vehicles. 

The amendments would be of 
great benefit to the used-car in- 
dustry, according to Carl Marker, 
NUCDA president. Amendment of 
the Dyer act was first promoted 
by the Texas Used Car Dealers 
Assn. 

Meanwhile, Marker disclosed 
that NUCDA membership has 
dropped to a new low of 1,539. 

Asserting that mortality in the 





Car Buyer in N. J. Pays 


With Bogus Check 

NEWARK, N. J.—A customer 
dressed in a navy uniform 
bought a new Buick from a 
member of the New Jersey Au- 
tomotive Trade Assn. and paid 
for it with a check for $3,020.50. 

The bank returned the check 
marked “no account.” It was 
then discovered that the Navy 
man, who signed the papers as 
Stephen J. Fetchke, 216 78th St., 
Brooklyn, had not lived there 
for six months, that he was con- 
victed on two similar charges 
and that he was out on proba- 
tion. 

The car purchaser used a 
printed check book from Corn 
Exchange Bank and Trust Co., 
New York. The dealer said he 
was about 25 years old, 5 feet 
10 inches, 145 pounds and soft- 
spoken. 





Used-Car Notes 
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used-car field has been higher 
than anticipated in recent months, 
he said nevertheless that there are 
still some 20,000 used-car dealers. 

“Do you think,” he asked, “that 
it is common logic for 
NUCDA members to carry the load 
for 20,000?” 

He urged a united effort to pro- 
tect the used-car industry, citing 
the forthcoming FTC probe into 
finance practices as just one ex- 
ample of problems in which used- 
car dealers need representation. 

* * * 


St. Louis Police Seeking 
Bogus Check Car Buyer 


ST. LOUIS.—Local police and the 
FBI have joined in a search for a 
dapper dressed, smooth - talking 
confidence man who, to date, has 
swindled one automobile dealer and 
at least three owners of new model 
automobiles by the use of bogus 
cashier’s checks. 

Representing himself as George 
Lowe, owner of the “Lowe Motor 
Car Co., Pollard, Ark.,” the man 
victimized persons who advertised 
their cars for sale in the classified 
ads of local newspapers, police 
said. After expressing satisfaction 
with the offered automobile, Lowe 
would return the next day with a 
bogus check and drive away with 
the car. 


Glackin Chevrolet 


J. T. Glackin, owner of Mount 
Vernon Motor Co. (Chevrolet), Mt. 
Vernon, O., announces that the 
name has been changed to J. T. 
Glackin Chevrolet, Inc., and ap- 
proval has been obtained to in- 
crease the corporation to $100,000. 





PROTECT 


-O-DOOR 


Something New and Practical 
in the Way of Automotive Accessories 





Protect-O-Door is not another gadget that adds to overhead car 


expense. Thousands of Protect-O-Door owners will tell you that it pays 


for it:elf many times over by giving guaranteed protection to New 


Car Door Upholstery. 


Protect-O-Door is made of a specially designed, 


non-discoloring, grainless, 
harden or crack with age. 


water and grease-proof plastic. 


crystal clear, 
Will not 


Protect-O-Door preserves all of the door upholstery, maintains all 


the attractive color scheme of interior, brings out color and chrome 


on door, increases trade-in valve and resale price. 


Protect-O-Door sets are made to fit all makes of cars. Write 
today for complete information, or send check or M.O. for 
$5.00 for Sample Set for any make or model car. The 
Sample Set contains complete sales data. 


PROTECT-O-DOOR 


301-303 W. WASHINGTON AVE. 


DU BOIS, PA. 








1,500 | 2 
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NO COAL WORRIES—"Enough coal to heat your home four years" can be hauled in 
one load with this Heil coal-mine body. The huge truck and its Diesel Mack tractor are 
almost 50 feet long. Bottom dump doors extend the full length of the body and are con- 


trolled by a valve in the tractor cab. 


DENVER.—Plans for a survey to 
determine what effect heavy truck 
traffic has on public highways is 
being studied by western state 
highway engineers. 

In recent months there has been 
considerable agitation about dam- 
age done to roads by heavy com- 
mercial traffic and several states 
are studying new methods of taxing 
the trucking industry to help pay 
for the additional cost of mainte- 
nance. 

Mark U. Watrous, Colorado 
highway engineer, said he would 
be in favor of such a survey if 
properly conducted. He said it 


Stranded Trucks 
Serviced by Air 


Helicopters Instituted 
By Calif. Dealer 


BAKERSFIELD, Calif.—Helicop- 
ter parts delivery to motor trucks 
stranded on the highway has been 
introduced by Motor Truck Sales 
& Service Co. (GMC), Bakersfield. 


“While this plan is still in the 
experimental state, it is working 
out very well,” said B. G. Borda, 
general manager for the company. 


The potential value of the heli- 
copter service in speeding parts to 
laid-up trucks was outlined by 
Borda who stated: 


“Suppose a load of cattle or per- 
ishable produce is stranded 25 or 
30 miles from town because of a 
broken part. In the heat of sum- 
mer there is a chance such a delay 
might cause damage running into 
the thousands of dollars. With heli- 
copter service such costly delay will 
be avoided. 


“If the truck needs a part which 
we do not have in stock, we can 
get it from Los Angeles in 1% to 
two hours after phoning for it. 
Then one of the helicopters can 
deliver the needed part in 15 or 20 
minutes—and take along a me- 
chanic if necessary.” 


Another innovation at Borda’s 
station are sleeping quarters for 
truck drivers, and teletype service 
which permits employers to com- 
municate with their drivers. 


La. Cracks Down 
On Heavy Trucks 


BATON ROUGE, La. — Heavy 
trucks and buses that violate Lou- 
isiana highway laws can expect no 
sympathy from the state police, 
according to assistant Supt. Mur- 
phy Roden. 

Taking heed of “continuous com- 
plaints,” Roden said orders have 
gone out to troop commanders to 
“crack down” on both trucks and 
buses violating the law. “This 
step,” he explained, “is designed to 
prevent serious accidents before 
they happen.” 

Principal violations, Roden said, 
include speeding, “hogging the 
line” in the middle of the highway, 
three or four heavy trucks trailing 
each other and abuse of permits 
to haul overwidth loads. 


Wilkes Opens Body Shop 


Wilkes’ Motor Sales (Oldsmobile- 
Cadillac), Picayune, Miss., has com- 
pleted a paint and body building. 


Western Tax Problem 


Highway Engineers Plan Truck Survey 
To Study Road Damage 








should be conducted not only by 
state highway departments but 
also by the Public Roads Admin- 
istration and representatives of 
the trucking industry. 

He declared it would have to be 
conducted on a section-wide basis 
because there is too much inter- 
state travel to permit a single state 
to conduct such a survey. 

Watrous further pointed out that 
specifications of roads and bridge 
structures in Colorado had to be 
changed to accommodate the in- 
creased traffic. 

At present, Colorado has a two- 
cent-per-ton-mile tax on commer- 
cial trucking. This provides about 
$500,000 a year for road construc- 
tion. In addition to the ton-mile 
tax, there is a specific ownership 
tax. Watrous said truck weights 
for Colorado highways are limited 
to nine tons per axle. 

In Colorado, trucking makes up 
about 13 to 14 percent of the total 
traffic on the road. This is 
numerical percentage. The weight 
percentage is much higher. 


Watrous commented the ton-mile 
on trucks in this state is “some- 
what of a nuisance tax.” He ex- 
plained the regular organized com- 
panies have to pay all the tax but 
there is no method established to 
get the transient truckers to pay it. 

“So many random statements 
have been made on the tax subject 
that it is hard to get a true pic- 
ture,” he said. “I am not in the 
position to advocate any type of a 
levy. I do feel a detailed study 
should be made to determine some 
equitable scheme.” 


New Okla. Laws 
Levy Big Fines 
For Overloads 


OKLAHOMA CITY.—Oklahoma’s 
Gov. Turner has issued a stern 
warning to truck owners that the 
state will crack down on overloaded 
trucks under newly passed laws. 

Branding overloaded trucks as 
most-destructive to highways, the 
governor said that penalties for a 
Single violation can reach thou- 
sands of dollars. 

“For example, a truck licensed 
to carry 25,000 pounds, but carrying 
50,000, is subject to an additional 
tax and fines of approximately $3,- 
000,” he said. 

“Let there be no doubt about it. 
Trucks licensed to carry stipulated 
loads must be relicensed immedi- 


ately if their operators want to| 


avoid heavy fines.” 
To enforce the law, 10 mobile 
units, equipped with portable scales, 


will stop and weigh trucks sus-| 


pected of overloading. 


Production Outlook Seen 


Bright at Twin Coach 

BUFFALO.—Production pros- 
pects are said to be bright at the 
Twin Coach Co. plant here, thanks 
to a mounting volume of orders 
from aircraft companies. Reports 
are that several more large air- 
craft orders are ready to be award- 
ed to Twin Coach. 

The company’s Buffalo division 
is already filling a $6,000,000 sub- 
contract from Grumman Aircraft 
and initial deliveries will start 
soon. Twin Coach now has 600 
employes here and will add more, 
it is said. 














TRUCK SECTION 


Keating Hails 
Postwar Climb 
In Truck Use 


DETROIT.—“The most important 
development in the postwar auto- 
motive business,” T. H. Keating, 
general sales manager of Chevrolet, 
said last week, “has not been sky- 
high used-car prices or the pent up 
demand for new passenger cars, 
but the phenomenal increase in the 
number of trucks in use.” 

The sales executive cited figures 
to show that there are 50 percent 
more trucks in operation than ever 
before. Latest reports reveal 7,200,- 
000 trucks registered, whereas no 
prewar year had _ registrations 
above 5,000,000 units. 

Keating’s statements accompanied 
an announcement that Chevrolet 
dealers have just sold their mil- 
lionth truck in the postwar market, 
The volume is the highest ever 
achieved by a manufacturer in a 
like period of time, he said. 

Three possible explanations for 
the gain in truck sales were men- 
tioned by Keating, as follows: 

“First has been the increased 
mechanization of farms and rural 
prosperity. Second might be the 
decentralization of business and 
business centers which has created 
a demand for more commercial 
vehicles. Third is the greater over- 
the-road haulage, inspired origin- 
ally by wartime rail shortages but 
which has been continued because 
of better economy.” 


Wis. May Boost 
Weight Limits 
On Some Trucks 


MADISON, Wis.—The Wisconsin 
senate has approved temporary in- 
creases in weight limits for dump, 
coal and milk trucks. 

The bill went to a joint legisla- 
tive committee for resolving of a 
disagreement on the duration of the 
increases. 


Under the assembly version, the 
heavier trucks would be allowed 
for five years. The senate bill 
would limit the eased regulations 
to 2% years. 

Milk trucks of 28% tons would be 
the largest carriers permitted in 
Wisconsin under the bill. 


Nelsons of Endicott 


Nelsons of Endicott, Inc., Endi- 
cott, N. Y., has been incorporated 
with capital of $50,000. The firm 
was originally incorporated as En- 
dicott Packard, Inc, Incorporators 
are Claude D. Nelson, Carolune M. 
Nelson and James C. Nelson. 












Just as Miss Liberty sym- 
bolizes a warmth of hos- 
pitality and friendliness 
to visitors arriving inside 
U.S.A., so does the Hotel 
Fort Shelby represent 
those cherished qualities 
to visitors in Detroit. 


Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and attractive 
cocktail lounge. 


GARAGE AND PARKING FACILITIES 
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| Affecting Factories and Dealers . . -_ ATA Okays Markowitz Plan 
ee ® L 
| Auto Advertising On Small Shipments 
P ae WASHINGTON.—Interstate Com-| eliminate the necessity of classify- 
rtant Appointment of W. L. Kessinger | Letters ($7.50), Dartnell Corp., 4660 merce Commission hearings on| ing such that aed we: wane 
auto- as truck advertising manager has | Ravenswood, Chicago. small shipments and pickup and i d utilizi Iti 
itin been announced The letters were selected on the a Ce ae 6 
& - . - “4 delivery practices adjourned, with/| yniform receipt plan to cut down 
rolet, by E. C. Quinn, | basis of percentage of returns and general approval of the so-called! on clerical aa 
sky- general sales/ adaptability of the ideas or plans “Markowitz Small Shipments Plan” : . 
at up manager of the/to other lines of business. The being expressed by witnesses and Also of interest to carriers were 
cars, Dodge division,|letters are not automotive, but counsel for the small shipments the pickup and delivery service 
a the Chrysler Corp. may be adapted to the business. subcommittee of the American|°@#°* for cost-cutting and rail 
He served as a ye tA Trucking Assns competitive reasons. In general, 
sures service promotion Ky : counsel and witnesses for the small 
reent manager for| Russell Advanced Arctiee Corot a We ttth Wh New York The hearings are scheduled to | shipments subcommittee of ATA’s 
ever Dodge from 1935 Richard R. Russell has been held a cocktail party to celebrate the found- reconvene soon, general committee on ICC inves- 
,200,- to 1943, and since| moved up to an assistant account | ing of the agency 25 years ago. John Au-| The ICC hearings were on/tigations attempted, during the 
> a aia 4 1945 has been de- | executive with Ross Roy, Inc., De- Rolle te pred eh a tien charges and practices on ship-| hearing, to emphasize advantages 
tions W. 1. Kessinger V0ting his time/|troit advertising agency. He has | Inc., of Brooklyn, which ‘was the agency's| ments under 300 pounds and rates|of the Markowitz plan. They con- 
7 exclusively to| been assigned to contact on auto- | first customer in July of 1924. Among the and practices in pickup and de-|centrated also on the pickup and 
snied truck advertising and promotion. | motive accounts. — oom, mee Conreme Peterman, pred, livery service. The small shipments| delivery service phases of the re- 
rrolet tittle SS oe Norwalk, Conn., which also placed its. ac- oe ae - Pn four ~ lated proceedings. The hearing 
mil- Mirror Gains Names Se eee ICC hearings ‘which were hold Gene tation which ei aoa 
irket. The Mirror, Los Angeles’ new| E. Y. Watson, 70, automotive McD. Ad simultaneously. The cases are| ago. ‘ 
i a tabloid afternooner, announces sub-| editor of the Detroit News until cVermott vances docketed as MC-C-542, MC-C-543, 
ns stantial advertising gains as well| his retirement in 1944, died June 18 Harold S. McDermott has been | 29555 and 29556, involving both mo- a ; " 
as rising circulation figures (now | following a long illness. appointed director of sales and/|tor carriers and railroads. Joins Family Firm 
} for in excess of 157,000 daily net paid.)| Mr. Watson at one time did pub- | merchandising for Clellan Forsythe; Of interest to motor carriers is} Richard F. Stowers has joined 
men- * * * licity work for Maxwell Motor Co. | Motors, Inc., Syracuse. McDermott|the fate of the Markowitz plan|the sales department of Stowers 
Chrysler Publishes and previously worked for the De-| has been advertising director and| designed to reduce costs of han-| Motors, Bluefield, W. Va. He will 
— sler division of the CO rs a Press and Toronto (Ont.) ss pgmeaa sales manager for the/|dling small shipments by setting| be associated with his father, Eu- 
Chry hrys r rm. 
the ler Corp. will launch a new mag- up a number of rating zones to' gene, and his brother, Eugene jr. 
and azine, Events, this fall. 
pated The publication is sponsored 
rcial by dealers and will go to more 
over- than a million owners of Chrys- 
‘igin- ler and Plymouth cars, the an- 
; but nouncement said. Jack A. Fritz- Ya f.N We 7 
ause len is editor. 9 
ee WHAT’S HAPPENING ; 
Times Air Edition 9 
To meet increasing demand a 
abroad, the New York Times in- AT REO ° 
ternational air edition—-previously * 
flown daily to Europe--is now be- 
ing printed in Paris from stereo- 
) type mats flown from New York. 
: * * . 
ynsin = * 
y in. Ceases Publication 
ump, Publication of Science Illustrated 
will cease with the July issue now 
sisla- on sale, McGraw-Hill Publishing 
of a Co. announced. 
f the Although it had a circulation of 
500,000, income did not reach ex- 
, the penses, a spokesman said. 
owed * * + 
wood Chevrolet TV’s Irish 
All Notre Dame home football 
ld be games will be televised on Dumont 
network this year by Chevrolet, T. 
d in 2 
H. Keating, general sales manager, 
announces. 
Keating said that the North 
ondi- Carolina contest in Yankee sta- 
- d dium will also be carried, to mark 
- the first full home schedule ever 
En- televised on a national hook-up. 
ators . cade Ms Shipments of new machinery like this 
e M. Information Service P se si 


have been arriving at Reo’s loading 

platform steadily—the finest, most 
modern equi tthat can be bought. 

of automobiles, has been an- ee ne 


nounced by Ross Roy, Inc., Detroit = §«= ‘It’s all part of a $3,500,000 project. 
national advertising agency. K. S. | It’s a tip-off to what’s coming. 
/ Loring is in charge. 

” + o 


Monroe Uses Air 

Monroe Auto Equipment Co. of 
Monroe, Mich., has signed Austin 
Grant, Detroit news commentator, 
to do a series of daily 12:15 p.m. 
newscasts on CKLW’s Windsor- 
Detroit radio station starting July 
11, 






Expansion of its product infor- 
mation department, that gathers 
and coordinates data on all makes 
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IF you want to climb aboard a real band wagon... 


= been hearing rumors about big activity 


ot Reo. You'll be hearing mare. Check with Reo today; see if your territory is open 


... and find out what Reo’s planning for the future. 


+ * 


Jap Publicity Big things are under way. 


When the Nippon Motor Co. of | 
Japan wanted to publicize its new | 
four-cylinder automobile, Miss} 
Foreign Trade, a sort of commer- 
cial Miss Japan, was posed with | 


! 
Why did Reo spend more than $1,500,000 for It could be your feture! 


engineering alone in the last two years? You may have what Reo wants, and now is the time 


to do something about it! 





the car in front of a Northwest | . ° 
— Airlines’ airplane at Tokyo airport. | Why is Reo spending $3,500,000 for new 
. The S hi ‘ € : : : : 
tive car, which sells for about machinery in one department? Write, wire or call: Sales Department, Reo Motors, 


$2,800 in American money, is roll- | 
ing off assembly lines at the rate 
of 15 a month. 

* * + 


Casco Contracts 

Bert C. Cochrane, vice-president | 
and general sales manager of Cas- | 
co Products Corp., Bridgeport, | 
Conn., announces the appointment 
of Norman D. Waters and Asso- 
ciates, Inc., to handle all Casco 
advertising. Sanford L. Hirsch- | 
berg, vice-president of the agency, | 
is account executive. 


* . . | 
Direct Mail | . 
dened I aa out IF you have the ability to establish a fast-moving 


“The Dartnell File of Tested Sales 


; . . Inc., i » Mich. 
a The answer to these questions is going nc., Lansing 20, Sse 


to be the year’s biggest news in the 
truck industry. 
But, what does it mean to you? 


A REO DISTRIBUTORSHIP OR DEALERSHIP MAY 
BE OPEN IN YOUR TERRITORY! 


IF you are a progressive automotive merchandiser... 


TRUCKS AND BUSES 





sales, parts and service organization... 








Rea ee 


Truck Body Men 
Select Chicago 
For Fall Parley 


WASHINGTON. — W. D. Johns, 
president of National Truck Body 
Manufacturers and Distributor. 
Assn., announces plans for its sec- 
ond annual convention, to be held 
Sept. 29-30 and Oct. 1 at the Edge- 
water Beach hotel in Chicago. 

Separate meetings for distribu- 
tors and manufacturers will be 
held for discussion of their respec- 
tive problems, and joint sessions 
are scheduled for consideration of 
their mutual interests. 

The keynote speaker will be Karl 
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WHEEL CHANGES MADE EASIER—A hy- 


M. Richards, director of field _serv- draulic tire lift capable of lifting, tilting and 
ices division and manager of mo-| rolling both single and dual wheels from any 
tor truck division of the Automo- | car or truck is featured in Seal Line wheel 


bile Manufacturers Assn. 


Accessory Maker Moves; 


Now Named States Mfg. 

CHICAGO.—All States Mfg. Co., 
manufacturer of auto accessories, 
announces it is moving to a new 
and larger factory at 11 W. Culler- 
ton St. in Chicago. 


equipment manufactured by H. C. Schild- 
meier Co., 312 N. Senate Ave., Indianapolis. 
The lift handles loads up to 3,000 pounds. 


Co. The increased facilities will 
enable faster and better produc- 
tion, the announcement said. 


Weaver Incorporates 


Weaver Chevrolet Co., New Phila- 
delphia, O., has been incorporated 
































At the same time, the firm|by R. J. Weaver, E. G. Weaver and 
changed its name to States Mfg.|Paul V. Weaver. 


SPEED SERVICE SALES! 


with 


CARBON INTERLEAVED 
Ne ed 8) 





Convenient Carbon Interleaved Repair Orders 
speed the handling of service sales and put an end 
to fumbling with carbon paper. 

Each set of Repair Orders is an individual unit, 
complete with fresh, one-time carbons that insure 
legible, easy-to-read copies. No carbons to insert! 
No cumbersome machine to handicap free use of 
both hands! No carbon jams! And carbons remain 
in the set until Cashier makes the final entry! 


During rush periods your Service Salesman can jot 
down the essential information, keep the sets in- 
tact, and hurry to the next waiting customer. Rou- 
tine information such as make, model, mileage, 
etc., can be filled in later. 

For greater efficiency, fewer errors, and quicker 
service during rush periods, change to modern Car- 
bon Interleaved Repair Orders. They pay for them- 
selves in actual time saved! 


ie, 






































SERVICE SALESMAN 
The Service Salesman carries only 8 or 
10 sets, ready for instant use, in the 
convenient, compact Write-Up Cover 
. . + mo clumsy machines to carry ... 
no fumbling with carbon paper. 


PARTS DEPARTMENT 

The Invoice and Office Copies are re- 
ceived by the Parts Department intact, 
complete with carbon, ready for imme- 
diate parts listing . . . no carbon to in- 
sert or copies to align. 


CASHIER 
Copies are received by the Cashier with 
carbon intact. Labor costs are entered 
and the entire Invoice footed with the 
assurance of clear, legible copies in ac- 
curate register. 

WRITE TODAY FOR FREE LITERATURE AND SAMPLES 
ASK FOR FOLDER RR-337 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T, Parker 
Attorney at Law 

ECENTLY a reader wrote for 

legal advice, the answer to 
which all automobile dealers should 
know. He said: “Last month the 
owner of an automobile brought it 
to our garage for extensive repairs. 
We rendered several bills which 
the owner unwillingly paid. Finally 
when his automobile was fully re- 
paired he paid us the total bill. He 
has sued us for $2,830, which he 
claims is an overcharge. Can he 
win this suit?” 

The answer to this question de- 
pends upon whether the automo- 
bile owner paid the bills volun- 
tarily, or under duress or threats. 
If the latter, the automobile 
owner can recover the over- 
charge; otherwise, not. 

In Murphy v. Brill Co., 83 N. E. 
(2d) 166, the testimony showed 
facts, as follows: A man named 
Murphy paid overcharges because 
the owner of the service station 
told him: 

“There isn’t anything we can do 
about it. You'll have to pay for it. 
You can’t take it out until these 
things are paid, and if you don’t 


make this payment, work will 
stop.” 

* * * 
Lien Cited 


7s service station operator also 
told Murphy that no other serv- 
ice station would finish the job 
until the bill was paid; the former 
had a lien. After remonstrating fur- 
ther, but to no avail, Murphy paid 
the bill. 

The jury awarded Murphy the 
difference between the total amount 
of the bills he paid, less the esti- 
mate made by the superintendent 
of the service station before the 
work was started. 

The higher court approved the 
jury’s verdict, and explained that 
while Murphy could not have re- 
covered overcharges voluntarily 
paid, yet these bills were not, in 
a legal sense, voluntarily paid 
since the various bills were paid 
by Murphy because of the fact 
that the superintendent had 
stated the company had a lien 
and no other service company 
could finish the job, 

In other words, the court de- 


Ceodrich’s Hoban 
Sees No Reason 


For Depression 


MINNEAPOLIS.—There is no 
reason for a depression in the U.S., 
if the managers of industry and 
business will put to work all the 
energies and talents of inspired 
salesmanship at their disposal, ac- 
cording to Joseph A. Hoban, gen- 
eral manager of tire merchandising 
at B. F. Goodrich Co. Hoban ad- 
dressed the Minneapolis Assn. of 
Sales Managers here. 

One factor creating uncertainty 
among some segments of sales 
management, Hoban said, is failure 
to appraise properly the vastness of 
‘he current potential market, and 
of the expansion and changes which 
have occurred during the last 10 
years. 

“Our surveys show that not only 
has there been an addition of about 
15,000,000 potential customers dur- 
ing the last decade,” Hoban said, 
“but that there are about one-third 
of the population who have never 
known anything but good times as 
far as their economic lives are con- 
cerned.” 

The tire industry has been in a 
buyers’ market for the last 15 
months and found itself facing the 
same kind of problems that other 
industries are now meeting for the 
first time in years, the rubber com- 
pany executive said. 

“It tackled these problems ag- 
gressively,” he added. “Among ex- 
amples of this have been the crea- 
tion and introduction of the new 
low-pressure tires which give 
smoother car rides, and the new 
‘cold rubber’ which gives greater 
mileages to tires.” 

His own company’s introduction 
and promotion of the new tubeless 
tire, and its new research center 
costing $6,000,000, also were cited 
by Hoban as examples of moving 
forcefully to serve consumers’ needs. 











cided that the superintendent had 
by duress and compulsion forced 
Murphy to pay the bills, whereby 
Murphy had a legal right to sue 
and recover the overcharges. 

* * + 


Superior Lien 


ONSIDERABLE discussion has 
4 arisen from time to time over 
the legal question: If a garageman 
or service station repairs a mort- 
gaged automobile, does he have a 
lien superior to the holder of the 
mortgage or conditional contract of 
sale? The answer is yes, if the 
garageman receives custody of the 
car before the mortgage or con- 
ditional contract of sale is recorded. 
In G. F. C. Corp. v. Spradlin, 
88 So. (2d) 679, it was shown that 
one Griner purchased an auto- 
mobile under an installment con- 
tract providing for retention of 
title in the seller until payment 
of the full purchase price. 

Griner placed the automobile in 
a garage for repairs and the ga- 
rageman commenced the work be- 
fore the conditional sales contract 
was recorded. When the repairs 
were completed the garageman re- 
fused to deliver possession of the 
car to Griner until the repair bill 
was paid. 

In subsequent litigation the high- 
er court held the garageman’s lien 
was superior to the conditional sale 
contract. Hence, the finance com- 
pany which held the notes and con- 
ditional contract was compelled to 
pay the garageman before it or the 
purchaser could take possession of 
the car from the garageman. 


Shippers in Texas 
Oppose Rate Hike 


DALLAS.—The Texas Industrial 
Traffic League, composed of ship- 
pers of the state, has gone on rec- 
ord as opposing a proposed plan 
of motor carriers to boost freight 
rates on shipments of 300 pounds 
or less. 

The proposed small shipment 
plan was discussed at a meeting 
of the league here. The league also 
reelected Wallace Green of Dallas, 
a wholesale hardware company of- 
ficial, president. E. E. Dullahan, 
Houston, was elected first vice- 
president; S. C. O’Neal, Waco, sec 
ond vice-president; P. D. Barziza, 
Houston, third vice-president, and 
F. A. Leffingwell, Dallas, secretary- 
treasurer. 


Sawmill Power 


Two Auto Engines 


Prove Cheaper 


WASHINGTON. Economical 
power for small sawmills through 
the use of two standard automobile 
engines is discussed in a report 
available from the Office of Tech- 
nical Services of the Department of 
Commerce. 

Accordingto the report, the typi- 
cal portable sawmill, working in 
forest areas of limited growth, re- 
quires power slightly greater than 
that obtained from the stock auto- 
mobile engine. However, stock au- 
tomohile engines are used by small 
sawmills because they cost consid- 
erably less per horsepower than 
specisilly-built industrial engines of 
higher output. 

The report indicates that a satis- 
factory power-plant of higher ca- 
pacity can be obtained by mounting 
two sutomobile engines one in front 
of the other on a suitable frame, 
both supplying the same layshaft 
through flexible V-belts and both 


controlled and governed simultane- | 


ously. 

The report, PB 96556, Develop- 
ment of a Dual Power Plant for 
Portable Sawmills, 32 pages, includ- 
ing drawings and illustrations, is 
available from the Office of Tech- 
nical Services, Department of Cem- 
merce, Washington 25, at $1 per 
copy. Orders should be accom- 
panied by check or money order 
payable to the treasurer of the 
United States. 


Brooks Speaks 


Frank E. Brooks, Portsmouth (N. 
H.) dealer, gave a talk on “The 
History of the Automotive Indus- 
try” at a recent meeting of the 
Portsmouth Exchange club. 


TRUCK SECTION 


Williams Expands 

Fred Williams Jr., Inc. (Lincoln- 
Mercury), 850 N. Meridian St., In- 
dianapolis, has completed a servic: - 
building unit, a two-story structure 
measuring 100 by 75 feet. Now 
46,000 square feet is devoted to car 
servicing, reported owner Fred Wil- 
liams jr. 
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ATTENTION DEALERSII! 


| 1947 PACKARD CLIPPER 6-CYL. $495 
4-DOOR SEDANS, for only.......... : 


Also... AT GREATLY REDUCED PRICES 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 


Excellent Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


4038 CHESTNUT ST. ° PHILA., PENNA 





SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 








For Their New Car Advertising 
@ Criticaé Crattsmanship from 
Designer to Finished Product 
© Triple-plate Chrome Finish 
© Life-of-Car Durability 
@ Customer Eye Appeal 
e New Low Prices 


Write TODAY for beautiful full-size 
FREE SAMPLE ... Yours to keep and 
compare: 


@ NO OBLIGATION @ 


Stemac.. 2409 15TH St. 


DENVER 11, COLORADO 
DISTRIBUTORS WANTED 











AUTOMOBILE FREIGHT CAR UNLOAD- 
ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car in five minutes. Pulley and 
shaft, $15.65 postpaid, Send check or 
money order. 


Brunette Tool Company, Inc. 
112 Stanley Street New Britain, Conn. 


USED CAR DEALERS! 
Take the bull by the Horns! 


Here’s the book that buyers and dealers 
are talking about! 


The inside story on the “used car racket” 
told in non-technical language. 


Everybody's reading ‘“‘How To Get the 
Most out of Your Used Car’’—so why not 
take the bull by the horns and distribute it 
to your customers — yourself! It’s the per- 
fect device for building confidence in you 
and your agency. Save your customer 
money, show him how to get the most out 
of his used car and save yourself aggravat- 
ing complaints now and in the future. 


Send $1.00 (check or money order) for 
sample copy to save C.O.D. charges and 


Your DOLLAR WILL BE 
REFUNDED with your 


first quantity order! 


Quantity prices on re- 
quest. A low cost pre- 
n mium that pays off in 
co good-will and profits. 
MAIL NOW! MONEY BACK GUARANTEE! 
Practical Specialties Co. Dept. T-6 
| 113 Rodney St., B’klyn 11, N.Y. 
Please send .-.... copies of “How to Get 
the Most out of Your Used Car’’ to 


Name 














Address PEE NET POT 

City .. Zone........ State 

(0 Check or money order enclosed. You 

pay postage. 

As a dealer my $1.00 will be refunded 
| with my first quantity order. 
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TRUCK SECTION 


Truckin’... 





(Continued from Page 26) 


were back in Los Angeles for the 
minute. 
* as * 

IN MOST cities I have driven 
in, where they have a left-turn 
lane, they designate it by extend- 
ing the line in a semicircle out to 
the middle of the street—especially 
at a four corners where one would 
normally expect to see a “no-left- 
turn” sign. But not in Saginaw— 
they just end their lane marking 
at the crossing line and let strang- 
ers try and figure out what all the 
confusion means. 

But then the trip was worth the 
“tax.” Draper put on a wonderful 
show—had over 20,000 people out 
for his two-day shindig. It’s really 
an operation that any volume op- 
erator should “catch,” since this 
“Motors Holding” graduate has 
demonstrated in his brick and mor- 
tar that he is service-conscious to 
the nth degree. 

His whole plant is laid out to 
give quick service to both cars and 
trucks. And, while he has a sales- 
room, one is not conscious of it as 
he goes over the operation, Draper 
is one dealer who has proved that 
good service can sell more cars 
and trucks than any ornate sales 
salon. “Drape’s” salesroom seems 
to be an extension of his parts 
room, combined with entrance 
lobby. 

His “lube” pit (which opens on 
the street in front of the building), 
however, will take the largest truck 
and trailer combination; his wash- 
rack shoves cars through in a con- 
stant stream in jig time; his paint 
and spray booth “bake oven” is of 
the latest design; his new-car pre- 
paration and used-car conditioning 
departments have quarters adjoin- 
ing in a separate building, and his 
two-man four-stall diagnosis de- 
partment occupies a prominent 
spot just inside the main service 
entrance. | 

“Drape” caters to the guy in 
overalls just as much as he does 
to the “white collar” gentry. A big 
sign at the four or five-car long 
“lube” pit announces a 96-cent oil 
change for the boys driving the 
old cars. Two Bear frame machines 
(one for cars and one for trucks) 





are easy to get onto from the serv- 
ice apron, and the whole service 
department is laid out so that the | 
biggest truck-trailer combination | 
can maneuver around without hav- | 
ing to back and haw. | 

On the human interest side: | 
Draper took on six wounded war | 
vets in a training program late in | 
1945 and early 1946. Today all six 
are still with him and four are 
executives in his operation. Here 
are results in “human engineering” | 
that paid off in a big way. 

* . . 


34 years’ standing, it was only 
fitting and proper that I attend the | 
50th anniversary last week of the | 
Timken Roller Bearing Co. When | 
I worked for Timken, it was the | 
Timken Companies — the Roller | 
Bearing Co., the Timken Detroit 
Axle Co. and the Timken David | 
Brown Co. Old-timers will recall | 
our annual roster—“The Companies 
Timken Keeps.” 

I was on the staff of the Timken 
magazine, generally acknowledged 
the finest house-organ published in | 
the automotive industry. The boys | 
at Packard might take exception 
to that, for there was intense ri- 
valry between the two books, but 
in the trade among the dealers 
and large users ef Timken prod- 
ucts, we were looked upon as being 
“tops.” Even though just a young- 
ster, I edited the book for quite 
a spell, in between the sojourns of 
Myron Townsend and O. B. Win- 
ters, both writers of note. 

My top job, however, for the 
years I was on the book, was the 
watchdog of quality. I can still | 
remember vividly the many, many 
hours I spent at the old Detroit | 
Saturday Night watching each issue | 
go to bed—and checking every 
thousandth run. Many a time I 
would stop the presses and hold 
up everything while I had an en- 
graver come down from the old 
Katz Engraving Co. to take the 
“feathers” off a halftone bleed that | 
started to show up. Just can’t 
imagine anyone being that par- 
ticular today. 

* 


S A TIMKEN alumnus of some 
| 


* * 


BUT TO GET back to this cele- 
bration at Canton, O., which lasted 





for over a week with its “press” | 
day, its “customers” day and its | 
week-long celebration for the em- 
ployes, with a Donny Brook Fair 
and trips through the plant. Check- 
ing with Louis Klinedinst, the only 
“old-timer” left in Canton, I found 
that only two of the Roller Bearing 
“brass” and only four of the “com- 
pany brass” are still with us. Louie, 
though retired—he was in charge 
of the wagon axle department when 
I was a Timkenite—still shows up 
at the office for a couple of hours 
each day, and genial Harry Porter, 
the then sales manager, now re- 
tired, is living in Ft. Myers, Fla. 
Of the Axle crowd, the only ones 
we could check were Gene Lewis, 
now a banker in Detroit, and Her- 
bert Alden, still a vice-president of 
the axle company. R. J. Goldie, 
whom I remember more as one of 
us and whom “we” acquired from 
Chalmers along with an east side 
axle plant, is living the life of 





Riley at his “trout river side home” 
up-state in Michigan. R. J. told me 








BIG PROFIT JOBS 
DON’T DRIVE IN 
THEY’RE TOWED IN 


ERNEST HOLMES CO. e CHATTANOOGA, TENN. 
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Put SERVICE on Ha" 
ROAD TO BET 





INSULATED MILK TRUCKS—The insulated Vanette Dor-Tu-Dor milk bodies mounted on Ford 


chassis are said to enable Coors Brothers' Dairy in Cincinnati to deliver its product in a 


finer condition. 

when he retired he was going to 
get out of the harness while he 
could still fish up stream. And he 
did it. More power to him. 

But the “characters” of the old 
“companies” have passed on—H. H. 
Timken with his bull voice and 
roughshod methods; Mark Lothrop, 
Heman Ely, A. R. Demory, J. G. 
Obermier, who imitated H. H. in 
mannerisms and could really get 
production; “Corny” Myers, brother 
of Jim of Cleveland Graphite 
Bronze, with whom I fought the 
battle of worm drive vs. double 
reduction vs. internal gear vs. 
chain, and Judge Hazelett who in- 


| vested the Timken brothers’ money. 

To the “youngsters” at the plant 
today, the stories of yesteryear are 
just something they have heard of 
or read in old copies of the “mag.” 
All but the roundtable at Benders 
—that’s still there — but Charlie 
Balough of Hercules Engine, a 
Timken-financed operation when it 
started, has taken it over as his 
“throne.” 

But the “companies” roll on, big- 
ger and better and more powerful 
than ever—still furnishing the in- 
dustry with very necessary and 
vital basic products. 

. * * 


ALSO “bussed” my way up to 
Lansing last week with a goodly 


39 


crowd of newsmen to be in on the 
public “borning” of the new Reo 
Comet engine and the new model 
over-road tractor. 

Here again it was like “old home 
week,” but with Bob Hilty as the 
only one of the old-timers left 
around the place. I used to make 
frequent trips to Reo as editor of 
the Timken magazine as early as 
1914, when the great Bob Reuschaw 
was sales manager; Dick Scott, 


| general manager, and H. T. Thomas 


master-minded engineering. 

I can tell you boys who will have 
this new Reo to sell—as well as 
those who will have to sell against 
it—that Reo has something in this 
new engine. I rode a tractor semi- 
trailer job wtih 42,000 gross—semi- 
liquid load (water in barrels)—and 
I can say it was smooth and that 
engine sure sticks with the load 
on the hills. Just seems to “chaw 
at ’em” naturally without any un- 
due strain or loss of speed. 

In addition to meeting J. S. 
Sherer jr., the new president, I also 
found in Bill Walworth, chief en- 
gineer, a kindred spirit with whom 
I can argue the relative merits of 
surf casting for stripers as against 


fly fishing for bass and steelhead. 








Brings ALL Shop Work 
Within Your REACH 


Modern “Road Service” with a HOLMES Wrecker quickly brings new and 
profitable business within reach of any shop. With this streamlined road 









unit, a shop can easily extend its facilities miles out on the highway to 
the exact spot where wrecked cars are literally waiting to be picked up and 


towed in. Through fast, safe and efficient handling of these jobs, shops 


everywhere are substantially increasing their service volume. HOLMES 


Equipment offers you an established way of reaching out for new shop 


business. There are four HOLMES models in size to fit any service opera- 


shop on the road to a 


Gentlemen: Please send without obligation, Booklet Number 6-08 
“Time to Extend Your Service To Those Out on the Highways” 
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more profitable service business. 


tion. Write today for booklet. See how HOLMES Equipment can put your 








Scaler statment 
Total Sales Off 7% ... 


AUTOMOTIVE NEWS, JUNE 27, 1949 


Each Truck Maker’s Share 
Of 1949-48 Sales 


Only 4 Truck Makers 
Gain in Quarter 


By Bob Gordon 
Associate Editor 


— producers who could 
point to sales gains in the first 
quarter of 1949 were in a decided 
minority, a study of first-quarter 
truck registrations shows. 

In fact, just Chevrolet, GMC, 
Kenworth and Studebaker could 
proclaim that the first three 
months of this year were better 
selling months than the first three 
months of 1948. 

The other 15 producers of com- 
mercial vehicles were on the 
minus side of the sales ledger in 
amounts ranging from the 71.36 
percent decrease of Federal to 
the 3.10 percent dip of Dodge. 

Chevrolet strengthened its posi- 

tion as No. 1 seller and also raised 
its percentage of the total market. 
In the first quarter of the year, 
Chevrolet sales numbered 80,205— 
an increase over the same period 
of 1948 of 12.23 percent. 

+ * + 
HEVROLET sales_ constituted 
36.27 percent of the nation’s to- 

tal—an improvement of 6.32 per- 
cent over the first quarter of 1948 
when Chevrolet had 29.95 percent 
of the market with 71,463 sales. 

Studebaker truck sales num- 
nered 13,479 to account for 6.09 
percent of the market, compared 
to 12,656 and 5.30 percent of the 
market in the first three months 
of 1948. 

Total new-truck sales in the first 
three months of this year were 
221,125, a decrease of 7.33 percent 
below the 238,618 sold in the simi- 
lar 1948 period. 

An improvement of 5.49 percent 
was recorded by GMC, with 17,295 
new-truck sales. This pushed 
GMC’s market percentage to 7.82, 
in contrast to the 6.87 percent 
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share it had in 1948 as a result of 
16,395 sales. 

* + * 
ENWORTH, the only other 
company showing an improve- 

ment, had 102 sales and .05 per- 
cent of the market, against 98 sales 
and .04 of the market in the first 
quarter of 1948. 

Dodge, although selling fewer 
new trucks -in the first quarter of 
1949 than in the first quarter of 
1948, did get a slightly larger share 
of the market. 

Dodge sales totaled 27,417 for 
12.40 percent of the market, com- 
pared to 28,295 and 11.86 percent 
in the first three months of 1948. 

All other makers recorded losses 
both in volume of sale and percent 
of market. In the latter respect, 
International was the heaviest los- 
er, its market percentage dropping 
to 10.53 from 13.87. 

+ + + 
ILLYS’ market percentage fell 
from 6.62 to 5.09, a decline of 

1.53 percent. All other losses of 
market percentage were under 1 
percent. 

Percentages of volume losses 
were not confined to small figures, 
however. Five makers were 50 per- 
cent or more below their 1948 first- 
quarter figures, while another 
eight were between 25 and 50 per- 
cent under 1948 first-quarter sales. 


Chevrolet's total of 80,205 new- 
truck sales was more than twice 
as much as Ford’s second-place 
figure of 37,958. International was 
in third place followed by GMC, 
Studebaker and Willys. 

White led the makes with less 
than 3,000 sales in the first quarter 
of 1949, while Divco topped those 
with less than 1,000 sales. 


Reed Gets Dodge 


Reed Auto Sales, 5901 E. Colfax 
Ave., Denver, has been appointed 
a Dodge dealer. Tom M. Reed owns 
and operates the business. 
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. because STUR-DEE engineering has been directed 
to the single purpose of providing the most in common- 


sense protection 


Thot’s why the STUR-DEE is the . 


World's Most Widely Used Grill Guard 


VOLTZ BROS., 


i 4 2520 S. INDIANA AVE. 
e CHICAGO 16, ILLINOIS 
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Selling Transportation 
Avoids Price Deals 


(Continued from Page 26) 


Plumbers, for instance, can carry 
their tools, a bench and machines 
for cutting pipe as well as a com- 
plete assortment of fittings. On 
the outside, brackets can be mount- 
ed to carry pipe up to any length 
and size. 

Another instance of where the 
body can well sell the truck is 
seen in the special brick body 
that piles the brick in a neat pile 
on the pavement or ground where 
delivery is made. One man thus 
can quickly unload a complete 
load in but a few minutes, leav- 
ing the load in a neat ready-to- 
use pile. 

This body, made by the American 
Truck Body Co., Martinsville, Va., 
is operated by a hydraulic hoist 
from power taken from the power 
takeoff of the transmission, 

Truck salesmen should make it 
a point to contact every truck 
equipment distributor in their area 
to learn all they can about all of 
the bodies and special equipment 
available, where it will show the 


Kansas Haulers 
Fight Curbs in 
New Load Law 


TOPEKA, Kans.—Truckers oper- 
ating in Kansas have appealed for 
a “loose interpretation” of the new- 
ly enacted maximum load limit law. 

More than 100 representatives of 
trucklines appeared at a hearing 
called by Roy W. Cox, state high- 
way director. Cox promised to take 
up the protests with the full high- 
way commission. 

Truckers testifying at the hear- 
ing conceded that originally they 
thought the law would prove help- 
ful, since it allowed greater pay 
loads for the motor carriers. 

They contended, though, that 
when the length-axle weight for- 
mula was put into effect, carriers 
discovered that they would either 
have to install more axles on their 
trailers or cut their loads mate- 
rially. 

All the haulers declared the law 
would exert a_ severe financial 
strain, and in some cases mean 
bankruptcy for carriers if strictly 
construed, 

In a resolution, the truckers 
asked the commission to interpret 
the law as permitting a maximum 
load of 63,890 pounds, with an 
18,000-pound limit on any one axle. 

Effective date of the new law is 
next Jan. 1, 


Hoy jr. Joins ATA 
In Freight Claim 


WASHINGTON.—Edward J. Hoy 
jr., Silver Spring, Md., has joined 
the staff of the American Truck- 
ing Assns., Inc., as assistant to 
John Miller, chief of freight claim 
section. 

Hoy’s father, Edward J. Hoy sr., 
is a hearing examiner of the In- 
terstate Commerce Commission in 
the office of Commissioner William 
J. Patterson. 


greatest savings and on what sized 
truck they should be used. Thus 
armed, the smart salesman is in 
a better position to keep the pros- 
pect’s mind and attention away 
from price and centered on what 
a properly engineered truck will do 
for him in his hauling problem, 
as against a cobbled up cab and 
chassis. 
* + * 

‘THE salesman who is endeavor- 

ing to move trucks at a profit 
in competitive conditions, under 
which most truck salesmen are 
operating today, cannot be too well 
armed. Nor can he afford to ignore 
the cooperation and engineering aid 
of the special equipment distribu- 
tors and their salesmen, who are 
always ready to work with the 
salesman on any deal. 


Special equipment distributors 
have been complaining for some 
months now about the lack of co- 
operation that they have been get- 
ting from the truck dealers and 
their salesmen. This lack of bring- 
ing the special equipment men into 
deals indicates that either the deal- 
ers and his salesmen are not out 
trying to sell trucks and are merely 
trying to move their inventories by 
cut-price methods, or they are not 
working. 

From every section of the na- 
tion come reports on a limited 
number of dealers who are still 
going strong in their truck sales, 
and these dealers complain only 
that once in a while they run 
into bad price competition from 
the dealer who either doesn’t 
know how to sell or hasn’t the 
sales force to go out and contact 
the trade. The least any dealer 
can do under present conditions 
is to have a salesman call on his 
own customers and find out if the 
trucks they own are running all 
right and if the owners are in 
the market for another or a re- 
placement. 

Under present competitive condi- 
tions only a small percentage of 
the owners will contact the dealer 
until he is ready to buy. By that 
time he has become very price 
conscious and the job of selling 
transportation—the truck complete- 
ly equipped for the job it is to do— 
is much harder. 


Texas to N.M. 


Amendment Now Provides 
Full Reciprocity 


AUSTIN, Tex.—Amendment of a 
commercial vehicle agreement to 
provide full reciprocity between 
New Mexico and Texas has been 
announced by the Texas highway 








department. 


The agreement previously pro- | 


vided that vehicles operating for 
hire between fixed terminals were 
not extended reciprocity. New Mex- 
ico statutes were changed to pro- 
vide for full reciprocity. 

The agreement also applies to 
the licensing of vehicles and the 
payment of mileage taxes. 





TRUCK SECTION 


Minn. Truck Tax 
To Be Higher 
As of Oct. I 


ST. PAUL.— While taxes on 
trucks and trailers in Minnesota 
will be higher next year, compu- 
tation of them will be simplified, 
according to the secretary of state’s 
office. Changes voted by the recent 
legislature will become effective 
Oct. 1 when 1950 license pilates go 
on sale. 

The changes include computing 
of taxes on a weight basis instead 
of value, dropping of the miles 
class and the stopping of “X” clas- 
sification. The latter was for trucks 
limited to operation within a 35- 
mile radius. A new section has 
been established for trucks lim- 
ited to municipalities in which 
they are registered. 

On class “T” farm trucks the 
tax is based on unloaded weight. 
It will apply to single units in- 
stead of truck trailer combinations, 
Farm trailers will be designated 
as class “TZ” and taxed on carry- 
ing capacity. 

The “Y” class includes former 
‘X” trucks which cannot limit 
operation by city limits and are 
not in the farm class. The tax on 
truck-trailer and semi-trailer units 
will be computed on gross weight 
of truck and a tax of $10 will be 
imposed on each semi-trailer. 

Two-wheeler trailers, now tax 
free, will be taxed $1 but rental 
trailers cannot be registered in 
that class. New exemptions have 
been added to contractors’ motor- 
ized construction equipment, trac- 
tors with trailers or wagons for 
farms and vehicles used and reg- 
istered outside the state. Dropped 
is an exemption on tractors used 
by farm implement dealers to 
transport implements to or from 
farms. 


Popovic Gets Deal 


Nicholas J. Popovic has _ been 
granted the Chrysler dealership in 
Greater Cleveland formerly held by 
the late Carl Landau, who was 
killed in an auto accident last fall. 


AVAILABLE 


Proven before the war— 
needed NOW more 


than ever! 


12 BOOKS 


one year’s work 


$1.95 


plus postage 


MODERN 


SELLING METHODS, Inc. 
P.O. BOX 666—LOUISVILLE, KY. 
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Second in Series on Business Management. . . 





Expense Cut Big Dealer Headache 


(Continued from Page 1) 


percent of absorption figure is a 
very important sales tool to get 
dealers to sell more new cars. For 
example, if you are showing a 100 
percent absorption you can give 
new cars away free, break even 
and still stay in business. If you 
show less than 100 percent absorp- 
tion then you must of necessity 
have to sell more new cars at a 
profit in order to break even and 
still stay in business. 

Of course, the lower your per- 
cent of absorption the more new 
cars and the more gross profit or 


selling profit you must realize on | 


each deal in order to break even 
and stay in business. 
What I can’t understand is why 


fired because he could not get a 
100 percent absorption perform- 
ance. 

In order to hold your service 
manager responsible for a good 
performance in the percentage of 
absorption you would have to place 
him in complete charge of all ex- 
pense distribution in your entire 
place of business, because the 
service and stockroom sales and 
income represent only a part of 
what goes to make up this total 
percentage of absorption figure. 

+ * * 
byron WAY to control this figure 
on the dealer’s side of the fence 
in business management is to for- 
get about percentage of absorp- 
tion as the one controlling factor 


the average dealer will hold a | that governs profits and sales of 


service manager and stockroom | 
| way to tell approximately where 


manager responsible for the per- 
formance or lack of performance 
in percentage of absorption. It is 
not uncommon, and I _ have 
known of many cases myself 
where the service manager was 





ANTHONY 


TRUCK 


your business, Sure, this is an easy 


you stand from a_ break-even 


standpoint, but who wants to just 
break even and then give the new 
cars away? And that is just about 
| what happens when you let this 





UMS THIS SIMPLE 


LOADER 


AND UNLOADER 


Jone figure decide the destiny of 
your business. 

| Let us assume your service ab- 
sorption figure is 90 percent of 
overhead expense on Apr. 30, 1949, 
and on May 31 it is 95 percent. 
Your first reaction to this improve- 
ment is a swell service job, so you 
call in your service manager and 
tell him what a great guy he is, 
but, upon further investigation, 
you find where your overhead ex- 
pense went down and service vol- 
ume and income also went down. 
But the amount of overhead ex- 
pense went down in greater pro- 





portion than did your service and 
parts volume and income. 

However, the net result was an 
increase in service absorption, 
not from increased service busi- 
ness but from decreased expense. 
It just seems like everybody, both 
factory and dealer men alike, 
have only one thing in mind 
when it comes to checking a 
dealer’s performance on a_ busi- 
ness management basis —and 
that is: What is his service ab- 
sorption? 

Of course, on the factory side of 





business management, this service 
absorption figure, or the fixed in- 
come versus the fixed outgo figure, 
is very important. It tells the fac- 
tory immediately what position a 
dealer is in to do a competitive 
new-car job. It is to their interest 
in the sale of more new cars to 
keep this figure as high as possible 
in your place of business, and it 
is likewise to the dealer's interest 
to keep this figure as high as pos- 
sible. 
* * a 

Hee this figure will never 

reach maximum proportions as 
long as both the dealer and the 
factory hold the service and stock- 
room manager responsible for its 
performance, and keep an eye only 
on the figure itself, instead of a| 
good sound business management 
control of all the individual ex- 
penses that go to make up the to- 
tal operating expenses of the busi- 
ness. 

Also the detail control of sales 
of service parts and accessories, 
the cost of the sales of this mer- 
chandise, the percentages of 
gross profits on th’s merchandise 
and a fast-moving non-obsolete 
stockroom inventory are all im- 
portant. You will never know | 
which direction your business is 
headed when you make this serv- 





ice absorption figure the control- 
ling figure in your business. 
It will get you out of business 
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New Counts Face 


Alfalfa Dealers 


JERSEYVILLE, Ill.—A new 10- 
count indictment charging Robert 
L. Knetzer and Arthur F. Kramer 
with conspiracy to defraud in the 
operation of their now bankrupt 
automobile business has been re- 
turned here by the Jersey county 
grand jury. 

The new charges, more compre- 
hensive than those on which Kra- 
mer and Knetzer are now at liberty 
on bonds, allege conspiracy to de- 
fraud by false pretenses and oper- 
ating a confidence game, Judge 


Clem Smith issued bench warrants 
for the arrest of Kramer and 
Knetzer and fixed bonds at $10,000 
each. 





In & Out Again 

DETROIT.—C. B. Thomas, pres- 
ident of the Export division of 
Chrysler Corp., who returned only 
a few days ago from a business 
trip to Australia, left last week by 
plane for a tour of Brazil. Earlier 
this year Thomas made trips by 
plane to Africa, most of the Euro- 
pean countries, Hawaii and Mexico. 


AUTOMOTIVE NEWS production and 


registration figures tell the story of output 
and sales every week. 











SIMPLE TO INSTALL 
EFFECTIVE 


COMPLETELY CONCEALED 
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QUICK-—EASY TO USE 
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CAR-MON EXHAUST SYSTEMS 
FOR CAR DEALERS, GARAGES AND REPAIR SHOPS 


The newest and most effective way to remove dan- 
gerous carbon monoxide gas fumes from your garage 
or repair shop, for any number of cars. System com- 
pletely concealed, easily and economically installed 
in present building or new constructions. Permits 
exhaust testing while in operation. Improves work- 
ing conditions, safeguards employee’s health. Widely 
used by Cadillac, Buick, Oldsmobile, Ford, Chevrolet 













Investigate Car-Mon today— write for details. 


CAR-MON PRODUCTS CO. 


4552 N. BROADWAY 





Has Only One Cylinder 
and One Valve 


With “Lift Gates" on your trucks you will 
make more deliveries daily. Keeps trucks 
on the move, reduces trucking costs, adds 
to trucking profits. Time killing work and 
lifting is avoided. Personnel accidents and 
merchandise damage claims are cut to oa 
minimum. There are more “Lift Gates" in 
use than all others. Simplicity of design is 
one reason .. . ruggedness is another. 
Extra features*—perfected by six years of 
field experience—are more reasons why 
most of the truck loaders you see are 
Anthony “Lift Gates." Write for literature 
and prices. 


CUTS 
DELIVERY 
COSTS 
50%, 
























































ANTHONY CO., Dept. 902, Streator, Ill. 


| fast, unless you constantly control 
|and check all of the underlying 
|factors that go to make up the 
| final percentage of absorption fig- 
ure. Don’t just control and check 
| these factors on the basis of total 
|income and total expenses. Sure, 
|this is the easy way but, believe 
| me, it can turn out to be the most 
| expensive way. 
Next Week: Another article in 
the series. 


OLDSMOBILE'S 





: 100,000: 
ROCKET” EnGine 


ROCKET TOTAL SOARS UPWARD—Produc- 
tion of Oldsmobile's Rocket engine has now 
exceeded 100,000 units, according to the 
company. Oldsmobile's new high-compression 
engine has been declared by Wilbur Shaw, 
famed racing driver, as ‘the most progres- 
sive development in the automotive industry 
in the last 15 years,’ the company adds. Pic- 
tured beside the 100,000th engine are (left 
to right): T. C. Downey, works manager; 
Sherman A. Lauzun, superintendent of inspec- 
tion; W. W. Winn, general foreman, and 
M. L. Katke, superintendent of the Rocket 
engine plant. 
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Fort Worth Dealers 


FORT WORTH, Tex.—Ingenuity 
of local auto dealers, following the 
recent Trinity river flood, helped 
keep their overall damage Icses 
under $1,500,000. 

Although many new and used 
cars were damaged, they were not 
totally lost for some firms formed 
auctions to sell them. 

Fox Western Olds Co, even 
went a step further by advertis- 
ing 11 flood-damaged cars, but 
pointed out that these vehicles 
were being reconditioned under 
supervision of Olds engineers 
and would be sold to the public 
at reduced prices. 

The ad said that with each car 





Detroit Products 
Changes Hands 


“DETROIT. — The controlling in- 
terest in Detroit Automotive Prod- 
ucts Corp. has been acquired from 
A. F. and F. D. Knoblock by S. F. 
Baker and the remaining original 
shareholders. 

New officers of the firm are S. F. 
Baker, president and general man- 
ager; V. L. Anderson, vice-presi- 
dent and treasurer, and Charles E. 
Lewis, secretary. Directors include 
the officers listed above, along with 
Fred G. Cadwell, Claude N. Jaqua 
and C. R. Cook. 


Royalty Claim Denied 


On Ford Car Locks 

DETROIT.—A contract under 
which a Detroit inventor, Walter 
F. Wright, claimed royalties on all 
Ford car locks has been ruled null 
and void by Circuit Judge George 
B. Murphy. 

Wright based his claim on a 
contract he signed in 1945 with 
Edward D. Dall, who designed the 
lock while he was employed by 
Houdaille-Hershey Corp., its manu- 
facturer. Judge Murphy ruled, after 
fours weeks of testimony, that 
there was no “mutuality of con- 
tract between the two men.” 





Ingenuity Cuts Flood Loss 


Renovate Damaged Cars 


sued. The 


Hold Auction Sales, 


a new-car warranty would be is- 
company invited the 
public to visit the shop to inspect 
what was being done to get the 
cars back into shape—thus taking 
advantage of the opportunity to get 
people to visit its repair shop. 

Auctions sold 371 water-damaged 
automobiles; most of them selling 
for about a third cheaper than 
market price. However, some were 
sold for less than half price. 

Two separate auctions were 
held. The first was conducted by 
Packard, Inc., and sold 121 cars, 
both new and used. 


The second auction was run by| 
Co-Op, | 


the Auto Dealers Flood 
formed by eight dealers with dam- 
aged cars. The co-op was com- 
posed of Ray Woods Auto Co., 
Packard Fort Worth Co., Virgil 
Loafman Used Cars, Auto Corral, 
Used Car Sales Co., Fred McGown, 
Shirley Hubbard and Lloyd Patton 
Motors. This group put up 251 cars 
for auction. 

The day before these sales took 
place, prospective buyers were al- 
lowed to inspect the cars at the 
auction site. 

Most of the damage was done 
on the west side of the river, par- 
ticularly around Seventh St., which 
is the major car-dealer section of 
the city. 

Nine auto firms suffered dam- 
age to their building. Packard 
Fort Worth was one of the hard- 
est hit, with damages estimated 
at around $350,000. 

The General Motors Acceptance 
Sorp. told the public that auto- 
mobiles financed by GMAC and 
insured with the Motor Insurance 
Corp. were protected against direct 
flood caused damage. Loss sustain- 
ing people were advised to contact 
vither Ernest Allen Motor Co. 
(Chevrolet), Southwest Chevrolet, 
Sanford Webb Motor Co. (Buick) 
Frontier Pontiac or Western Olds 
Co. 

While it was certain that the 
number of dealers’ cars damaged 
totaled around 400, it still is not 
certain how many privately-owned 
autos were damaged. 





UNITED-CARR FASTENER KIT 


Contains 6806 Fastener Parts—36 Attaching Tools 
1-Hand Press—all in Metal Cabinet 


COMPLETE FASTENER SERVICE 
Replacement cost today $114. — $44.50, F.O.B. Newark 





NEWARK AUTO TOP & BODY CO. 


80 Central Ave., Newark 2, N. J. 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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Honor GM Officials . . . 





DEALER STEPHENS LAUDS SLOAN—Left to right: Alfred P. Sloan jr., General Motors 


chairman, receives a handclasp of thanks from W. 


R. Stephens, Minneapolis and St. Paul 


Buick dealer and co-chairman of a meeting of more than 400 GM car and truck dealers at 
a dinner in Detroit when Sloan and Donaldson Brown, GM board member, were honored 
for their "loyalty, wisdom and foresight'’ in setting up the Motors: Holding division of 
GM 20 years ago to extend financial aid fo dealers starting in business. 
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Sales 


(Continued from Page 1) 
higher than the 19,362 sold in the 
similar period of 1948. 

Franklin county (Columbus), 
Ohio, also started off well in June. 
In the first 15 days of the month, 
new-car sales were 810, compared 
to 792 in the first 15 days of May. 

* * + 

T THE RATE new-car sales 
“% have been accelerating, the set- 
ting of a postwar sales record 
every month is becoming a com- 
monplace occurrence. 

No sooner had April been offi- 
cially recognized as the top selling 
month of the postwar period than 
reports came in indicating that 
May now has the honor. 

With 13 states reporting, May 
new-car sales stand at 97,435, 
compared to 57,243 for the same 
states last year. If this ratio 
holds up for other states, the 
total for the month will be near 
425,000. 

Tennessee and Wyoming 
have not reported their April sales 
figures, but even without these two 
states, the month’s total is 384,222. 
This handily surpasses the March 
record of 360,5£4. 

New-car sales in the second quar- 
ter of 1949 appcar certain to exceed 
the million mark. It also appears 
that the first half of the year will 
end up with over two million new- 
car sales. 

+ * + 
| ye THE FIRST quarter of the 

year, new-car sales totaled 891,- 
963. Sales during April, May and 
June will have to hit 1,108,037 to 
bring the first-half total to two 
million. There are excellent rea- 
sons for expecting that they will. 

Spot reports indicate why May 
should prove to be a better month 
than April. 

In Montgomery county, Ala., 
May new-car sales were 367, com- 
pared to 303 for April. New-truck 
sales were also up with 84 in 
May against 79 in April. 

Richmond, Va., reported a marked 
increase in May with sales of 1,068 
new cars in contrast to the 532 
sold in April. 


New-car sales in New Orleans 
during May numbered 1,013, up 
sharply over the 593 sold in May, 
1948. In the first five months of 
the year, new-car sales_ totaled 
1.393, against 3,160 in the similar 
1948 period. 

+ * + 

ALES were also up in both Balti- 

more and Maryland. In Balti- 
more, May new-car sales were 
2,386, compared to 2,283 in April. 
Excluding Baltimore, sales in Mary- 
‘land numbered 3,195, compared to 
2,948 in April. 

Gains were not universal dur- 
ing May, however, and some 
cities reported new-car sales be- 
low those of April. Among the 
areas reporting lower sales totals 
in May than in April were: To- 
ledo, Birmingham, Ala., and Mon- 
tana. 

The decreases were slight, how- 
ever. The decline in Toledo was 
143 cars, while in Birmingham it 
was only 46. Montana’s decrease 
was 228 below April, but the May 
total of 2,066 new-car registrations 
was well over the 1,017 sold in 
May, 1948. 

—Bos Gorvon 
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DEALER ALLEN PRESENTS SCROLL TO 


BROWN—Left to right: Donaldson Brown 
General Motors board member, and Dor 
Allen, New York Chevrolet dealer, at ¢ 
dinner in Detroit when Brown and Alfred P 
Sloan jr., GM chairman, were honored. 


Pontiac Launches 
Plan to Improve 


Parts Business 


PONTIAC.—In a move to im- 
prove dealer's parts and acces- 
sories department management, 
Pontiac Motor division has launch- 
ed the most extensive parts de- 
partment award program in its 
history, according to L. W. Walk- 
er, parts sales manager. 

The plan requires that winners 
must actively promote parts sales 
at wholesale; maintain a proper 
inventory control; employ effective 
merchandising displays; cooperate 
with service managers and new 
and used-car sales managers in the 
development of sales programs, and 
maintain good housekeeping. 

The plan also aims at encourag- 
ing dealers to give parts man- 
agers sufficient manpower, space, 
equipment and authcrity to do a 
good, over-all job of promotion and 
merchandising. 

Qualifiers at the district level 
will be awarded a hand-tooled belt 
with a silver and gold buckle. 
Zone winners will receive a dia- 
mond in their belt buckle, while 
the national champion will be 
given an additional and larger dia- 
mond to be added to the buckle. 
Winners in subsequent years will 
receive a sapphire added to the 
buckle, one for each year of suc- 
cessful accomplishment. 


Liquid Glaze Contest 


Announces Judges 

LANSING, Mich.—The Liquid 
Glaze contest, which has been 
running through Oldsmobile deal- 
ers to promote the Liquid Glaze 
protection treatment, will close 
June 30. 

Judges for the contest, who will 
award 100 prizes, are James H. 
Denison, Michigan State college; 
Paul Martin, publisher of the Lans- 
ing State Journal, and Lee Carlson, 
advertising manager of Oldsmobile. 
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Carry-All Sedan 
Being Shipped to 
DeSoto Dealers 


DETROIT. — The DeSoto Carry- 
All, a four-door sedan that can be 
transformed quickly into a spacious 
utility car, is now in production 
and being shipped to dealers. Ad- 
vertised-delivered price at Detroit 
is $2,210.50, including federal tax. 

The Carry-All is being shown to 
the public for the first time, al- 
though the idea was conceived at 
DeSoto more than two years ago, 
the company states. 

The transformation of the six- 
passenger sedan into a spacious 
eargo carrier is accomplished in 
a few seconds by folding the rear 
seat down to the floor. The lug- 
gage space then extends all the 
way from the back of the front 
seat to the rear deck lid. 


Either rear door, as well as the 
large luggage compartment open- 
ing, can be utilized for loading. The 
luggage platform is of wood fitted 
with strips of chrome so that cargo 
slides in and out with ease. 

Owners have a choice of plastic 
upholstery designed to harmonize 
with special door panels or a com- 
bination of plastic and broadcloth. 
Chrome arm rests become the sup- 
ports for the luggage platform 
when the rear seat is folded down. 

“The idea of the Carry-All de- 
veloped from the emphatic public 
acceptance of the DeSoto Subur- 
ban,” C. E. Bleicher, DeSoto’s presi- 
dent, said. “In the Suburban we 
have a nine-passenger car that pro- 
vides enormous luggage space by 
folding and moving its three rows 
of seats.” 


Kin in Jeep Death 
Sue Willys, Dealer 


CINCINNATI. —A local Willys- 
Overland dealer, Walter E. Schott 
Co., and the factory were named 
as defendants last week in a fed- 
eral court suit asking $75,000 dam- 
ages for a fatality allegedly caused 
by a defective Jeep. 

The suit, brought for Fred Mas- 
chinot and John M. Maschinot, 
farmers of Alexandria, Ky., states 
that Olga Maschinot, wife of John 
and mother of Fred, was thrown 
to her death from a Jeep she was 
driving last Sept. 11. The steering 
knuckle on the vehicle was defec- 
tive and broke, causing the acci- 
dent, the plaintiffs assert. 





WARNING! 


We ask that all firms, especially those 
in Chicago, Detroit and California, take 
notice that the undersigned will prose- 
cute all infringements on its NO*MAR 
Gasoline Door Guard. We suggest that 
buyers, before placing orders for any 


type gasoline door guard, make a com- 


parison with the GENUINE NO*MAR 
Gasoline Door Guard. 
If your jobber cannot supply you, write 
direct for complete information 
and prices, 


ALLEN PRODUCTS CORP. 
2243 EAST STATE FAIR AVE. 
DETROIT 34, MICH. 


NO*MAR 
GASOLINE DOOR GUARD 











Guard for 
fender gasoline doors protects the finish 
and adds to the beauty of the automobile 
Eliminates damage to fender by gasoline 
hose nozzles. 

Manufactured for all cars that have gaso- 
line door on rear fender. 

Alert dealers will want to offer this year- 
‘round money-maker. 

Retails at $1.50. 

your jobber cannot supply you, write the 
factory and we will ship through our 

authorized jobber nearest you. 


ALLEN PRODUCTS CORP. 


2243 East State Fair Ave. Detroit 34, Mich. 
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TRUCK SECTION 





PONTIAC ALUMNI OF MOTORS HOLDING DIVISION—They attended the regular monthly Pontiac dealer meeting while in Detroit *c 
attend the Motors Holding banquet. Pictured are Samuel White, Providence; David J. Delaney jr., Dorchester, Mass.; C. H. Martin, Troy 
Y.: A. A. Martin, Philadelphia; H. D. 


N. Y.; M. H. Yager, Albany; A. P Neville, Long Island City, N. Y.; D. L. Hagan, Mt. Vernon, N. Y.; in, 
Shipley, keinorer se Blank, Washington; G. H. Rowley, seen: Tr R. Taylor, Akron; J. L. Paddock, Louisville; J. W. Hedges, 
Indianapolis; A. A. Hill, Oak Park, lll.; H. W. Graff, Springfield, [ll.; R. B. Wright (and son), Evansville, Ind.; D. E. Fitzgerald (and 


_ Kansas City; Ralph E. Perry, Kansas City; W. M. Boomershine, Atlanta; W. Van White, Little Rock, Ark.; Claude Ww. Holmes, 
ey phe ¥ W. Walis, Dalias: Thomas F. Abbott, Fort Worth, Tex.; A. C. Benford, Beaumont, Tex.; C. C. Lewis, Oklahoma City: 
J. S. Bathrick, Los Angeles; A. M. Sanders, San Diego, Calif.; C. P. Simpson, Houston. Standing in the last row are Dan O'Madigan and 
A. C. Ditz, assistants to the general sales manager; General Manager H. J. Klingler and L. W. Ward, sales manager. The visiting dealers 


unanimously reported no letup in the demand for new Pontiacs, according to the company. 
N. H. Vets Elect 


e 9 e 
Timken Roller’s Celebration| orn ee rrr. 
Dyer Tries Legion 


Draws 30, 000 Persons New Hampshire may soon have 


the unique distinction of boasting 
By Jack Weed ;|manufactured in a corner of the| automobile men as heads of both 
CANTON, O.— Over 30,000 per- 


father’s wagon shop until 1901 when|of its leading war veterans’ or- 
sons attended the five-day celebra-|@ Plant was started in Canton. ganizations. 
tion last week of Timken Roller Since then, in rapid succession, John Kononan, Keene dealer who 
Bearing Co.’s 50th anniversary. the brothers branched into the | saw service in World War I, was 

Included among the 750 top in- | Manufacture of axles in 1903. In | elected commander of the New 
dustrial exccutives, who attended | 1909, the axle business was re- |Hampshire department, Veterans 
a two-day preview, were about | °rganized as the Timken Detroit | of Foreign Wars, at its 29th an- 
250 leading automotive officials | Axle Co, and established in De- | nual convention. He had been 
representing every firm in the | troit as a separate company. serving as senior vice-commander 
industry. Developments then led them into| of the organization. 

All hotels and country clubs in furnishing bearings for mine cars, J. Everett Dyer, sales manager 
the Canton area were taken over|™achine tools, farm tractors and/of the Folsom auto dealership in 
to accommodate the guests for the | implements, out of which came the 


Laconia, is a candidate for state 
preview. Approximately 7,000 towns- 





industrial division of the company| commander of the American Le- 
people and employe family guests | Which was organized in 1919. gion. He is also a World War I 
attended the celebration daily dur-| In 1915 the company built its own| veteran and is now serving 1s a 
ing the week. steel mill so as to be able to better | district commander. 

In addition to holding “open|control the quality of the steel 
house” in all plants by means of used in the manufacture of the 


. 
conducted tours, three big circus | rollers, cones and cups. Today the New Reo Engine 


tents were erected on the recrea-|Company has steel plants in both 


tion area near the plant iu which|Canton and Gambrinus, O., and Brings $31 Million 


were housed an antique auto dis-| Sells steel to competitive bearing 
lay, a factory employe hobby ex- | Companies. 
hibit and replicas of early Timken In 1919 the company also erected U. S. Army Order 
factories and operations. |a plant in Columbus, O., and the ‘ 
The recreation area is one of | manufacture of finished bearings ee eS ——. aa 
the outstanding employe recrea- | was started there. oot week that + aed had been 
tion projects in Ohio, containing Experiments in the use of Tim- | ¢j0,0q with Arm Getnames Gor th 
pools for fishermen to hold cast- | ken bearings for rail car use sicanianian o 3% -ton oedies mean 
ing tournaments, baseball dia- started in 1923 and by 1927 had | 1245 at a total cost of approxi- 
monds, tennis courts, etc. progressed to the point where the ae $31,000,000 7 PP 
The Timken Roller Bearing Co.| Pioneer Limited was the first , oe 
was organized in 1899 after Henry| train to be fully equipped with 
Timken, father of the two Timken| Timken bearings. Progress in this 
brothers who eventually built up| field has also been steady, and 
the business, had turned the ex-| today Timken sells bearings for 
perimental bearing over to them to! locomotives as well as freight and 
make, After a successful trial on| passenger railway cars. 
a mule-drawn wagon in 1897, the| An idle tube mill in Wooster, O., 
bearing was patented in 1898, and/| was acquired in 1928 and has been . 
— considerably expanded. In 1932 the | ©°@St-to-coast previews. 
company brought out an improved| Terms of the Army contract call 
type of rock bit used in mining and | for deliveries of the 6x6 trucks to 
in 1936 moved this operation into a| begin in March, 1950, Sherer said. 
new plant at Mount Vernon, O. It is said that the new Reo 
In 1946 the company again ex-|engine, featuring the wet sleeve 
panded its operations by opening | principle with removable cylinders, 
a plant in St. Thomas, Ont., to|develops more usable horsepower 
make bearings, rock bits and other|than any other six. or eight-cylin- 
steel products for the Canadian | der engine of comparable displace- 
market. In 1948 it opened a new/| ment. 


separate rock bit plant in Colorado re 
reelected secretary-treasurer. Wil-|Springs, Colo., to better serve the 2 
liam Wink jr. won first prize in|mining interests in the Rocky Bs A. Young Quits; 
the golf tournament, ‘Mountain and West Coast areas. ° 
New Chiefs Named 


TAXES *58179.00 : DETROIT.—The board of direc- 


tors of L. A. Young Spring & Wire 
This looks like 2 lot of money BU/7” 


Corp. have an- 



















about 5,000 vehicles. They will be 
powered by a new “lifetime” truck 
engine which has been under de- 
velopment for the past three years. 

Details of the new engine are 
to be announced to the public in 
early July, following a series of 


Detroit Chevrolet Assn. 


Elects Stock President 

DETROIT.—Howard Stock was 
elected president of the Detroit 
Chevrolet Dealers Assn. at the 
group’s annual golf outing and 
dinner last week. Stock succeeds 
Gordon Wilson. 

Harry Buchanan was named 
vice-president and Jack Stiles was 







sess 





nounced the re- 
tirement, because 
of ill health, of L. 
A. Young, chair- 
man of the board, 
president and di- 
rector. 

Grant L. Cook, 
vice - chairman, 
was elected chair- 
man and N. D. 
Ely, executive 

L. A. Young vice ~ president, 
president. Ola Young was elected 
to fill the vacancy on the board. 








Hamilton Receives Post 


James M. Hamilton has been 
named general manager of George 
Motor Co. (Dodge), Worcester, 
Mass. Hamilton has been vice- 
president and manager of Henley- 

DOWN WITH HIGH TAXES!—A special heavy plastic chest, designed to hold the daily | Kimball Co., Worcester, for the 
tax to the government in silver dollars (but which missed the capacity mark by 000 past 10 years. He is a director of 


which had to be put in bags) was placed in the court area of the Timken Roller Bearing 
Co. office during the company's 50th anniversary celebration last week to impress upon| the Massachusetts State Auto Deal- 
employes and visitors the high taxes — ye EZ po unten ener "$100" oungemty, ers Assn., and has served two terms 
The tax money represents company tax plus pay ro eductions. prize o was offere 

to the employe who came nearest guessing the weight of the box and bags during the Ce ee yh Worcester New 
celebration at Canton, O ar Dealers sn. 


This contract, he said, involves | 
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Ready for Competition 


CATA Membership Hits New High of 488 
As Members Gird for Selling Days 









(Continued from Page 3) 


activities as public relations; the 
forthcoming automobile show 
sponsored by the association and 
set for Feb. 18-26; the jalopy 
campaign, parade and bonfire; 
used-car warranty; highway safe- 
ty; ethical advertising; coopera- 
tion with other groups; legisla- 
tive activities; weekly news 
bulletins; tax and legal informa- 
tion; license information, and 
special truck activities. 

Those present were alternately 
amused and given food for thought 
as they listened to George Grim, 
foreign correspondent of the Min- 
neapolis Tribune, and Dr. Kenneth 
McFarland, of Topeka, Kans., edu- 
cator and management consultant 
to Genera! Motors Corp., the speak- 
ers of the evening. 

In a _ serious vein, Grim said 
that the only way to deal with 
Russia is to quit being the first to 
arrive and the first to leave. 

“The Russians sit and we get 
sore and go home,” he declared. 
“The call is for a plan to which 
we stick. We must not promise 
any nation more than we can ,de- 
liver. We must beat a loud drum 
and let those nations know where 
the stuff is coming from. And we 
must not prop up any government 
that lacks the support of its peo- 
ple, such as in China, Greece, and 
the Tito regime.” 

Dr. McFarland emphasized that 

a good employer must be and 
stay solvent. Discussing the 
causes for failures, he said: 

“People rarely fail vocationally 
for lack of skill. In 9.1 out of 10 
cases they are fired because they 
are lazy, this being known as a 
mineral disease because of too 
much lead in a certain part of the 
anatomy; and because they are dis- 
honest or immoral, there being a 
real relationship between morality 
and economics, 

“Another cause for failure is dis- 
loyalty, even to the extent of re- 
garding it as a stigma to be known 
as a company man instead of sing- 
ing the song of him whose cake 
you eat. 

“Then, too, there is the element 
of poor judgment under the guise 
of free speech. With it all, how- 
ever, there is still no substitute for 
skill. 

“As for business failures, seven 


Michigan Drops 
1-Man Grand Jury; 
Shifts to 3-Man 


LANSING, Mich.—Gov. Williams 
has delivered the death blow to 
Michigan’s much-attacked one-man 
grand jury, and at the same time 
signed a bill for a three-man sys- 
tem. The new law will become 
effective Sept. 23. 

Under the one-man grand jury 
system, Judge W. McKay Skillman 
conducted an investigation of auto 
sales practices in the Detroit area 
last year. Several new and used- 
car dealers were indicted and put 
out of business as the result of the 
Skillman probe. 





HOMER FOR HENRY—In appreciation of 
Ford Motor's contribution to the youth of 
America through its support of the American 
Legion junior baseball program, an engraved 
wrist watch was presented to President Henry 
Ford Il by Baseball Commissioner A. 8. 
(Happy) Chandler. In making the award, 
Chandler (left) told Ford it was for the 
“great service being made to the youth of 
the U. S. and to organized baseball."' Ford 
and Lincoln-Mercury dealers annually spend 
more than $1,250,000 for uniforms and equip- 
ment in cooperating with 17,000 American 
Legion posts in sponsoring junior baseball 
teams and leagues, according to the com- 
pany. In addition, Ford spends about $280,- 
000 in support of the progrem and organized 
baseball contributes $50,000. 


out of 11 are for other reasons 
than not knowing the techniques of 
business. There is no business for 
any length of time in lying, cheat- 
ing, stealing and _ short-changing. 
In the final analysis, management, 
and by that I mean middle man- 
agement, must take a sincere and 
intelligent interest in the workers.” 


Detroit Dealers 
Face New Quiz 


On GOP Gifts 


DETROIT.—A federal grand jury 
has reconvened here to _ investi- 
gate Detroit-area auto dealers on 
charges of making illegal contribu- 
tions to Republican campaign 
funds. 

During the week, over 20 wit- 
nesses, including officials and em- 
ployes of dealerships, were sum- 
moned. 


At the same time, two Flint 
firms, Otto P. Graff, Inc., and Gen- 
esee Motors, Inc., were fined by 
Federal Judge Frank A. Picard for 
Republican party contributions. 

The Graff firm paid $750 and the 
other was fined $500. 


Last February, five Detroit-area 
dealerships were fined on the same 
count. They are Northwest Chev- 
rolet. Detroit; Kessler Motors, Inc. 
(DeSoto), Detroit; North Bros., Inc. 
(Ford), Lincoln Park; Merollis 
Chevrolet Sales & Service, Inc., 
East Detroit, and Hickey Motor 
Sales (DeSoto), Lincoln Park. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 


UTO BOOKS 


That Should Be in 
Every Dealer’s Librarv 


These hoaoke shonld he tn the ilWbrary 
of every franchised dealer—avaiiable 
to his mechanics and saleamen—the 
knowledge they contain will be valu- 
able when the “chips are down” and 
real competition arrives. 





AUTOMOTIVE FUNDAMENTALS, By 


g 


Irving Frazee and Earl L. Bedell, 
ing the entire field of automotive 
tenance and operation. $4.90 postpaid. 


THE LAST 


H 


BILLIONAIRE — HENRY 
FORD. By William C. Richards. 





KNUDSEN. A BIOGRAPHY. By Norman 
Beasley. 397 pages, cloth bound. $3.75 
postpaid. 


AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic 
on the subject of fundamental automotive 
mechanics. Cloth binding. $5.00 postpaid. 


DEALER BUSINESS COUNSEL, Bustnese 
guidance for automobile dealers. Bv J. B 
Van Tassel, Dealer Business Consultant 
Three books—Book No. 1, $2.00. Books 
2 and 3, $3.00 each postpaid, 


DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingav. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 


FABULOUS HOOSTER. By Jane Fisher 
A story of Car! Fisher. early pioneer of 
the automotive industrv. $3 postpaid. 

















Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 


FIOVYD OLYMER’S MOTOR 
BOOKS. Order Edition No. 1 2. 3 or 4 tn 
paper cover, $1.50 each. Deluxe cloth- 
bound. $2.50 Steam-car edition, §2 or 
cloth-bound, $3 postnaid 


SOCRAP- 


TNDIANAPOLIS RACE HISTORY — 1909 
TO 1946. 852 pages, 1.000 illustrations 
Deluxe edition, $5 postpaid. Paper-bound. 
$3.50. 

MOTOR MEMORIFS. 
gears by Eugene W. Lewis. 
paid. 

FLOYD GLYMER’S INDEPENDENT TREAT 
REPORT OF KAISER-FRAZER OARS. 
Deluxe edition, $2.50 each. Paper-bound. 
$1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TREAT 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition. $2.50 each. Paper- 
bound, $1.50 postpaid. 





A saga of whirling 
$3.50 post- 


CARS. Deluxe edition. $2.50 each. Paper- 
bound, $1.50 postpaid. 

FLO CLYMER’S INDEPENDENT 
REPORT OF 19849 FORD OARS. $1.50 
postpaid. 

COMPLETE 1948 INDIANAPOLIS 500- 
MILE RACE SUPPLEMENT. By Floyd 
Clymer, $1.50 postpaid. 


“BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 
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Draws ’Em In 


S. California Dealers’ 


Safety Check Attracts 


128,000 Motorists in 15 Days 


OS ANGELES.—More than 128,- 
000 car owners took their auto- 
to Southern California 
new-car dealers to be checked dur- 
ing the first 15 days of June. This 
has resulted in many extra thou- 
sands of dollars in repair orders 


mobiles 


for California dealers. 

However, there was no pres- 
sure brought to bear on motor- 
ists to have recommended work 
done immediately or by the deal- 
er doing the checking. 

The greatest all-out safety effort 
ever staged in the West blasted 
across Southern California this 
month with new-car dealers at the 
wheel. The “Check Your Car, 
Check Accidents” campaign is be- 
ing sponsored by the Motor Car 
Dealers Assn. of Southern Califor- 
nia and the Los Angeles Motor 
Car Dealers Assn. 

This public service campaign is 
the new-car dealers contribution 
to the “Operation Safety” program 
of the National Safety Council, and 
has the full endorsement of that 
organization as well as that of the 
police departments, sheriff's offices, 
California hichway patrol, and 


L-M Establishes 
Regional Setup 


With 4 Areas 


LOS ANGELES. — Lincoln-Mer- 
cury has grouped its 21 sales dis- 
tricts into four regions, General 
Sales Manager ~ 
Joseph E. Bayne 
announced here 
last week. 

Bayne said the 
Western region 
will have head- 
quarters at the 
Los Angeles Lin- 
coln - Mercury 
plant. The Mid- 
west region will 
be located in De- 
troit and the 
Eastern region in New York, 

“The new regional offices will, 
I’m sure, result in better coordina- 
tion of division sales policies,” 
Bayne declared. 

Henry B. Daniels, veteran auto- 
mobile executive and supervisor of 
Lincoln-Mercury districts since 
June, 1948, has been appointed re- 
gion sales manager, Bayne said. He 
will supervise all sales activities in 
the Los Angeles, Denver, Oakland 
and Seattle districts. Managers for 
the other regions will be appointed 
later. 

Commenting on the Lincoln-Mer- 
cury production outlook, Bayne said 
Mercury’s June shipments will total 
about 16,000 units while the July 
schedule of more than 21,000 units 
will be the highest monthly output 
since the car was introduced in 
1939, Production of Lincolns and 
Lincoln Cosmopolitan cars has also 
been increased. 

Daniels joined Lincoln-Mercury 
in February, 1948, on the general 
sales manager’s staff. He was 
named supervisor of districts in 
July the same year. His experience 
includes 18 years in the automobile 
business, starting as a retail sales- 
man in Massachusetts, 





Henry B. Daniels 









many civic and business organ- 
izations. 
+ * * 

FRONT page newspaper stories, 

editorials and complimentary 
letters to the editors of practically 
every Southern California news- 
paper have made the public safety 
conscious and the cooperation has 
been exceptional. Radio stations 
have donated public service time 
for spot announcements urging 
motorists to “Check Your Car, 
Check Accidents,” and an over-all 
publicity program has 
every motorist to the campaign. 


Approximately one-third of the 
cars already checked have proven 
to have some mechanical defects, 
with failures of the lighting sys- 
tem accounting for about half of 
this figure. 

Poor brakes are the next offen- 
der, with about 13.7 percent of 
the defective autos found equip- 
ped with inadequate stopping fa- 
cilities. 

Worn or inoperative windshield 
wipers account for 9.2 percent of 
the unsafe items, while 8.7 percent 
of the horns needed repair. Dan- 
gerous or slick tires totaled only 
5.7 percent of the defective items 
found. 

+ e om 

HE SAFETY check costs noth- 

ing and entails no obligation on 
the part of the motorist. However, 
the majority of persons who dis- 
covered their autos had minor de- 
fects wanted repairs immediately. 
No efforts have been made to capi- 
talize on the safety check but facts 
show that public service does pay 
off in dollars and cents as well as 
in good will. 

Lonnie Hull, president of the 
Los Angeles Motor Car Dealers 
Assn., in telling of the spectacu- 
lar success of the campaign, ex- 
pressed a hope that motor car 
dealers in all of the coun- 
try would follow with similar 
programs. 

“The tremendous value of such 
public service, both in improved 
public relations and as a business 
vehicle cannot be ignored,” Hull 
declared. 

“In addition to improving our 
status, we feel that we have made 
a substantial contribution to the 
program of traffic safety and have 
helped save some lives that would 
have been needlessly lost because 
of mechanical failures.” 

* * ot 

OS ANGELES Traffic Judge 

Roger Pfaff, head of the wor)d's 
largest traffic court, hailed the 
automotive industry of Southern 
California for accepting what he 
termed their “responsibility to the 
people of this area.” 

Jim Bishop, president of the 
Safety Assn. of California and also 
of the Greater Los Angeles Chap- 
ter of the National Safety Council, 
complimented the car dealers and 
stated that both of his groups 
heartily endorsed the campaign. 

“The automotive industry has 
long been unjustly condemned of 
indifference and even of negligence 
to public welfare. This all-out 
safety campaign will go far toward 
bringing about a better relationship 
between automobile dealers and 
the general public,” Bishop de- 

clared. 





PLANNED BY PACKARD FOR ATLANTA—Packard will begin construction within 60 days| Automobile Dealers Assn. 


alerted | 





AUTOMOBILE AIR CONDITIONING—A custom-made air-cooling set has been achieved by 
Lone Star Olds Cadillac Co., Dallas. The photo shows how the coils are compactly installed 
at the back of the trunk compartment. The set has been advertised at $6.95, installed. 





F LIN T.— Buick’s Roadmaster 
Riviera is in production and will 
be making its appearance on the 
nation’s highways in July, it is an- 





nounced by Ivan L. Wiles, general 
manager of the division. 

Price of the new model will be 
announced in time for dealer show- 
ings this week. It is expected to sell 
for less than the Roadmaster con- 
vertible. 

The Riviera was first displayed 
to the public at the GM show in 
New York last January. In ap- 
pearance it resembles a convert- 
ible, but structurally it has an all- 
steel permanent top. The body is 
lower than the conventional coupe 
but interior room is said to be 





much greater than in cars of simi- 
lar passenger capacity. 

Distinctive feature of the new 
car is the greater use of glass 
and the absence of center posts 


| Playboy Trustee 
Sees Slim Chance 


To Reorganize 


BUFFALO. — Chances of anyone 
coming up with a workable re- 
organization plan for Playboy Mo- 
tor Car Corp. are rather slim, a 
trustee said last week after a re- 
organization petition was filed 
under the Federal Bankruptcy act. 

“Although anything is possible, a 
| reorganization plan is_ unlikely,” 
said Allen H. Gardner, who was 
named disinterested trustee. There 
will be a reorganization hearing 
in federal district court here July 6. 
As Gardner sees it, Playboy is 
likely to be declared insolvent and 
liquidated. 

Some of those who bought deal- 
erships to sell Playboys have 
formed a protective committee and 
there is talk that a group of deal- 
ers in Washington has found some 
parties who might be interested in 
the company. 


Bigelow to Head 
Spartan Sales 


JACKSON, Mich.—Announcement 
has been made by W. J. Corbitt, 
president of Spartan Automotive 
division of Sparks 
Withington Corp., 
of the appoint- 
ment of J. J. Bige- 
low as sales man- 
ager of Spartan 
Automotive. 

Bigelow has 
spent the past 30 
years in the auto- 
motive industry. 
. His most recent 
. ie. association was 
J. J. Bigelow automotive acces- 
sory merchandiser of Goodyear at 
Akron. Previously he had been 
accessory sales manager of Tide- 
water Associated Oil. 


Mitchell, S. D., Dealers 


Elect First Officers 
MITCHELL, S. D.—William Shan- 

non (Dodge) is the new president 

of the recently-organized Mitchell 












Buick Begins Production 
Of Roadmaster Riviera 


used in the conventional coupe. 
With the push button-operated 
windows in the lowered position 
passengers have the same for- 
ward and side visibility permit- 
ted in a convertible with the top 
down, 

Windshields and rear windows 
are much larger than those used 
on other cars, says Buick. The rear 
window comes well into the rear 
quarter panels and also reaches up 
into the rear roof section. The 
quarter panels are thus reduced 
to a minimum, permitting almost 
complete rear vision through the 
rear view mirror. 


The sides are further ornament- 
ed with a functi6nal sweep spear 
molding, which starts as a narrow 
triangular section just ahead of 
the front wheels and _ extends 
through to the end of the rear 
fender, adding beauty and protec- 
tion along the length of the car. 

As the sweep spear passes under 
the chrome-trimmed portholes, it 
begins to flatten out and widen on 
the lower side, with the triangular 
section curving downward to the 
upper part of the chrome gravel 
shield. At the middle of the door 
the lower part sweeps. sharply 
downward to blend into the gravel 
shield on the front part of the rear 
fender, giving an overall appear- 
ance of a gleaming curved spear. 

Pushbutton controls of all win- 
dows and the seat adjustment for 
the hydraulically operating mecha- 
nisms are provided as_ standard 
equipment. 

Buick stylists have endeavored 
to furnish an interior commen- 
surate with the outward appear- 
ance of the Riviera, using new 
upholstery fabrics, harmonious 
shades in the deep carpets and 
soft-colored headlining topped by 
chrome roof bows. 

A combination of a new grey 
nailhead material blends with va- 
rious shades of soft top grain 
leather used as bolster rolls on the 
front of the seat cushions and the 
top of the seat backs. Matching 
simulated leather is used on the 

doors, side quarters, sunshades and 
top headlining. 

Under the hood is the Buick 
Roadmaster valve-in-head straight 
eight engine with 6.9-to-1 compres- 
sion ratio and 150 horsepower. 


Dynaflow transmission comes as 
standard equipment. 


TRUCK SECTION 





Ethyl Increases 
Octane Rating 
From 78 to 86 


NEW YORK.—Signaling the end 
of the last postwar shortage which 
has restricted improvements in gas- 
oline quality by some oil companies, 
Ethyl Corp. has increased the re- 
quired anti-knock rating for ail 
gasoline sold under the “Ethy!” 
trademark from 78 to 86 octane 

H. W. Kaley, Ethyl vice-presi- 
dent, said that by Sept. 20 all cus- 
tomers, except in certain areas of 
the Rocky Mountain plateau, must 
meet the new requirements. Actu- 
ally, most of these companies are 
already using the new specifica- 
tions. 

“The last previous increase in 
Ethyl’s standard was _ reversed,” 
Kaley said, “when shortages of 
metallic lead limited the company’s 
production of anti-knock compound. 
Ample supplies of this product are 
now available and there is no rea- 
son to forecast any future restric- 
tion. 

“Change by Ethyl from ratings 
according to the Motor test method 
to the Research test method recog- 
nizes present industry acceptance 
of the Research method as superior 
for predetermining the perform- 
ance of cars on the road, particu- 
larly for the new model engines 
which are designed to take full 
advantage of premium gasoline 
quality.” 


Sport Car Show 
Draws 75,000 
On the Coast 






OAKLAND, Calif--Northern 
California’s first auto show in eight 
years and the Pacific coast’s ini- 


tial international exhibition of 
sports cars demonstrated beyond 
question that Californians are still 
highly automotive minded. 

Admissions for the first two days 
totaled in excess of 30,000 and the 
management estimated that the 
final total of the show which 
closed yesterday (June 26) touched 
75,000. 

Union rules prevented sales on 
the exhibition floor, but attendants 
reported keen interest in the dis- 
plays and pocketed good prospect 
lists. 

The greater portion of the ex- 
hibit was given to foreign cars and 
among those displayed were Fiat, 
Bugatti, Talbot, Delage, Mercedes, 
Morris, Austin, MG, Jaguar and 
offerings of other leading conti- 
nental manufacturers. 

A customized Cadillac, a Pierre 
Paul Buick and a Lebaron-body 
Chrysler highlighted the American- 
made glamorous styles, with Olds- 
mobile and Nash rounding out the 
home car exhibit with 1949 types. 


Finance 
(Continued from Page 1) 


rate now being given in the busi- 
ness—about 7 percent for post- 
war cars and 9 percent for pre- 
wars, against an average of 
about 8 and 10 percent being of- 
fered—as well as a strictly pro- 
rata rebate on accounts paid off 
ahead of time. 

A Cadillac dealer is president. 
The company will operate through 
a board of directors, meeting 
monthly. It maintains a small office 
here at present. 





FORD HONORS 30-YEAR MEN—Pins for 30 years of service recently were awarded two 


A. H. Berry (Nash) was elected 
vice-president and J. J. Verschoor 
(Chevrolet) was named secretary- 
| treasurer. 


zone office and warehouse. The two one-story buildings with a connecting all- 
glass breezeway (scale model is pictured above) will be built on a 7!/-acre site at the 
intersection of Colonial drive and Peachtree road in DeKalb county, just outside that city. 
The Atlanta zone includes dealers in all of South Carolina, Georgia, Alabama, Florida and 
Tennessee and parts of North Carolina, Kentucky, Mississippi and Louisiana. 








sales executives of Ford Motor by J. R. Davis, sales vice-president, and Walker A. Williams, 
sales manager, Ford division. Left to right: Williams; Irving A. Pierce, service manager, 
Ford division, who joined the company in June, 1919, at the Rouge plant; Davis; and George 
J. Crimmins, director of business management and distribution on Davis’ staff, who started 
with the company at Seattle as a clerk at the same time. 
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ION t : : 
U.C. Loan Total [In the Auto Spotlight . . . What Industrv Needs? 
Gains in Units at industry ‘Needs; 
9 ° ° ° 
. Was Factories Advised to Improve Car Quality, 
Cas olume Dealers to Build Cash Reserves 
WASHINGTON. — During April, 
es the only category in the automo- HARRISBURG, Pa.—An anony-|dealers should wake up to under- 
rit tive field h iabl mous member of the Pennsylvania} stand that the customer is now 
hich ae 4 we Ss a o appreciable Automotive Assn. has been trou-| boss, and that real competition is 
gas- gain votume Of Hnancing over bled by the lack of car salesmen, | here. 
. s, eure — used-car sales, Federal poor merchandise quality and other| «peglers should build up cash 
all ystem statistics reveal. items. As a result he wrote to the reserves and get out of debt. This 
hy” e used-passenger class rose 6 association: _ is no time for building showrooms,” 
- percent in number of cars and ‘The factories should be told to|/phe said. “It’s a period to meet 
els 3 percent in volume of paper, while build better products because some! changing markets and to keep low 
sates all classes of commercial cars ana ax Pacelli irae ome out inventories. I would rather have 
: of dropped. New-car financing re- nd the dealers’ policy adjustment | cash in the bank than iron on the 
: should be increased $25 to condi-| yseq-car lot! 
Aust mained about the same as March tion new cars. 7 
ctu- with only a 1 percent rise in paper “More practical new-car ship- “We now need order makers, not 
as veleme. The class stood pat on ments should be made so that ae cil de thas eae Cee 
number of cars. models and customers requested : pal 
OLDS STARTS ‘TREASURE HO' SESSIONS—AI! Oldsmobile dealers and salesmen through- omy will be sustained to keep jobs 
in Retail automotive financing | out the nation attended "Treasure Ho" meetings last week to. fearn “details of divisional by customers can be met. I also available.” - 
n during April rose to 205,483 ve- | sales and advertising plans for the balance of this year. S. E. Skinner, general manager,| suggest that the manufacturers 
- hicles, against 205,086 during a. haa of Rectory oMicigis tn atendence. the 4e, Anaaies Seaien ore, (eft have fewer, but better, dealers ‘ ee dealer urged “a ae 
oO March. This brought in @ paper Coast : F. ckles, ra 4. Ut. thie ian nc.; inner, - RK. vones, smobile Pacific with territory security.” usinessmen to set a mit on 
? ° H. H. . Old bile Co. San D : R. H. St : 
oe volume of $238,339,730. Pioneer sdsmobile Go’ in North Hollywood. and Vv. H- Sathorn, sone monceer i tee He then went on to say that ea receivable and adhere 
° ngeles. TTSae ee Rk ee nee ” 
are $ cc” =: wan a on on — —_$——@ “It is going to be harder to col- 
rea- vahieiee During M ’ lect money during the last quarter 
* . g arch, 263,113 : : 
ae wholesale vehicles were financed Florida Dealers ie ge ee ee 
ng April’s financed wholesale sales co ged ae are reine 
ngi were broken down as follows: New . 8, We SHOW Bll Start tO MAM 
se passenger cars, 65,539; new com- Aided by Acts tain customer ae by on ae 
‘O6- mercial cars, 13,939; used passen- ° —— oe VS Oe ae 
ie ger cars, 116,778; used commercial Of Legislature dealership. 
cars, 9,227. : sntesnneehsamncie sa 
rm- TALL .— 's Au- . 
icu- The new-passenger category senate Gallas Aine. oh wae . Detroit Chevrolet Dealers 
t ple- 
nes was 45 percent of total whole- |,. , : : Spon Gold C R 
Pull sale paper, while used-passenger | 1° of the state's legislative ses- ponsor Go up hace 
om was close behind with 42 percent sion, reported to its members en- DETROIT.—Chevrolet dealers of 
of the total. actment of several laws favorable ee have ship 
a ; or ee-way sponsorship 
. ae 12 + tage was ao A Wh Wee panned welsh pats iv of the Gold Cup motorboat race 
ed in e volume of credit for ' taht: | July 2 in Detroit 
; : | MEMA BOARD OF DIRECTORS' MEETING—Left t ht: A. E. Keough, John T. Stanley | y . 
consumer goods other than auto-|a dealer to dispose of a vehicle he Co.; C. J. Schuepbach, Sunnen Products Co.; S. S. Phillips, Dole Valve ( o.; E. J. Gorriston. | Television, radio and a_ public 
mobiles. Refrigerators and other|has acquired from out of weed |g ge ong & Wi. Digess, MEMA, copneet: G. A. peter, Covmasee ennenen, Ins: address system to post spectators 
household appliances showed the| without having to hold it for 10 | Bet, ©, Cochrane, @asco Toga cle ete hol: ME er Oho ay ae Sess, See Ne, Evora 
: .. A. H. Eichholz, MEMA; G W. Sherin, E. I. du Pont de N on the event have been arranged. 
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rn while total retail of other consum-|} Another measure makes it possi- ‘Tire Production 
ght er goods was up 12 percent. ble for a truck owner to secure a 
ini- —_—_—_——_____-- three-quarter year license if he Up 7 Percent 
of bE d fF R ° purchases his truck between Apr. 1 
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PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week dan. | dan. 1 
Ended Same Ended Total to to 
dune 25, Week, June 18, June, dune 26, June 25, 
1949 1948 1949* 1949 1948* 1949* 
CHRYSLER ........... 26,141 18,585 21,781 89,8387 350,042 465,630 
See 2,917 2,834 3,694 11,944 50,742 61,211 
, o0s cbse centos 2,082 2,197 2,572 8,519 39,656 46,437 
PEE. digvicescdsvvess 7,576 5,051 7,414 26,196 102,264 113,354 
Plymouth .......... 18,616 8,503 8,101 18,1738 157,380 247,678 
ASA 26,577 18,958 26,452 68,146 240,993 450,329 
PE see ctvoevévees 20,749 8,775 20,683 538,353 173,969 354,513 
DEE whicdcvocvsese 778 1,273 746 2,424 13,506 15,616 
Mercury ............ 5,050 3,910 5,028 12,369 53,518 80,200 
GENERAL MOTORS . 50,373 13,850 50,004 181,165 738,278 
Sr 8,425 4,004 8,210 .30,767 130,142 
Nt 90 vececuas’s 1,845 1,632 1,847 6,663 27,420 
Chevrolet ........... 27,183 2,080 25,960 93,968 367,461 
Oldsmobile ......... 6,220 2,988 6,167 22,399 938,121 
BI 5:6 «06:0 05.0660 7,250 3,196 7,820 27,368 120,134 
KAISER-FRAZER 1,776 2,142 2,467 7,557 90,892 
Ss 6506 ove access 237 628 249 681 33,902 
HMaiser ............+. 1,539 1,514 2,218 6,876 56,990 
GREE ccc cetcccccs 200 763 131 738 14,786 
HUDSON ............-- 2,782 3,558 8,198 10,313 69,472 
EEL “Krpcesetocecesce 4,004 3,574 4,088 14,088 66,101 
PACKARD ............ 2,875 2,412 1,585 9,001 44,222 
STUDEBAKER ...... 5,080 3,896 5,093 18,380 81,298 
WILLYS-OVERLAND? 1,013 180 738 8,188 15,226 
Total Cars, U. S. ...121,821 © 62,918 115,537 402,413 1,711,310 
*Station wagons and Jeepsters, *Revised. 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
June 25, Week, June 18, June, dune 26, June 25, 
1949 1948 1949* 1949 1948* 1949* 
CHEVROLET ......... 7,624 2,304 7,570 27,246 188,069 213,14; 
CROSLEY ...........- 10 58 15 38 1,722 213 
DIAMOND T ........ 110 286 110 401 6,991 3,027 
A 102 240 99 308 3,716 1,851 
DODGE ..........-+:: 2,142 3,444 2,880 9,711 73,677 83,355 
FEDERAL ..........: 35 66 19 56 2,689 727 
PPUPEED c ccc ccccccccecs 5,286 7,521 5,281 14,308 165,422 101,265 
MED ee osespecceccosce 1,925 1,627 1,983 6,617 39,834 47,537 
INTERNATIONAL 3,337 3,603 8,584 12,393 88,139 71,306 
BSc ccc ccc tcccccee 139 185 140 475 6,710 3,356 
MED. . cowscvo-ccsrcccose 15 370 74 269 7,661 1,855 
STUDEBAKER ....... 1,475 1,740 1,484 5,347 29,002 38,089 
WOMMEEES. cccccscccesces 170 231 © 156 594 6,756 4,445 
WILLYS-OVERLAND 982 2,187 939 3,244 58,730 28,775 
MISCELLANEOUS 248 231 237 900 6,379 6,971 
Total Trucks, U. S... 23,660 24,093 24,471 81,907 685,997 605,926 


Total Cars, Trucks 
MO 2 ese bedse eee 144,981 


. 151,801 
. Miscellaneous includes Autocar, 


119,823 126,620 


92,816 146,852 507,980 2,517,130 3,030,453 


Corbitt, Marmon H., Brockway, Four-Wheel 





Output of 144,981 Units 
Breaks Postwar Record 


(Continued 


ed for several hours, but the set- 
back was made up by schedule 
increases during the rest of the 
week. 


General Motors reached a mile- 
stone last week as the corpora- 
tion’s divisions rolled out their one 
millionth car of the year. The mil- 
lionth GM car of 1948 was not 
built until the third week in Au- 


gust. 


The possibility existed that June 
already over 400,000 
through last week, would surpass 
500,000, provided the plants stage 
in the next 
four days. Such a drive could send 
truck output past the 100,000 mark 
and give the industry its 600,000 


car output, 


a month-end surge 


goal. 


For the first half, production of 
2,393,000 cars and 622,000 trucks 
was the maximum expectation. 
This would amount to a six months’ 


outturn of 3,015,000 vehicles. 
eee Se 


500,000-car total in June would 
“% crack previous postwar attain- 
ments but fall short of the U. S. 
car production records chalked up 
in March, April and May of 1929. 


Combined U. S. and Canada out- 
put crossed the three million mark 
for the first half last week, as well 
as the 500,000 level for June. Do- 
minion plants were operating at a 
and 
trucks a week. Last week’s U. S. 
and Canada production totaled an 
estimated 151,801 cars and trucks. 


rate exceeding 6,800 cars 


Saturday overtime work was 
instrumental in lifting some car 
producers to new highs. Ford 
and Mercury car output benefit- 
ted from Saturday operation at 
some branch plants. Nash was 


from Page 1) 


working the extra day, as 
some GM divisions. 

Ford car production was grad- 
ually heading upward after turn- 
ing the 20,000-a-week mark for the 
first time since prewar. Chevrolet’s 
car schedule rate was being sus- 
tained at 26,000 per week and up- 
wards. 


were 


* * * 


ECORD motor vehicle output 

was registered in the face of 
a continuing slump in steel pro- 
duction. Last week steel furnaces 
were operating at 84.4 percent of 
capacity, reported to be the lowest 
weekly percentage rate in nine 
years, excluding strike and holi- 


day periods. 
In 14 weeks the national steel 
operating rate has fallen’ 17.6 


points from 102 percent of capacity 
in the week of March 14. The high 
yield in that week was the climax 
of a 10-week stretch of operations 
at 100 percent of capacity or better. 
It was reported, however, that 
auto makers were still placing 
heavy steel orders, envisioning 
no need to relax assembly sched- 
ules until the fourth quarter. 
On the basis of the automotive 
demand for steel, July and August 
are expected to be banner produc- 
tion months. No substantial plunge 
in the car production rate is an- 
ticipated before Sept. 15 at the 
earliest, barring labor difficulties. 
Even a steel strike next month 
could not forestall plans for high 
summer production, inasmuch as 
the plants have accumulated their 
largest steel inventories since the 
war. September schedules would 
show the first effects of a pro- 
longed shutdown of the steel mills. 
—Mac Gorpon 


Two Kansas Auto Men 
Killed in Plane Crash 


GREAT BEND, Kans. — Clyde 
Stuart, 45, owner of Great Bend 
Truck and Trailer Co., and C. D. 
Clarke, 39, owner of Clarke Motor 
%o., Hoisington, were killed in a 
plane crash near Perham, Minn., 


June 12, 
* * * 


Autocar Board Chairman 


Dies of Heart Ailment 


PHILADELPHIA. — Robert P. 
Page jr., 70, chairman of the board 





Bryn Mawr hospital of a heart ail- 
ment. 
Mr. Page had been president of 
the firm for 22 years until his re- 
tirement from that post in January. 
He joined the Autocar Co. in 1910 
as a salesman at the Boston branch. 
He is survived by his wife and 
two sons, Robert P. Page III, Auto- 
car district manager, and Hamilton 
Page, secretary of the organization. 
+ . * 


F. M. Kickels 
GARY, Ind.—F,. M. Kickels (Cadillac), 

57, died June 17 in the Methodist hospital 
from pneumonia after a five-day illness. 
He started in the automobile dealership 
field in 1925. 

. . . 

Andrew C., Elliott 

MILFORD, N. H.—(UTPS)—Andrew C. 


of Autocar Co., died June 18 in| Eliott, 58, well known in automotive cir- 





Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


WANTED IMMEDIATELY! Ford retail 
general manager for new Ford Motor Car 
Agency located in Central New York 
state. City of over 100,000 population. 
Must be a real live leader who can de- 
liver the punch necessary to conduct a 
successful dealership, Applicant must be 
capable of handling personnel and all de- 
tails of operation. Compensation to be 
based on salary and percentage of profits. 
Apply immediately to Box 3181, c/o Au- 
tomotive News, Detroit 26. State age, 
family status, qualifications, background 
and references. Photo desirable. 


HIGH-CALIBER REPRESENTATIVE. For 
Detroit and surrounding area. Nationally 
known automotive service follow-up pro- 
gram. Earnings from $10,000 to $20,000 
annually. Acquaintance among car man- 
ufacturers and dealerships essential. Re- 
plies confidential, Box 3185, c/o Auto- 
motive News, Detroit 26. 

SCHOOL BUS BODY SALESMEN — Ohio 
and Western Pennsylvania, Quality prod- 
uct, wonderful opportunity. Qualifications 
and references, Box 4551, Cleveland 24, 
Ohio. 





WANTED 


EXPERIENCED SALESMEN 


. » to call on NEW car dealers for nation- 
ally known manufacturer of complete line of 
automobile seat covers. Choice territories 
available. 15% straight commission. 
qualifications and references to Box 3150, c/o 
Automotive News, Detroit 26. 





ASSISTANT SERVICE MANAGER and a 
shop foreman, experienced, Excellent op- 
portunity for advancement, attractive 
salary, permanent, with automobile man- 
ufacturer’s service department in New 
York City. Replies confidential. Box 
3197, c/o Automotive News, Detroit 26. 


PARTS MANAGER — 400-car northwest 
Chevrolet dealer in excellent city of 50,- 
000. State age, experience, salary and 
commission, Box 3187, c/o Automotive 
News, Detroit 26. 

WASHINGTON Zone Nash dealer needs 
service manager. State experience, refer- 
ences. All details first letter to Box 
3192, c/o Automotive News, Detroit 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12/2 cents per word. Cash in 
advance. 


GENERAL MANAGER OR SALES MAN- 
AGER, 25 years’ experience. Background 
includes sales big Ford dealer, sales 
manager and branch manager National 
Finance Co., district manager for Gen- 
eral Motors Corp.; had own used car 
business pre-war. Now employed sales 
automotive product. Know how to mer- 
chandise used cars wholesale and retail. 
Can supervise sales, service and business 
management of any dealership in buyers’ 
market. Age 48, married, have family. 
Prefer Midwest location. Excellent ref- 
erences, Box 3179, c/o Automotive News, 
Detroit 26. 


WANTED: POSITION AS OFFICE MAN- 
AGER with auto dealer. Six years’ pub- 
lic accounting. Twelve years with na- 
tional finance company. Since leaving 
army, had small interest in dealership 
acting as general manager. Wife's ill- 
ness forced sale. Am willing to go any 
part of United States except extreme cold 
climate, Box 3191, c/o Automotive News, 
Detroit 26. 

STUDENT WILL CONSIDER any job in 
dealership for summer. Three years col- 
lege. Very interested in this work. 
Charles Hood, 975 Fairfax, Birmingham, 
Mich. Phone 2445, 


ENGLISHMAN, AGE 38, 


GENERAL MANAGER. 












GENERAL MANAGER, 









CLASSIFIED WANT AD DEPARTMENT 


POSITION WANTED 


MANAGER WITH LONG PRE-WAR EX- 


PERIENCE in the automobile business 
would like to hear from dealer who could 
use services of hard-working, qualified 
man in capacity where his training and 
energies could be utilized, Past training 
affords me thorough accounting knowl- 
edge, qualifying me to departmentalize 
all departments on basis which would re- 
flect their independent operations as well 
as the use of tax saving accounting. My 
sales training would enable the practice 
of modern methods used in directing 
sales and other personnel in a construc- 
tive manner, producing maximum volume 
and gaining lasting customer goodwill for 
all departments. Knowledge of used car 
problems and proven procedures for effi- 
cient operations would enable the super- 
vision of this department with good re- 
sults. Would appreciate personal inter- 
view by interested dealer at which time 
will gladly furnish character, business, 
and bank references. Box 3178, c/o Au- 
tomotive News, Detroit 26. 


married, good 
education, technical and otherwise; 24 
years’ full comprehensive experience, 
manufacturers/distributors, cars, vans, 
trucks, coaches, covering trade liaison 
duties, production control, sales adminis- 
tration, sales promotion, parts service 
management, etc. First class references; 
at present sales executive large Austin 
franchise north of England (G.B.). I am 
anxious to join car/truck manufacturers 
or main distributorship in U.S.A. Sales 
division preferably. Any interested organ- 
ization should please write, if willing to 
consider appointment on receipt of fur- 
ther details regarding qualifications, 
photo, etc. Replies to Box 3188, c/o 
Automotive News, Detroit 26. 


ATTENTION CHEVROLET DEALER: 


(Two to forty thousand population.) If 
interested securing services sales-minded 
man, capable building quality sales or- 
ganization, would like submit my quali- 
fications. Veteran, 35 years of age, pres- 
ently very successfully employed as new 
car salesman with large Chevrolet dealer 
but prefer position top sales responsi- 
bility. Lifetime selling experience. Box 
3196, c/o Automotive News, Detroit 26. 


Automotive ex- 
perience since 1933, Age 41, college 
graduate, Factory car distributor, fac- 
tory representative, Chevrolet dealer, ex- 
ecutive personnel trainer and labor re- 
lations. Now managing 400-car Buick 
dealership. Desire position managing 
larger organization, 500-and-up contract. 
Present dealer advised of this ad. Best 
references. Box 3193, c/o Automotive 
News, Detroit 26. 


efficiency expert, 
41 years of age. 18 years’ successful 
service and parts managerial background. 
Dynamic speaker and leader of men. 
Thorough knowledge of all phases of 
automobile merchandising. Excellent or- 
ganizer for profitable volume operation. 
Ford, Chrysler, General Motors. Box 
3198, c/o Automotive News, Detroit 26. 





SERVICE MANAGER, One of America’s 


full knowledge of customer 
control and satisfaction, Volume minded, 
and expense conscious, Ability to or- 
ganize and maintain shop efficiency and 
cooperation. Experienced body and paint 
estimator. Capable used car recondition- 
ing at a minimum. If your operation 
does not warrant a $12,000-a-year man, 
please do not reply, Box 3199, c/o 
Automotive News, Detroit 26. 


outstanding; 


GENERAL MANAGER—Over 20 years’ ex- 


perience all phases dealer operation; 12 
years Chevrolet wholesale; 5 years pre- 
war manager large city Chevrolet dealer; 
4 years dealer. Profitable volume pro- 
ducer. Prefer locate midwest or south- 
west with dealer who has retired or con- 
templates retiring near future with no 
relatives to take over. Like to perma- 
nently locate town 50,000-200,000 with 
300-800 car contract. Married; two chil- 
dren; age 41. Best of references. Box 
3162, c/o Automotive News, Detroit 26. 


PARTS MANAGER—G.M., experience, com- 


plete knowledge parts operation. Aggres- 
sive merchandiser, married, college man. 
Permanent connections wanted. Desires 
Southern California, give other West 
Coast locations consideration. P. O, Box 
761, Pomona, Calif. 


ACCOUNTANT, C.P.A.—Comptroller, office 


manager. Dealership experience. Lo- 
cated Detroit past 12 years, married and 
family. Excellent local references. Box 
3142, c/o Automotive News, Detroit 26. 





cles, is dead after a long illness. He was 
president of the New Hampshire Good 
Roads Assn., a director of the New Eng 
land Good Roads Assn, and president of 
Ace Trucking Co. 





Economy May Close Up 


Neb. Safety Council 


The Nebraska safety council 
failed to get in the budget of the 
1949 unicameral legislature. The 
council is not authorized by sta- 
tute but the members are ap- 
pointed by the governor. 

Two years ago the council was 
allowed $28,000. Several directors 
of the council stated that the 
group “would fold up.” 








POSITION WANTED 
ASSISTANT SERVICE MANAGER. Young 


married man, ambitious, good person- 
ality, qualifying experience, Eligible for 
GI on-the-job training. P, O, Box 414, 
Johnson City, Tennessee. 


A BONDABLE, cooperative 40 - year - old 
Scotch-Irish used car manager, with 15 
years’ topnotch G.M. and used car ex- 
perience, desires connection with aggres- 
sive new car dealer to set up new or 
reorganize present used car department 
to full capacity. Replies confidential. 
Box 3177, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER.— 25 years’ experi- 
ence with large volume Ford and Chev- 
rolet dealers. Thorough knowledge of all 
phases service department, Excellent ref- 
erences. Box 3163, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 

BIG THREE dealership wanted in the 
southeastern part of the United States. 
Volume line, have factory approval, In- 
terested in compiete dealership, with or 
wi.hout real estate. Replies treated in 
conudence. Write Box 3182, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED. Looking for 
large deaiership in Los Angeles county. 
Have ample cash and experience to 
handle any size deal or any make fran- 
chise. Box 3190, c/o Automotive News, 
Detroit 26, 


$25,000 CASH available for buying partner- 
ship in a ‘“‘Big 3’’ franchise in Chicago 
or suburb, Write or wire, Box 3183, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 


SACRIFICING A WELL-GOING AGENCY 
in a very nice town in up-state New 
York (now handling Kaiser-Frazer). 
Modernly equipped shop and showroom. 
Two very nice heated apartments up- 
stairs, The wholé building is heated 
with hot water and oil burner. Excellent 
location, Inventory at the very low fig- 
ure of $18,uU0, Last year’s business was 
well above $250,000, For a quick sale, 
building, inventory and franchise will be 
sold itor the give-away price of $25,000. 








Contact Z. Lobl, 11 Clinton St., Delhi, 
N. Y. Pnone 211-H, 
ONE OF THE TOP “BIG THREE” ex- 


clusive in 100,000 population city within 
150 miles of Detroit, Sales over $125,- 
QvuO a year and always a very high net 
protit, It was $50,000 for first four 
months of this year and business has 
been operated to build maximum local 
good-will, Low rental on modern build- 
ing. Foor health, reason for selling. 
Must qualify with factory. Replies 
strictly contidential, Please give full in- 
formation in first letter, Box 3194, c/o 
Automotive News, Detroit 26, 


DEALERSHIP, now handling Lincoln-Mer- 
cury, Southern town, franchised for 10 
counties; allotment, 18-20 cars monthly; 
10,000 square feet, new building; lot 300x 
25v, main highway; abundant parking 
Space; good shop business, modern equip- 
ment oniy 1J¥ months old, Separate body 
and paint building, Will sell equipment, 
parts and supplies at cost, approximately 
$40,000. Will sell or lease building val- 
ued $64,000, terms, Box 3189, c/o Auio- 
motive News, Detroit 26. 


FOR SALE—DEALERSHIP, handling pop- 
ular make of car in very prosperous city, 
population approximately 20,000, in 
Northwestern Pennsylvania. Have 89-car 
franchise, new building, large used car 
lot, modern facilities, Am willing to 
lease or seil due to illness, Minimum 
amount of capital required, $15,000, 
Business is growing steadily and has po- 
tential! for tu.ure growth, Inquire Box 
3180, c/o Automotive News, Detroit 26. 


PACIFIC COAST—Well-established dealer- 
ship (now handling Studebaker) in Aber- 
deen, Wash., serving 50,000 population. 
This business showing a fine profit now. 
Splendid building and attractive lease. 
Can be purchased for actual inventory 
of parts and equipment, approximately 
$20,000, Owners taking same franchise 
in larger territory. -Box 3186, c/o Auto- 
motive News, Detroit 26, 


FLORIDA DEALERSHIP, 200-car contract 
(no trucks), handling one of ‘‘Big Three’ 
in fastest growing section of the state. 
Summer population, 50,000; winter, 75,- 
000, New, well-located building and 
service department. Will sell for building 
cost, plus inventory, or you can lease 
building if you prefer. Box 3195, c/o 
Automotive News, Detroit 26. 
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' Broadway, San Antonio, Texas. 


Sootedenas 


‘WEST TEXAS DEALERSHIP: Oil, farm- 


DEALERSHIP FOR SALE USED CARS WANTED 


ing, ranching population 10,000 


country, 
(now handling Buick), 40x20’ brick, YES WE BUY 
plate glass front. 40x84’ service and ' 


parts. Frame stucco building less than 
3 years old, two 50x126’ lots. a 
mately $8,000 parts; $4,000 parts bins— 
office fixtures; $3,500 shop equipment; 
$15,000 building and lots, Will sell parts, 
equipment at cost, long term building 
lease or all for $30,000. Box 3166, c/o 
Automotive News, Detroit 26. 


NEW CAR DEALERSHIP in central South- 
ern Michigan town of 12,000 handling one 
of ‘‘Big Three’’ and popular farm imple- 
ment line. Modern new building and 
service department. Did gross business 
of $225,000 in 1948. Net $30,000. Will 
sell for building cost, plus inventory. 
Buyer must have factory approval. Box 
3173, c/o Automotive News, Detroit 26. 


FOR SALE: A Big Three dealership in 
Southwest Texas. Equity in modern build- 
ing of 6,500 square feet, well-equipped 
shop. Goodyear tire representative. $42,- 
000 to handle. Includes $5,000 tire inven- 
tory. Inquire Humphry Price, 1540 


CARS 
— BUT — 


us—cabs, junkers, wrecks, etc. 





cars; preferable: Chevrolets, Plym- 
ouths, Fords, but we will buy Nash, 
Hudson if priced right. 





If you are within 200 miles of 


Please write, wire or call 


R. S. HENRY 


Phone 4030R NEW BRIGHTON, PENNA. 


INEW CAR DEALERSHIP: Greater Chi- 
cago area, City population 50,000, Met- 
ropolitan and farm trade, 160 indepen- 
dent car contract, Excellent garage buiid- 
ing with used car lot adjoining. Desira- 
ble lease and low overhead. Principals 
only. Must qualify with factory. All 
replies confidential. Box 3200, c/o Auto- 
motive News, Detroit 26. 


“BIG THREE," Midwestern city, Poten- 
tial 500 cars. Well-established, profitable 
business. Exceptional lease; must qualify 
with factory. Reason for seiling—age 
and health. Box 3184, c/o Automotive 
News, Detroit 26. 








USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Yq Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 
GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 
Dyer Auto Auction 
Phone 4111-4051 DYER, IND. 
Res.: Lansing, Ili. 730 and 








BUSINESS OPPORTUNITIES 


SOUND BUSINESS OPPORTUNITY. Lo- 
cated in leading city of South Central 
Illinois, representing a popular make of 
automobile (no trucks). Low investment 
—good returns. City supported by indus- 
try, oil, coal and agriculture, Short 
term lease with option for renewal. Box 
3167, c/o Automotive News, Detroit 26. 





WELL-ESTABLISHED USED CAR BUSINESS 
FOR SALE 
Selling an average of thirty to forty cars 











@ month. Equipped to handle repairin ; 
and painting. aI inquiries strictly om Lansing, lil. 107R 
fidential. Price, reasonable. Located in 
Eastern Pennsylvania. 
, aon 3161 0 
ti 
vis, nn LARGEST PENNSYLVANIA 





AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 


MANUFACTURERS REPRESENTATIVE 


AN OLD ESTABLISHED MANUFAC- 
TURER of popular priced automobiles 
wants one or two additional experienced 
representatives to assist in covering the 
Kastern United States. Must be able to 
hold existing established dealer accounts 
and develop new ones, Only experienced 
factory sales representatives of proven 





ability will be considered. In first in- Located 6 miles North of Lancaster, Pa. 
stance mail full details of past experi- 
ence, present position, territories you MANHEIM AUTO SALES 


have covered and salary expected to Box 
3165, c/o Automotive News, Detroit 26. 
NEW CARS WANTED 


WANTED. 50 new cars for Florida Rental 
Service. Must be new General Motors, 


& AUCTION, INC. 
Phone 202-W4 














Chrysler, Ford or Studebaker, All trans- WE SELL EVERYTHING 
actions strictly confidential. We trans- FOR YOU! 

port. Write, stating prices. Box 3175, 

AUTOMOTIVE NEWS 


c/o Automotive News, Detroit 26. 














AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION - - - FORT WAYNE, IND. 


11:30 A Bring your cors or send them Monday, Monday Nite 
e oilde 


or Tuesday A.M. Our guarantee: You must be sotisfied 
Call us for Hotel Reservations: 
EASTBROOK 1254 


FORT WAYNE AUCTION CO. 
(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. FORT WAYNE, IND. 





OLDSMOBILE HYDRA-MATIC 
TRANSMISSION EXCHANGE 


Any Model, $95.00 
IMMEDIATE SHIPMENT GUARANTEED: PERFORMANCE 


A completely reconditioned Hydra-Matic unit will be shipped you the same day your 
faulty transmission is received—all worn or damaged parts replaced with new GM 
parts—run in and block tested—performance guaranteed for 90 days or 4,000 miles. 
(If you do not have a shipping crate we shall lend you one). 


FOR EXTRA RUSH JOBS a transmission will be shipped before your old one is re- 
ceived if a deposit of $65 is made. Deposit will be refunded immediately upon 
receipt of your unit. 


Write, wire or phone today for complete details. 


HOLLINGSHEAD MOTORS CO. 


2550 SO. MICHIGAN AVE. Telephone: CAlumet 5-2900 CHICAGO 16, ILL. 
AUTHORIZED OLDSMOBILE DEALER 


Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed on Request 









Every Thursday 

MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


Every Friday 













They must be worth the money. 
Please do not try and peddle 


We will buy clean '46 to '48 





Pittsburgh, Penna., and can sell— | 


USED CARS FOR SALE 





Philadelphia's 


DEALER AUCTION 
EVERY TUESDAY .. . 11 A.M. 


Harry D. Gilbert 


Automobile Auctioneers 


6600 N. Broad St. Phila., Pa. 
* 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


* 
Tel. Livingstone 8-3000 








ATTENTION DEALERS 


We need cars—always plenty of buyers. 
Highest prices obtained for clean cars. 


Sale Every Wednesday at 11:00 A.M. 
Open all nite Tuesday for Registration. 


Fee - - - $5.00 
Mobile Auto Auction 


Alabama State Highway 42 
Phones: 7-4511, 6-9236 or 2-0929 
P.O. Box 143, Crichton Station, Mobile, Ala. 








CARS TRUCKS 





PICKUPS 


WHOLESALE 


1949's and Late Models 


Come to us for fast-selling units at 
low prices that guarantee you 
bigger profits. 





| 915 N. Illinois St. 





Dealers’ Auto Company | 


3626 N. CICERO AVE. CHI 
Phone: Kildare 5-6741 





KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Contiouess Operation Since 1943 


VERY THURSDAY 
Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
Phone Lincoln 5383 








AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY .. . 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 








ANTIQUE CARS WANTED 


WANTED: STANLEY STEAMERS. Frank 
G. Moses, 1816 Monterey Avenue, Chi- 
cago 43, Illinois, 








ANTIQUE CARS FOR SALE 
1921 STUDEBAKER heavy coupe, excellent 
condition, Phil Pittenger, c/o Motor 
Wheel, Lansing, Mich. 
BUSES FOR SALE 
THREE—1947 Chevrolet school bus chassis, 








model 6702—-199” wheelbase. Delivered 
from factory in 1948, Below dealer’s 
cost. Midtown Chevrolet Co., Marion, 
Ohio. Phone 2382. 





ONE—1947 Chevrolet school bus, model 


6702, with Superior 48-passenger body. 

Manufactured in 1948. Below dealer's 

cost, Midtown Chevrolet Co., Marion, 
Phone 2382, 


Ohio, b es 
TRUCKS FOR SALE 


NEW DODGE TRUCKS, Model K.A, 140, 
equipped with Thornton Tandem and An- 
thony 8-yard dump body. Model K.A. 
140, equipped with Truxmore third axle, 
Model J.A. 140, equipped with Little 


Giant Tandem. One or all, dealer’s net. 
Mitchell & Cassell, Inc, (Dodge ‘‘Job- 
Rated’’ Truck Dept.), Peoria, Illinois. 
Phone: 6-0845, 


FOR SACRIFICE SALE — Dealer's parts 
truck: 1947 Chevrolet, model 5703, 158” 
w.b., cab-over-engine with Reynolds low- 
mounted aluminum body, equipped with 
wheel boxes, folding steps and 9 parts 
bins. Inside dimensions of body: 14’ 
long, 76” wide, 66” high, Will sell bins 
or body separately. Truck and body in 
excellent condition. Call, 
Capitol Chevrolet, Inc., 
Alabama. Phone 7711, 


Montgomery, 


NEW MODEL BIVA DODGE 3-ton cab 


and chassis. Heavy-duty truck, deluxe 
cab, 190” w.b., two-speed axle, 100% air 
brakes, heavy-duty springs and clutch, 


frame reinforcements, 40-gal. gas tank, 
11:00 x 20 tires; designed for heavy-duty 
loads and maximum speeds, Dealer cost, 


$4,050. Poinsatte Auto Sales, Inc., 501 
East Washington Blvd., Fort Wayne 2, 
Indiana. 





6-HORSE VAN—1948 Chevrolet two-ton, 
all-aluminum, double insulated body fin- 


ished wiih plywood inside. 3 large and 
3 small stalls. Body is 14 feet long, 7% 
feet high, 7 feet wide with a 10-foot 
buggy rack over cab. Two-speed axle. 
825x20—-10-ply tires, dual rear. Driven 
2,400 actual miles. Dealer's actual cost, 
$4,000. Will sell for $3,000, Brannon 


Chevrolet Sales, Duncan Falls, Ohio, 
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TRUCKS FOR SALE 


TRUCKS FOR SALE—Have several current 
model Dodge trucks, will sell at sacrifice. 
Will include pickups at dealer’s cost if 
all sold together, Taylor & Kemmerer, 
Holdenville, Okla, 


PARTS WANTED 


WANTED: STATION WAGON or limou- 
sine body for 1947 Cadillac, model 75, 
complete. L & D Motor Sales Co., Inc., 
4100 Walnut St., Philadelphia 4, Pa. 


PARTS FOR SALE 


PONTIAC 
GENUINE PARTS 


AT 


Wholesale 


One of Midwest's Largest Parts Inventories 
Prompt Shipment on Mail or 
Telephone Orders 


FISHER PONTIAC CO. 


12740 GRATIOT AVE. DETROIT 2, MICH. 
LA. 7-5000 





BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 








Wholesalers: We Are Quantity 
Shippers . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO §, ILL. 


47 





PARTS FOR SALE 


WHOLESALE PONTIAC PARTS, 
stocks of hard-to-get parts, 
fender parts for all models, 
ice, liberal discount. 
Pontiac, 16-20 Passaic St., 
New Jersey. 


SHOP EQUIPMENT WANTED 
WANTED: SECOND-HAND MATRIX with 
highway tread design for Lodi R-4 mold. 
Must be able to recap 11:00x24 tires. 
Write Kauai Motor Co., Ltd., Koloa, 
Kauai, T. H. 


WILL TRADE 
WANTED TO TRADE—1911 Ford Model 
T, everything original A-1 shape, for new 
1949 Ford. D. W. Trowbridge, 1409 
Sixth St., David City, Nebraska. 
AIRPLANES FOR SALE i 
STINSON VOYAGER 150, purchased new 


large 
Fast serv- 
Walter H. Schultz 


Trenton 8, 








September, 1947. Always hangared, 
waxed; licensed to May, 1950. Total 
time, 83 hours, Used by owner only, 


never damaged, Will sell for best offer. 
S. Sam Sorbello, Inc., 200 East Broad- 
way, Fulton, New York, 


MISCELLANEOUS 

ATTENTION, CHRYSLER DEALERS! — 
immediate delivery approved combination 
paris control desks, Hold 6,500 inventory 
control! cards (5” x 8”) or 13,000 price 
and location cards (3%” x 3%”). Desk 
inciudes four adapters for filing P & L 
ecards, Rear cards easily reached while 
seated. Convenient shelves, Hardwood 
and plywood construction, Olive green 
finish, Dimensions: length—60”; width— 
27”; height—31”. $57.50—f.o.b, Detroit. 
THE SPERBER MFG. COMPANY, 1815 
Trombly Avenue, Detroit 11, Mich. 
Phone, MAdison 4290. 





“HOT ROD’’—the only monthly magazine 


about building roadsters, streamliners, 
etc. Sample copy, 25c; $3.00 yearly. 
Hot Rod, 7164 Melrose, Hollywood, Calif. 
Dept. AN. 





ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P. 


Hughes Motor Co., Inc., 
St., Lynchburg, Virginia. 


300 Commerce 






Tow Bar Sales Company 
Direct Factory Distributors 

100 So. CLINTON ST. CHICAGO 6, ILL. 

DE 2-0700 - AN 3-8888 - DO 3-8373 










MAJOR MANUFACTURER WANTS 
USED CAR MERCHANDISING 


MANAGER 


Excellent opportunity for an experienced Used Car Merchandising Manager. 


You owe it to yourself to investigate this opening, because in it you will 
have charge of one of the important phases of our business—the preparation, 
presentation and operation of our national used car merchandising program. 


You must have had at least five years previous automobile experience 
covering both field sales work as well as administration of national promotion 
programs from home office, and you must have a thorough knowledge of 
present-day dealer operations. You should know the used car market as of 
today, and the practices that produced good used car business before the war. 
Unless you have had this experience, do not answer this advertisement. 


Apply in writing, giving complete outline of experience, age, references 
and marital status. Encloze snapshot, if possible. No interviews given before 
we receive this information, and your reply will be held in strict confidence, 


W. STRAUGHN, Marianne 
Hudson Motor Car Co., Detroit 14, 


Manager, 
Michigan 





ae 


wire or write | 





HORSEHEADS, N. Y. 
EVERY FRIDAY 


DANVILLE, PA. 
EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 





Horseheads, N. Y., 
Elmira, N.Y., on three railroads an 


is located adjacent to 
airlines. 


DEALERS ONLY - - - 


Danville, Pa., is 75 miles North 
of Harrisburg, Pa. 


FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside Sales Pavilions with Modern Restaurants 


RONALD D. WEST, Owner - 


- TEX RICKARD, Auctioneer 





NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [[] 
for which check is attached [_] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





Street Address 


TRADE CONNECTION: 
Truck Dealer [) 


Car Dealer [) 


Jobber (] Insurance [) 





Manufacturer [) 


Financial [) Supplier 1 
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NE International KB-5-M with 12-foot Metro* body 
to step up your multi-stop truck sales! 


Here’s a bigger, more powerful version of the multi-stop delivery truck with bigger payload 
11-year leader in the extra-capacity multi-stop space and higher GVW rating. 
delivery truck field—the new KB-5-M! Its 360 
cubic foot payload space, 12,000 pound GVW 
rating, and 93 maximum brake h.p. at 3,400 


The KB-5-M extends the size range of Inter- 
r.p.m. meet today’s need for a more powerful 


nationals with all-steel Metro bodies—gives you 


three Internationals with payload spaces of 225, 
280, and 360 cu. ft. 


Now you can sell International multi-stop chassis for bodies 
that your customers have built to their own specifications. Three 
wheelbases —102, 113, and 135 inches— with three GVW ratings 


— 5,000, 7,000, and 12,000 pounds. Chassis come ready for body 
mounting with Metro body front-end sections. 


NE 


This big value in the small bus field will appeal to country clubs, 
resorts, airports, feeder bus lines, sightseeing agencies, schools, 
jitney operators, and others. It’s the new Metro coach body on 


a KB-3-M chassis—a combination offering ideal low-cost trans- 
portation for from 8 to 16 passengers. 


International multi-stop chassis units 
to widen your selling range! 


International with Metro coach body 
to tap a rich new market! 


International Harvester Builds 2) 
McCormick Farm Equipment and Farmall Tractors e 
Motor Trucks. .. Industrial Power 
*Metro. Registered trade mark of The Metro- 
politan Body Company, Inc., subsidiary of 
the International Harvester Company. 


Refrigerators and Freezers 


Tune in James Melton and ‘‘Harvest of Stars” 
NBC, Sunday afternoons 


INTERNATIONAL “~~ TRUCKS 


INTERNATIONAL HARVESTER COMPANY 


CHICAGO 








